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Founded 1855 


The finest hand saw 
Disston 


ISSTON’S masterpiece! A saw made just 
as fine as eighty-five years of saw-making 
could conceive. 

Steel of unusual strength and life... hard- 
ened, tempered and ground with exacting 
care ... set and filed by skilled hands, and 
polished to a beautiful lustre— 

A handle of genuine rosewood ... fashioned 
to the Disston pattern, and adjusted to the ; 
blade to give the proper “hang” — 

A beautiful saw and a useful saw. You can 
sell it with ease and profit. For every hard- 
ware store has its share of tool customers who 
want the finest tools that they can buy. 

Made in two patterns: D-115 Skew-back 
and D-15 Straight-back. Consumer price, 
26-inch blade, $5.85 each. 


Henry Disston & Sons, Inc., Phila., U.S. A. 
Makers of “The Saw Most Carpenters Use’’ 


DISSTON 


SAWS TOOLS FILES KNIVES STEEL 
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Sell her silverware in her own home 


How many hundreds of 
women do you suppose there 
are who should be buying 
silverware from you but are 
not doing sor 


Silverware is something you 
can sell; you don’t need to 
wait for some one to buy. Use 
your mailing list—or build 
one if you haven’t one now— 
and awaken the interest of 
these women who should be 


your customers, with illus- 
trated circulars, letters and 
price lists. 


Back up your mail campaign 
with attractive ‘window dis- 
plays and, if you use news- 
paper space, with advertising. 


Let us help you with advice. 
For advertising and display 
helps write Sales Promotion 
Dept., International Silver 
Co., Meriden, Conn. 


1847 ROGERS BROS. 


Salesrooms: Canada: 
New York International Silver Company 
Chicago of Canada, Limited 


San Francisco 


SILVERPLATE 














Hamilton, 


Ontario 


1926 








Published Weekly by the IRON AGE PUBLISHING CO., 239 West 39th Street, New York, N. Y., U. S. A. 


Batered as second clase matter May 22, 1913, at the Post Office at New York, under the Act of March 3, 1879. 


(Printed in U. 8. A.) 








bass 
cs 
ae 








Ment. aN 
eat ‘ 
> 


tees 
isa 


has tne IER 


Ede 


4 


rs 





February 25, 1926 HARDWARE AGE 3 




























4 There are two tools of particular 

: merit that should be in every 
carpenter’s tool chest—V. & B. 
Vanadium Hammers and V. & B. 
Unbreakable Planes! 


V. & B. Vanadium Hammers are 
made from V. & B. formula 
vanadium steel and handled with 
the finest hickory. They are octa- 
gon necked and round faced, with 
a firm gripping, special non-slip 
claw. 


V.& B. Unbreakable Planes won’t 
snap when dropped. ‘They are 
drop forged—not cast—from a 
solid bar of V. & B. Supersteel, 
furnished with all vanadium steel 
blades, which can be sharpened 
all the way to the slot. 


Here are two tools that every car- 
penter wants. ‘They are profit 
makers in the quality class. 





VAUGHAN & BUSHNELL 
MANUFACTURING COMPANY 


M“Hakers of Fine ‘Toots 
2ii4 Carroll Ave.~ ~ Chicago, Ill. U.S.A. | 
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Golden Glow Heaters will 





QUICK COMFORT 





UICK COMFORT Golden-Glow Heaters are 
equipped with the famous Golden-Glow 
Burner and Golden-Glow Giant Elements. The 
portable type is made in 4-, 5- and 6-radiant-unit 
sizes. The fireplace type is made in 5- and 6-radiant- 
unit sizes. The portable types are finished in satin 
finish, black japan with artistically designed nickel 
trimmings. The fireplace type can be furnished 
either in dull silver or polished brass. Quick 
Comfort Golden-Glow Heaters have the same 
high quality for which Quick Meal Gas Ranges 
have always been noted. Made for natural or 
artificial gas, they give a clean, healthful heat. 
No ashes, smut, soot or odor. Perfectly safe. Can 
be adjusted to meet all gas conditions. 


Write for catalog and prices to: 
Quick Meal Stove Co. Division of American Stove Co. 
825 Chouteau Ave., St. Louis, Mo. 


= 





EW PROCESS Golden-Glow Heaters are 
made in both fireplace and portable types. 
The fireplace type is made in three sizes, 4-, 5- and 
6-radiants, beautifully finished in copper or brass. 
Portable type is made in 5-element size only, fin- 
ished in durable black japan. There is also a low- 
priced 5-element fireplace heater in black japan 
finish. The design of New Process Golden-Glow 
Heaters eliminates the necessity for a heavy, break- 
able, fire-brick back-wall. The Golden-Glow 
Burner is fitted with adjustable valve, air-shutter 
and cock, making possible perfect regulation of 
flame for different pressures. All heaters furnished 
with 3-inch flue-collars. 
Write for catalog and prices to: 
New Process Stove Co. Division of American Stove Co. 
4415 Perkins Ave., Cleveland, O. 


Ss 


AMERICAN STOVE COMPANY, St. Louis, Mo. 
Largest Makers of Gas Ranges in the W. orld 
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DANGLER 


ee Golden -Glow fireplace heaters 
have high-grade cast iron frames with and- 
irons and are finished in Byzantine bronze. They 
are made in 4-, 5- and 6-element sizes. The port- 
able types are madein 4- and 5-element sizes with 
frames of heavy band-iron finished in black, and 
hearth-plates of polished sheet aluminum. The 
Golden-Glow Burner is divided into sections, each 
section being fitted with a separate grid for each 
element. The grids are non-corrosive and last 
indefinitely. The Golden-Glow giant heat-elements 
which are 3 inches wide, provide a greater lumi- 
nous surface than is obtainable from any other 
make of heater. Golden-Glow radiants heat 
equally from top to bottom meaning that all 
gas is consumed. 


Write for catalog and prices to: 
Dangler Stove Co. Division of American Stove Co. 
5017 Perkins Ave., Cleveland, O. 
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'HE Golden-Glow Burner and Golden-Glow 

Giant Elements used in Reliable Heaters pro- 
vide astonishing economy of operation, entire 
freedom from odor and give almost instantaneous 
heat. The fireplace types are made in 4-, 5- and 
6-element sizes, and are finished in bright japan. 
Reliable heaters are positively beautiful when in 
operation, the distribution of flame and heat being 
as near perfect as can be obtained. The Golden- 
Glow Burner mixes the gas and air at one point 
insuring perfect combustion. Within the elements 
a large number of projecting points insures even 
distribution of the flame. 


Write for catalog and prices to: 
Reliable Stove Co. Division of American Stove Co. 
1787 East 40th St., Cleveland, O. 
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AMERICAN STOVE COMPANY, St. Louis, Mo. 


Largest Makers of Gas Ranges in the World 
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Mossberg 


» News BREE Letea kde, 
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aa siatiie A New MOSSBERG Socket Set 


showing the 





Mossberg 





To Sell 2 at at $1. 10 


umaist # THE MOSSBERG 
soe Han-di Set No. 83 


memnal |B rwartues as a fast selling item for the 

hardware trade. Six nickel plated 
sockets correct to popular sizes. Handle % 
inch square—the universal size. The whole 
outfit so compact that it can be handily 
dropped into any convenient pocket of the 


hardware 
dealers 


Car. 
to meet a Iwo sales appeals — price —and the fact that now 
popular MOSSBERG puts its well known name on a socket set 


priced for every car owner. Other sets, 
Nos. 10, 13 and 14 packed in special steel 
boxes at $9.75, $5.75 and $17 respectively. 


Frank Mossberg Corporation 
Lamb St., Attleboro, Mass. 


demand 


To be _ con- 
tinued in a 
couple of 
weeks. 





“It’s a Mossberg” 


. 
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It’s Buying Time for the Poultry Raiser 
It’s Selling Time for You 


Now come the big turn-over months for poultry fence and other 


poultry supplies. 


Made and ; 
Stretches Every new born chick suggests the need for netting. And netting, 
Like Farm in turn, suggests the need for other profitable items in your stock. 
Fence ; ' , 

Today in your trade territory scores of potential buyers are figur- 


ing their requirements. Tomorrow they will buy. 

And, while it is buying time for the poultryman, it also is selling 
time for the dealer. Now is the time to go after this profitable trade. 
Make U. S. Poultry Fence your leader. It will bring new cus- 
tomers to your store and put money in your cash register. 


U. S. Poultry Fence appeals instantly, even to the inexperienced, 
because it is made and stretches like farm fence, requires neither 
top rail nor baseboard, costs less “put up” and, makes a neater. 
more lasting fence. 


Representative jobbers all over the country maintain complete stocks. If you 
do not know the U. S. jobber in your territory, write us for his name. 


Indiana Steel & Wire Company 


Muncie, : : Indiana 
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yp MORCO 


A Life Long Tool 









The rugged, drop forged construction of a 
MORCO defies abuse. It’s a tool you can lean 
on with all your weight. The jaws will hold 
and not break—they’re oil hardened. 


A wrench you will be safe in recommend- 
ing and proud to sell. 


MOORE DROP FORGING COMPANY 


Springfield, Mass., U. S. A. 
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Make 1926 


Your Banner Year 
For Heater Sales 


We'll help you do it with Riverside Home 
Warmers, the most beautiful Cabinet Heat- 
ers ever constructed. Built in sizes for small 
homes as well as large. 


We'll assume entire responsibility for their 
heating efficiency, because we build them 
complete from castings to enameling and 
equip them with features found in no other 
cabinet heaters. We'll mail “Follow up” 
letters telling all about 











Riverside Home Warmers 


to all of your heater prospects. We'll 
refer people to your store in every 
letter. You will be supplied with 
ample Dealer Helps of all kinds. 


A great many of your customers will 
want a new heating appliance or cook- 
ing machine this vear. You will find 
models in the Riverside Line that will 
fit all requirements. 


Be sure to write for our Handsomely 
Illustrated Catalog and S pectal Dealer 


Proposition. 


Rock Island Stove Co. 
Rock Island, Ill. =e 
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Machine Screws 
Stove Bolts 
Tire B olts 








American Screw Co. 


PROVIDENCE , RII. 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL. 
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The Rice Process WHITE 


VAREEE StF ema 


SS y \aetabelall 7 


By simply mixing Barreled Sunlight Tinting 
Colors with Barreled Sunlight, anyone can obtain 
a great variety of beautiful, delicate tints for 
interior painting. Adding just a little Color 
produces a light shade; adding more Color darkens 
the shad?2. he Colors are extra limpid—assuring 
quick, even mixing with minimum effort. 





“° 
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OW — 
with these tubes o if 


Tinting Colors 


You can sell Barreled Sunlight 


for every interior painting job! 


. os can offer your customers an infinite 
variety of beautiful tints and shades, and 
yet stock just one superior white paint— 
Barreled Sunlight! This is made possible by the 
new Barreled Sunlight Tinting Colors in tubes, 
to retail at a nominal price. 


Instead of filling shelves with tinted enamels, 
some of whose colors may prove unpopular, you 
can now limit your investment to a famous 
specialty—plus a few tubes of extra limpid, 
easy-mixing Tinting Colors. With these your 
customer can easily match any scheme of in- 
terior decoration. 


The friend-making qualities of Barreled Sun- 
light—handsome deep lustre, satin-smoothness, 
washability, and durability—will be still more 
important where delicate tints are used. 


* * * 


Over 6000 dealers made nice profits on Barreled Sun- 
light in 1925. Now with the tinting feature added—and 
another powerful campaign of national advertising to be 
launched in March-—sales for 1926 will surely leap ahead! 


Send the coupon for complete dealer proposition and 
description of a new counter display designed to sell the 
Barreled Sunlight tinting idea to your customers at a 


glance. 





JU. S. GUTTA PERCHA PAINT CO. 
7 Dudley Street, Providence, R. I. 


Please send me complete dealer proposition with new tinting feature added, and a 
description of the new counter display. 


a eee eee 
Street. . 


eS ee ee ee Tree ee 

















12 HARDWARE AGE February 25, 1926 


For More Profit Sell 
Simonds Crescent-Ground 
Cross-Cut Saws 














Not only do you se- 
sure a good profit 
when you sell Si- 
monds Crescent- 
Ground Cross-Cut 
Saws, but you get 
more sales. because 
of the demand for 
this brand saw. The 
Simonds Crescent- 
Ground is the fast- 
est selling cross-cut 
saw in the United 
States. Popular de- 
mand for it is due 


to its proved qual- 
ity of steel and mechanical construction. Order from your jobber. 


SIMOND 











Saw and 
Steel Co. 


Established 1832 
Fitchburg, Mass. 




















CHAMPION TOOTH 
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ESTABLISHED 1854 








HARDWARE COMPANY 


Reg. U. S. Pat. Off. 


WOOD PRODUCTS 





SPECIAL WOOD PRODUCTS 
To Blue Print, Drawing or Sample 


HARDWARE COMPANY 


J 





REG. U. S. PAT. OFF. 


TORRINGTON, CONN., U.S. A. 


New York Office, 151 Chambers St. 


INCORPORATED 1864 
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The End of the Trail 


T HE war against flies, mosquitoes 

and insects has been going on 
for many years. Science developed 
cotton netting; but it was easily torn 
and rotted quickly. Next, various 
kinds of metal wire were woven into 
screens. Some were too weak, some 
rusted too readily—but the goal was 
in sight. 


LIBERTY Golden Bronze Wire 
Screen Cloth is the end of the long 
trail. When exposed to weather, its 
rich, golden color changes uniformly 
to an iridescent Egyptian type an- 
tique finish. LIBERTY is strong, 
flexible and rust-proof, and with rea- 
sonable care will last a lifetime. Its 
beauty and durability make it par- 
ticularly appropriate for fine homes. 
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You Can Fool Some 
of the People— 


with inferior wire screen cloth, but 
they'll buy across the street next 


time. 


A sale of LIBERTY Golden 
Bronze Wire Screen Cloth is like 
selling your customer a round-trip 
ticket. He'll be back for more of 


| the same, and pleased to come back, 
& too. 


LIBERTY lasts—because the high- 
est quality bronze wire and the most 
skillful workmanship go into its 
making. Liberty is non-corrosive 
and furnishes the least obstruction to 
light and air. 







































































































































































































































































































































































FLEXIBILITY 


Painstaking investigation and experi- 
ment have resulted in the development 
of a non-corrosive alloy which, mixed 
with 90 per cent pure copper, gives 














































































































Screen Liberty Golden Bronze Wire Screen 
Fact Cloth the highest possible degree of 

J tensile strength and flexibility. To pre- 
No. 5 vent soiling and discoloration, Liberty 





is covered with a transparent lacquer. 

This flexible product is stronger, more 

resilient and finer in appearance than 

screen cloth made from plain soft cop- 
“= per wire. 


NEW YORK WIRE CLOTH CO. 


Manufacturers of golden bronze, copper. 
zinc-coated and black enameled screen cloth 


342 MADISON AVE. NEW YORK _ Works ~York.Pa. 
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The FOSTER 
400 
Home Heater 


























Give Your Customers Comfort, Economy and Cleanliness 


Here is a heater that will please every user. Its beauty, prac- 
ticability and economy are sales arguments that cannot be 
resisted by the prospective purchaser if he really wants some- 


thing good. 


The Foster 400 can be installed in any room in which there is 
a flue connection. No basement is necessary. Another point 
that appeals to the practical minded purchaser is the even cir- 
culation of heat. Furniture in close proximity to the heater 
cannot be affected in the least because the heat is not concen- 
trated in the vicinity of the heater. 


If you are interested in this modern home heater and want to 
please your trade get in touch with us. 


The Foster Stove Co., Ironton, Ohio 
Makers of “THE FOSTER LINE” 


Home Heaters, Cooking and Heating Stoves for Wood, Coal or Gas, Steel and Cast Ranges 
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Your present 
paint sales 











potential paint sales in your town~ 





Your posstble 
paint sales 




















Cjor greater paint sales | 
and profits, investigate | 
the duPont proposition. | 





St is the most valuable 
paint and varnish : 

















a * a. * ; 
franchise in America. 
; 
E. I. DU PONT DE NEMOURS & CO., Inc. 
2100 Elston Avenue 35th Street and Gray’s Ferry Road Everett Station No. 49 
Chicago, Ill. Philadelphia, Pa. Boston, Mass. 
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Sieg & McDaniel, Architects 


Re. 6, OOO Pople who went through this house 
prove the durability of Of Floor Varnish | 


The popular rubbed effect may be easily 
kly obtained on fig , 












© LESS than thirty-six thousand 
people tramped over the floors of and quic 

this beautiful home in Memphis, a 
‘Tennessee, during the two weekeaus 
open to public inspe 
finished with *“61’’ 
still in good condition 
exhibition. See letter 
The properties of **€ 
which enable it to withs 
ment, lift it above the cc 
nishes and make it an 
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Ordinary varnishes may 5 
may be waterproof, but 1 sf local | 
a tough, inherent elasti fenell i 
suitable for floors. sraieh 4 

ay have R 


*“61’’ Floor Varnish is 
and wear-resistant but poss 
ordinary beauty. Water ai¥t otner liquids, 
hot or cold, do not spot or turn it white. 


Pratt & LamsBert-Inc., 114Tonawanda St., Buffalo, N.Y. 
Canadian Address: 2(Courtwrignt St., Bridgeburg, Ontario. 


Pratt & Lambert Varnish Products are used by 
painters, specified by architects and sold by paint 
and hardware dealers everywhere. 





PRATT & LAMBERT-VARNISH PRODUCIS 
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FLOOR 
ISH 


A LETTER 
From THe ARCHITECTS 


Here is a letter from Sieg & Me- 
Daniel, one of the leading architectural 
firms in Memphis, designers of the Jones 
house shown on this page. 

Memphis, Tenn., October 2, 1925. 
Pratt & Lambert, Inc., 

Buffalo, N. Y. 
Gentlemen: 

Responding to your request for fur- 
ther definite information as to the exact 
number of people who went through 
the house designed and built by us in the 
section known as ‘*‘ Belleair Woods,’’ 
for Mr. Frank G. Jones, we regret that 
we are unable to give you exact figures. 

We did, however, keep a careful 
check the first week and by actual count, 
the number was 24,756. Itisacon- 
servative estimate that not less than 
36,000 people passed thru thehouse dur- 
ing the two weeks it was on exhibition. 

As we previously advised you, ‘61°’ 
Floor Varnish was used thruout on all 





the floors, and it is a pleasure and satis- {f 


faction to repeat that the varnish did 
not show any appreciable signs of wear. 
We consider this a really practical floor 
varnish test and the most severe one that 
has ever come to my attention. 

Many people commented upon the 
way the floor finish stood up under the 
unusual wear to which it was subjected. 

While it is our usual practice to write 
only ‘‘open’’ specifications, we have 
determined to specify and use nothing 
but ‘*61°” on floors, after witnessing 
this remarkable demonstration of the 
durability of ‘*61°’ Floor Varnish. 

If we can give you any further infor- 
mation we shall be glad to do so. 

Yours very truly, 
Sieg & McDaniel, Architects 

RLS:KB by R. L. Sieg. 

‘*61°" Floor Varnish is only one of 
hundreds of varnish products manufac- 
tured by Pratt & Lambert-Inc. Out- 


i) standing among the others are Vitralite, 


the Long-Life Enamel, for all white en- 
amel work, (interior and exterior) and 
‘628° Preservative Varnish, for interior 
trim. Whatever your varnish and en- 
amel requirements, be they household, 
architectural or industrial, there is a per- 
fect Pratt & Lambert finish for all — 
76 years’ studying, manufacturing and 
testing make that a logical fact. Let us 
help you with your finishing problems. 

Andremember, ‘*61°’ Floor Varnish 
stands the hammer test! You can prove 
that to be a fact. 
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GOES FARTHER 
LASTS LONGER 
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he MARTIN-SENOUR ©.” 
| PIONEERS OF PURE PAINT - & 
Chicago « Brooklyn 





Lincoln +« San Francisco 
Los Angeles + Dallas 
Houston 


ONE GALLON U.S. MEASURE 
OUTSIDE wire 


MONARCH 
100 cPURE PAINT 
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FOSSIL GUMS 
VEGETABLE OILS 
TURPENTINE 
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PURE VEGETABLE OILS 


LINSEED OIL (crushed from Flax Seed, grown 
mainly in North America and the Argentine) 
forms the most lasting film of any oil commonly 
used in the manufacture of Paints and Varnishes. 
In cooking, it combines readily with Pure Fossil 
Gums, and in drying, it absorbs oxygen — form- 
ing a durable film of great elasticity. 


CHINA WOOD OIL (crushed from nuts of the 
Tung Tree —found in Northern China) is the 
most water-resisting oil commonly used in Var- 
nish manufacture. When combined with Linseed 
Oil and Fossil Gums in the proper proportion it 
makes a Varnish film more water-proof. 
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Mr. & Mrs. John Cus- One day they see an ad 3 So John goes to the paint | 
tomer are constant readers which reminds them that store where he saw Val- 
of one or more magazines. their -dining room furni- spar displayed in the win- 

ture needs refinishing. dow. 






<4 


a 
Pe 


—=~ 
— 

™“. >» ¢ 
<a 

















The neighbors come and 








But the dealer being a good xt Saturday John has a 
salesman sells him not only Net Str wry hear all about Valspar. 
Valspar, but Valspar Var- 
—— nish-Stain for his floors i 
i: ie and Valspar - Enamel for ee 
ina hiscar. Also2or3 brushes, at eee er aes ee ey | 
~%. sandpaper and putty. co PAINTS & & VARNISHES . 
| 5 ———— | 
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7 Then they all buy Valspar! | 


PR A RIE Nt 


OOD advertising produces real advertising. It is consistent, forceful, 

business. It may not always work _ ever increasing in power. Today, when 
exactly as shown in the cartoon above, the average man thinks of varnish, he 
but it does increase sales and make big-__ thinks of Valspar, the ‘Varnish you 
ger profits. Valspar advertising is good can pour boiling water on. 
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Setbsumerinaieentine deeded 


P. S. No other maker of any finishing material backs its products with 
national advertising as strongly and constantly as Valentine & Company 
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VALENTINE’S VALENTINE & COMPANY 


New York Chicago Boston 
Toronto Paris London 
Amsterdam : 


The Varnish That Wont Turn White W. P. Fuller & Co., Pacific Coast 


VALENTINE & COMPANY 
Established 1832 


Largest manufacturers of 
high-grade varnishes 
in the world 
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A Sales Builder 


for Your Store 


progressive merchants al- 
117 ready profiting with the 
Hilo Rack Assortment is 
assurance that it can build sales for 


you. 


The Hilo Rack Assortment gives you, 
for a smal] investment, an adequate line 
of varnishes and enamels that will meet 
your customers’ general needs. 





It is a forceful, impressive sales-agent, 
whose well displayed goods, visible 
from both sides of the rack, create 
ready sales. It is convenient, compact 
and easy to get at. 


Use the coupon below for complete in- 
formation on how the Hilo Rack As- 
sortment will bring profits to your 
store. 


HILO VARNISH CORPORATION 


Moller & Schumann Co. 
BRGOKLYN: 1 Gerry St. Williamsburgh 5380 


Hilo Varnish Corporation, Brooklyn, N. Y. 


Please send me complete details of your “SALES 
ACCELERATOR!” 
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QUALITY FOLK 


— are among your cus- 
tomers people who make 
quality a hobby. 

To those particular patrons, you 
may offer McDougall-Butler 


varnishes, enamels and paints 
with the assurance of approval 


and repeat orders. 


Varnishes, Enamels and Paints 
BUFFALO, N. Y. 
New York City Chicago 
10 Christopher St. 1141 Madison St. 














A FEW ATTRACTIONS 
FROM OUR 5 BARREL PLAN 


i: i ae ie Pon eee beer bones weeewes $33.00 Per Ton 
i eo oo. on eee cede t nase eee 22.00 Per Ton 
Ae 40.00 Per Ton 
ee, 2 -ccceeense eres eeeevoseccsesns ST a ae 
PSC TT TTT TTT Cr Te 0.07% Per Lb. 
ee ee eeeneneene 0.12 Per Lb. 
Es is oad cee be eee haeeeee eee 0.03% Per Lb. 
I he eee ee etal 0.01% Per Lb. 
Outso-Lite (Exterior Cold Water Paint)........ 0.04 Per Lb. 
Inso-Lite (Inside Gold Water Paint)............ 0.02% Per Lb. 


F. O. B. Our Mills 


By Grouping Your Buying So as to Buy in 5 Bbl. Lots You 
/ Receive the Above Ton Prices. 


Write Today for Complete Jobbers Prices Which Include the Above 
and Many Others as Well. 


TAMMS SILICA COMPANY 
30 N. LA SALLE STREET, CHICAGO 
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= Glass-Paint-Varnish-Brushes | 











THE WONDERFUL NEW BRUSH- 


PITTSBURGH PLATE GLASS CO. 
ING LACQUER. Dries in less than 
one-half hour. 


Jaca, Write for details today ! 


HOUSEHOLD THE GLIDDEN COMPANY 
National Headquarters 
LACQUEROID .. Nationa! Headquarters 
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Merchandise must take two mental hurdles before 
it is accepted by the user. 


FIRST: Confidence in the dealer’s judgment 
and integrity. 

SECOND: Confidence in the manufacturer’s 
skill and reliability. 


F. irst— : Selecting a complete stock of paint and varnish 
products that satisfactorily meets the requirements 

He Should of the community is a question of your judgment. 
“FURNISH A A complete line furnished by the manufacturer 


COMPLETE under one brand name reflects favorably as to the 
integrity of the retailer and is certain proof that he 
LINE.” is consistent; that he selects and endorses the prod- 
ucts of one manufacturer because he knows that the 
manufacturer like himself has ideals in addition to 

skill and reliability. 


LUCAS believes that a paint and varnish manu- 
facturer should be in a position to furnish a com- 
plete line of paints, varnish, enamels, stains, brushes, 
etc., so that you can consistently put your efforts 
back of this one line instead of scattering your ener- 
gies in trying to sell several different brands. 


OC You can depend on LUCAS to furnish a depend- 
able line, so complete that it will satisfactorily meet 
every paint and varnish need of your community. 


a 
Write us 
A LUCAS repre- John lucas & Co..4mec. 
sentative from our PHILADELPHIA 
nearest Factory or NEW YORK PITTSBURGH CHICAGO BOSTON 
Sales Office will pre- ASHEVILLE FRESNO OAKLAND 
sent the LUCAS DENVER JACKSONVILLE MEM PHIS oe 


“100% Success Plan” SAVANNAH 


to you on request. 
Write Dept. 72. 
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Marked with 


RED STRAND 


(Top Wire) 

BLUE RIBBON, like Square 
Deal and Monarch fence, is 
marked withthe RED 
STRAND (top wire). This 
novel marking not only iden- 
tifies this good brand but it’s 
an assurance to both you and 
your customers that it’s the 
fence that will still be in good 
condition when ordinary gal- 
vanized fence has to be re- 
placed. 


HARDWARE AGE 






Your customers need this close- 
spaced BLUE RIBBON fence 


Show your customers how a small investment in BLUE RIB- 
BON protects their poultry profits. This close-spaced fabric 
will turn all poultry, including the smallest chicks. Stretches up 
like regular fence. No top and bottom boards are required, as it 


does not buckle during erection. 


BLUE RIBBON fence is made from copper-bearing steel which 
means it resists rust clear to the core. Then, in addition, an 
extra-heavy zinc protection is applied to the wire by our ex- 
clusive patented “‘Galvannealed”’ process. Because of this new 
idea in manufacture, BLUE RIBBON will last many years 
longer than netting, besides costing less than netting, erected. 


RED STRAND fences are thoroughly well advertised. This to- 
gether with our circulars, folders, signs, window displays, etc., 
helps you sell this good fence. Let us give you the details. 


Ask your jobber for this RED STRAND Poultry Fence 


Keystone Steel & Wire Co., Peoria, fil. 





Red Strand...Copper Bearing... Galvannealed...No Extra Price 
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Helps Dealers 
Si ay and Sell 
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All over this land of ours—in big towns and in little towns—in cities and in 
villages—BETTER FARM EQUIPMENT WEEK—March 15, !6, 17, 18, 19 
and 20—will be observed by progressive dealers. 


Think what a splendid opportunity this week will present to display and 
demonstrate MYERS WATER SYSTEMS for home and farm. It’s an oppor- 
tunity that no Myers Dealer can afford to overlook. So easy to take advantage 
of, too, with Myers Sales Assistant Water System Demonstrators. 

Don’t permit this week to slip by without having an attractive window or 


floor display of Myers Water Systems. We are ready to supply advertising 
material to assist in making your display a success. Write immediately. 


THE F.E,MYERS & BIRO.¢C?- 


ASHLAND, OHIO. 


Manufacturers for over Fifty Years of MYERS HONOR-BILT PUMPS for Every Purpose, 
WATER SVSTENS: HAY and GRAIN UNLOADING TOOLS - BARN,FACTORY and 
ARAGE DOOR HANGERS- STORE LADDERS, Etc. 
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TOLEDD 


8, 


THE VIKING 


One of the line of Toledo 

Blue Streak Coaster Wag- 

ons that are making a hit 

with the Youngster. 

Solid, strong Disc 

wheels, cables steel 
handle. 
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— Blue Streak Race Cycles 
Five snappy numbers, giving v ee 
ment and price. Some of these cycles hav 


Scooters 

Tot Bikes coaster brakes, some hand brakes. ic 
durability, snappy design make Toledo 

Hand Cars Blue Streak Race Cycles ready sellers 

Velociped:s wherever shown. Get a few of them 


scattered aroun d your town and 


Toy Barrows 
watch them bring in the children. 


Knee Scooters 
Doll Carriages 
Juvenile Autos 
Coaster Wagons 
(steel 01° wood) 
Express Wagons 


Toy Auto Trucks 
(Indestructible) 


Cycle Velocipedes 


AA 





| Nap 





VERY fine product ties up in your mind with the city 

made famous by that product. 
For children’s vehicles, go to Toledo, the center of the in- 
dustry, and buy the popular Toledo Blue Streak Line. 
For 1926 the line sparkles with new ideas and features. Al- 
ways something better. For instance, a new automatic scooter, 
a high speed tubular velocipede, disc wheel Express Wagons 
and a wonderful new Baby Walker. 


Ask your Jobber or 
write for catalog 


\ Jhe TOLEDO METALWHEEL CO. Yoledo,0. 
"Yahers of Dependabie Wheel Goods since 1887" 
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For Beauty, Long Life and Clear 
View Clinton Galvex Screen Cloth 


INDOW screen cloth of all varieties from the very moderately priced to 
the most expensive bronze and copper comes from the Wickwire Spencer 


looms. However, we recommend Galvex for your leader. 





The dealer who is honestly seeking the best value for his trade can feature Gal- 
vex with confidence that he is building good will and repeat orders. 

From the mines to the evenlv meshed, flat-lying cloth, heavily galvanized after 
weaving, every step in the manufacture of Galvex is under our control. After 
the rust-resisting coat of pure zinc is evenly applied, an additional protective 
coat of varnish is baked on. 

The result is a durable cloth of beautiful grey color that does not obstruct the 
light from without or the view from within. With slight exposure to the 
weather it becomes almost invisible. 


Standardize on Wickwire Spencer wire products—leaders in every linc. 


AMERICAN WIRE FABRICS CORPORATION 
Subsidiary of 


WICKWIRE SPENCER STEEL COMPANY 


General Offices: 41 East Forty-second, New York 
Western Sales Office: 208 South LaSalle Street, Chicago 


Buffalo Cleveland 
Los Angeles Seattle 


Worcester Detroit 
San Francisco 


WICKWIRE SPENCER &@ 
PRODUCTS = 
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RNew Grleans Permanent 
JSuternational Trade Exhibition 





|S grvouphidelper Manufacturers whose prod- 
ucts are suited to the markets of Mexico, 
Central America, South America, Porto Rico, 
Cuba, the Mississippi Valley and Southern 
States can use the advantages offered by the 
New Orleans Permanent International Trade 
Exhibition. 


This Exhibition is the display window in which 
Manufacturers products will be seen by the 
Merchants of our logical Export Markets as 
well as by the Merchants of the Mississippi 
Valley and Southern States. 


Because the cooperation of the United States 
Government who by special Act of Congress 
made it possible for the New Orleans Permanent 
International Trade Exhibition to have without 
cost the buildings so well suited to the purpose, 
the cost to Exhibitors is very small—$3.00 per 
square foot per year. 


Rental money other than what is required for 

. expenses will be used in furthering the interests 
of Exhibitors and bringing the attractions and 
advantages of the New Orleans Permanent In- 
ternational Trade Exhibition to the attention of . 
Merchants located in the Markets that makes 
them logical supporters of this Permanent Ex- 
hibition. 


New Orleans Permanent 
Snternational Crade Exhibition 
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INTRODUCING 
MR. HAPPY MAN 


MR. HAPPY MAN 
SAYS— 










“ATKINS SAWS CUT 
Wood in Two and Your 
Work in Two at the Same 


Time.” 


They Make Friends 


for Your Store 


Ask for “Pointers” and 
plans for making your 
store the SAW STORE in 


your town. 







Oe | 
Home Office and Factory, INDIANAPOLIS, INDIANA A P 19 R Fk kK C T A W 


Canadian Factory, Hamilton Ontario 
Machine Knife Factory, Lancaster N.Y. 


wee wom ae KOR EVERY PURPOSE 


Memphis 
Chicago nwt Paet > me f Paris. France 
Mi lis Portiand,Ore. Vancouver, B.C. 


, ATKINS 
Strer SAWS 
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239 West 39th Street, New York City 
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Bringing the Conven- 
tions to You 


Every hardware merchant owes it 
to his business and to himself to at- 
tend the convention of his hardware 
association. It sometimes happens, 
however, that pressure of business 
makes it impossible for him. When 
he cannot attend his convention, the 
next best thing is to bring the conven- 
tion to him, and this is precisely 
what HARDWARE AGE is endeavoring 
to do in this issue. 


In this issue you will find com- 
plete reports of five important conven- 
tions held at various points through- 
out the country. These reports con- 
tain information that can be trans- 
lated into dollars and cents. It’s up 
to you! 





What Readers Say 
About Us 


“We have a complete line of hard- 
ware and our men in the store get a 
lot of good out of your paper.” 

(Signed) 
ERICKSON - HELLEKSON - VYE 

Co., Wheaton, Minn. 


“HARDWARE AGE is well worth the 
money.” 
een V. McKINNEY, 
Charlotte, Mich. 


“Please send HARDWARE AGE for 
two more years. I like it very much.” 


(Signed) GEORGE C. TRUAX, 
Wilmington, Del. 
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AT LAST -» FORGED IRON HARDWARE FOR EVERY HOME 


Authentic designs with all necessary units +» Accurately gauged for application «~~ 
Available through Builders’ Hardware merchants at surprisingly reasonable prices 


T LAST! A new devel- 
opment bringing with- 
in reach of all who are 





value, the charm of 
genuine forged iron hardware. Here 
are units comprising complete Period 
sets, as well as individual designs of 
outstanding importance. Homes may 
now be outfitted from hinges to shutter 
dogs with veritable forged iron pieces. 
The thorough knowledge of practical 
builders’ hardware requirements pos- 
sessed by the makers of the famous 
McKinney Hinges has been combined 
with master craftsmanship. At one 
step, all problems of application have 
been eliminated. And best of all, this 
new Forged Iron Hardware is being 
made available at reasonable prices 
through the regular merchants han- 
dling builders’ hardware. Architects 
also have been notified, and provided 
with all.necessary information. 


“‘Why hasn’t some large manufacturer 
with national distribution done this be- 
fore?” The answer is simple. Difficulties 
were tremendous. It has taken McKinney 
a period of many, many months, necessi- 
tated a vast amount of research in pre- 
paring essential designs, and involved the 
introduction of numerous new methods of 
production. 


The result is to make universally avail- 
able these marvelous replicas of old-time 
handicraft. They will be known as 


McKINNEY 
FORGED IRON 
HARDWARE 


Perhaps the most interesting. 
McKinney Forged Iron Hardw 
from the substantial savings in 
that it requires no more effort to 
put it in place than any other hous 
and the desired pieces are avai 
every purp: 
which such hi 
is used. No 
need the thov 
a wrong comb 
of styles or 
cause trepidatiot 


Who has not 
the desire to re-c1 
the same charm 
intimate touch f 
sessed by the old 
































aware of its decorative. 


groove batten door, set off by beautiful 
individually forged fittings! These are the 
things that make for atmosphere. The 
three McKinney forged iron hinge 
straps and forged iron entrance 
handle in the Tulip design catch 
perfectly the spirit of their back- 
ground. Here, they seem to say, 
is a home where good taste and 
feeling live. 


In many modern buildings you 
will see a curious medley of old- 
style hinges and glaringly modern 
handle sets. Fortunately since the 
advent of McKinney Forged Iron 
such anachronisms are unneces- 
sary. For all pieces for complete 
trim are now available in pure 
designs. They permit consistency through- 
out. And consistency is one of the chief 
requisites for any expression of artistry. 





Many there are who love the effect of a 
gracefully curving circular top for an en- 
trance door. Various 


treatments of the accom- at \ 





panying hardware are 

possible, but one that is y 
particularly fascinating — 
is the use of two hinge 
straps, of Etruscan de- 
sign, as shown here, an 
authentic style echoing 
the best examples of Lat- 
in’ workmanship of 
medieval times. A happy 
arrangement of interior 
hardware includes a drop ring handle. 





























The paneled door. How exquisitely it 
was handled in Colonial days, and how — 
clearly its style indicates to the-~ -" ~~ 
tive nature the nee? * 


Appreciated as they are, however, perhaps 
no one of the former 
hinge designs is. 
today more admired 
thanthe H-L hinge— 
a name derived from 
its shape. The illus- 
tration here will re- 
call it vividly to 
mind and show its 
adaptability for inte- 
rior doors, accompa- 
nied by a Period 
door pull and latch. 























The completeness of 
this authentic forged 
iron hardware by Mc- 
Kinney adds greatly to 
its charm. Door, cabinet, 
window and shutter 
hardware are all repre- 
sented. 





One point ought to be stressed about 
McKinney Forged Iron Hardware: its rust- 
proof finish in three 
different forms: Dead 
Black Iron, Relieved 
Iron and Rusty Iron. 
You need not fear 
the effects of use 
and weathering on 
appearance, for it 
will retain its fasci- 
nating texture and 
tone for years to 
come. 














YY a oe) a 


pre SS. 


Sn ae ha A Ae ee Ne ee Pre, Sea) See 








i ee 

Eo Ds, - Fi Tae - Fpertt on. age i oe e, Sgt ar eo 
Sg Shei] tt eek eh gla as ie bales PU AO SME RRSE PSL Rd See RNR aa Py 

SE EE SNS r 1a EA bes tk + RS Vo See eee MEE one Ml Ne! my es ahd 


9 Di 


renee 


of Sit ae 
RS 


Nay 


ee 








aie me 16 4 Bn ye Per.» ‘ 
ain : Mes Te RY RISER 
Sys’ MY eet Ree PN EFS 


pastes Av = 









Se A se 


y 


Rs 








Pha Lg 2 See 


; 
; 

R 
te 

5 
by 
é 8 
. 
& 
bee 
€ 
as 
are 
We 
ak 
ee 
rah 
Peg 
o 

t: 


















ye 










ty 
Uniyutl 


| 


i 


MUL 






s 
haut 





ial 






\ 


} 
; 
} 





mt 
(} 
Unayqutl 





\ 


: 


GEORGE H. GRIFFITHS, GENERAL MANAGER LLEW S. SOULE, Eprros 


Associate Editors: D. J. WITHERSPOON, CHARLES J. HEALD 


Resident Editors: D. M. ANDREWws, Chicago; CHARLES Downps, San Francisco; F. L. PRENTISss, Cleveland; GwraLp FRasaa, 
Boston; G. F. -Tpacan, Pittsburgh; BuRNHAM FINNEY, Cincinnati; F. 8S. SmirH, Minneapolis 


Copyright 1926 by Iron Age Publishing Company 





Volume 117 New York, February 25, 1926 No. 8 





aN |) Oar 





LLEW S. SOULE 


HETHER or not we agree as to modifications of the Volstead Act, it is 
quite generally conceded that prohibition has turned a great deal of money 


Business and from former liquor channels into other trade channels. 


ee An aftermath of this thought is reflected in the action of the automobile 
Prohibition. dealers of Burlington, N. J., who are reported to be organizing to fight any 
changes in the prohibition enforcement law by their state legislature. 

They contend that a change in the dry law would cause retail automobile 
dealers in that state to lose several millions of dollars worth of business. 

If this contention is true with regard to automobiles, it should afford food 
for thought among hardware merchants who sell both necessities and so-called 
luxuries. 

We wonder what the sales of washing machines, vacuum cleaners, builders’ 
hardware, paint, electrical appliances, tools and radio would be today under 


the old bar-room regime? , 


NDER the heading “‘Truth About Buying That Every Woman Should 
Know, Dr. Alfred P. Haake, eminent economist, has the following to 


An Opportunity say in favor of the retail merchant as compared to the canvasser: 


“A very careful analysis of the comparative values of a number of 


lines of goods sold both through stores and by canvassers causes me to say 

for Favorable that there is absolutely no question but that women who buy from stores 
P bli t receive more for their money. 

UDLICI y ‘“Exceedingly plausible sales talks have caused many women to hold 


the erroneous arid costly belief that they can buy more cheaply from 
agents than from the retail store. 

“They are given the impression that goods sold at the door cost less 
‘because a number of profits are wiped out. What they are not told is 
that the commission paid the canvasser is of necessity much larger than 
the regular profit of the merchant. 

“All investigations show, and any woman who will investigate can 
prove it for herself, that dollar for dollar, the retail store gives the greater 
value. — : 

Coming from so well known an authority, these statements deserve wide 
publicity. We are pleased therefore to note that a leading manufacturer of 
household brushes is quoting Dr. Haake in its national advertising, with the 
notation that his statements are published in the interest of retail merchants 
everywhere, and that the public may know that money buys more at the store. 


Do 
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Constructive Show Window 
Criticism 
Hardware Age Has Arranged with J. B. Warner, a Display Expert, to Make 
Constructive Criticism of Window Display Photographs Submitted by Sub- 


scribers. 


All Comments Be Will of an Educational Nature and Helpful 


to Small as Well as Large Stores 
By J. B. Warner 


greatest, in the advancement of merchandise 

display is the ability to obtain, or the will to 
seek, constructive criticism of our windows as they 
are decorated from time to time. 

We ask some one who seems interested what he or 
she thinks of the window, and the answer is invari- 
ably “Great!” “Fine!’’ which gives us a rather warm 
feeling of satisfaction until we gradually come to our 
senses and ask ourselves, “Why ?” 

Another time we ask our friend who years ago 
used to trim So and So’s windows, and used to have 
such wonderful success winning prizes, etc. He says: 

“Oh; that was twenty years ago, of course, when 
I first started to learn the hardware business. We 
sure had swell windows in those days. Now, of 
course, I don’t want to tell you how to trim this win- 
dow, but if you put that there, and take that from over 
there and put it here, and take that out altogether, 
I think it would look fine.” 


There Is a “Why” 


Again we ask “Why?” this time of our friend who 
answers, “Oh! that’s just a suggestion. You don’t 
have to use it if you don’t want to.” 

On the other hand; if we go to a man who is con- 
stantly in touch with modern windows and display 
work, and show him that we really want his opinion 
on our displays, ask him to pick our faults, good 
points, or bad ones, which his experience has qualified 
him to give us, we will then receive something which 
will boost our display surprisingly. 

For example: The writer, after having lunch with 
a member of the same display organization (I.A.D.M.) 
some time ago, asked for an opinion on a small optical 
display which he had had some trouble with a few 
days before. The display was rather neat and dainty, 
but something was lacking and gave one rather a 
“bare window” feeling. The fellow display man 
looked it over a minute and said: 

“Oh! that’s easy. Your glasses, frames and lenses 
are mere outlines, so you must group them and put 
in twice as many to get results.” | 

This gave the writer the much needed information 
regardless of how it made him feel. Of course, he 
should have been able to see it himself, but for some 
reason did not hit the right thing. The point he is 
trying to put across is the fact that we should always 


Preestes:, one of the greatest factors, if not the 
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A Constructive Service 


ARDWARE AGE has arranged with John B. 

Warner, a display specialist, to favor the readers 
of this publication with constructive criticism of 
show window displays. 

Mr. Warner has been “dressing” windows for 
hardware and similar stores for several years, and 
has made a study of windows from both the deco- 
rative and selling standpoint, and he is willing to 
extend the services to other stores through Harpware 
AGE. 

Much of Mr. Warner’s work has been done for 
comparatively small stores and his advice and criti- 
cism will be based upon the materials and merchan- 
dise that are available to the average merchant. He 
does not confine his work to the so-called big stores. 














be seeking sources of constructive criticism and profit- 
ing thereby. 

You will notice two photos of the same window 
which the writer has prepared in an endeavor to show 
how some windows might be criticised. He is not 
going to state that either of these windows is, or may 
be considered, a good window, only insofar as they 
are mighty good windows to criticise. 

Very few windows, more especially in hardware 
stores, have mahogany background. They are im- 
practical as they reduce the light and increase the 
glare almost as much as glass backgrounds. 

In this criticism, therefore, we will not consider 
this trouble, as it is merely a picture d2fect and can 
only be remedied by using paper or artificial panels. 


Display No. 1 


N this display we have endeavored to show the 

same merchandise with the selling power and a 
touch of human interest added. In this case we have 
used price tickets to aid us in selling from our win- 
dow. The main difference, however, is the grouping 
of our items as we would do were we writing an 
ad or arranging our store. 

On one side there is a group of toasters of the up- 
right type at $4.50; opposite a group of flat toaster 
stoves at the same price, while in the center we have 
some round grills at $2.39. 

Balancing the background of our display we have 
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higher priced articles which we do not price, as by 
doing so we would distract from our three specials. 
These specials we are using as “salesmen” to put a 
little human interest into our windows. 

This display, while not as well balanced throughout 
as No. 1, has much more real selling power and ad- 
vertising value, which, in the writer’s estimation, is 
one of the most important offices of the display win- 
dow. 

Now, in both of these displays there is much more 
criticism that might be made, more especially as to 
the placing or misplacing of the merchandise. 

For instance, the percolator handles should be all 
to the right of the viewer, so that he or she can almost 
feel themselves using them. 

There are a great many more points like the above, 
but we have only hit on the more outstanding to illus- 
trate our theme on the value of constructive criticism. 

If we then learn to pick out the good points in 
other displays we will soon be able to notice and cor- 
rect the bad faults in our own. 


Display No. 2 


HIS display is attractive as well balanced dis- 
play, each item balancing a corresponding arti- 
cle on the opposite side—the center of attraction being 
supported on each side by the table stoves with per- 
colators, toasters, etc., evenly distributed from side 
to side and up the center. The so-styled open trim is 
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To Get This Service 


NY subscriber of Harpware Ace who is puzzled 

about window displays can send to this maga- 

zine photographs of windows, and they will be sent 
to Mr. Warner for criticism. 

Mr. Warner’s success as a window decorator in- 
sures a worth while reply. In this article, Mr. War- 
ner criticises two windows that he arranged for 
clients. The nature of the criticism he will make on 
your window displays is illustrated by the criticism 
that he has passed on these windows that he deco- 
rated himself. 

It is by criticising his own and other windows that 
Mr. Warner has become a master of his art. He 
never builds a window display that he does not 
consider it critically before it is replaced. Photo- 











graphs submitted will be treated anon. 





used so that each article is plainly visible throughout 
the window. 

The slashed paper drop sets off the center of the 
display and attracts the attention of the articles above 
the level of the eye, and, being away from the back- 
ground, makes the window look much shallower than 
it really is. 

This window, however, lacks selling power, in that 
while it stops the prospective customer, it simply does 
not leave any great impression as to what we wish to 
sell, except that we are showing a general line of 
electrical appliances. 


CODE OF ETHICS of the Bolt, Nut and 


Rivet Manufacturers Association 





Y business standards shall have in 
them a note of sympathy for our 
common humanity. My business 
dealings, ambitions and _ relations 
shall always cause me to take into consideration 
my highest duties as a member of society. In 


AY 














every position in business life, in every respon- - 


sibility that comes before me, my chief thought 
shall be to fill that responsibility and discharge 
that duty, so that when I have ended each of 
them I shall have lifted the level of human ideals 
and achievements a little higher than I found 
it. It is therefore my duty: 


First—To consider my vocation worthy, and as 
affording me distinct opportunity to serve so- 
ciety. 

Second—To improve myself, increase my effi- 
ciency and enlarge my service. 

Third—To realize that I am a business man and 
ambitious to succeed; but that I am first an 
ethical man, and wish no success that is not 
founded on the highest justice and morality. 

Fourth—To hold that the exchange of my goods, 


Eighth—To consider no personal success legiti- 


my service and my ideas for profit is legiti- 
mate and ethical, provided that all parties in 
the exchange are benefited thereby. 

Fifth—To use my best endeavors to elevate the 
standards of the industry in which I am en- 
gaged, and so to conduct my affairs that others 
in my industry may find it wise, profitable and 
conducive to happiness to emulate my example. 

Sixth—To understand that; one of the greatest 
assets of a business man is his friends and 
that any advantage gained by reason of frierd- 
ship is eminently ethical and proper. 


Seventh—To hold that true friends demand 


nothing of one another, and that any abuse 
of the confidences of friendship for profit is 
foreign to the spirit of this Code of Ethics. 


mate or ethical which is secured by taking 
unfair advantage of certain opportunities in 
the social order that are absolutely denied 
others, nor will I take advantage of opportuni- 
ties to achieve material success that others will 
not take because of the questionable morality 
involved. 
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A view of the paint department of the United Hardware & Implement Co., Dinuba, Cal., showing some of the 
sections of shelving which are spaced to handle conveniently paint combinations from one-half pint to a gallon 


Pushing Paint for Profits 


HE west harbors many progressive hardware 

stores, but none more _ up-to-the-minute in 

ideas and methods than that of the Orange 
Hardware Co., Orange, California. 

Back of every idea is a man, and the particular 
man behind the ideas which make money for the 
Orange Hardware Co. is H. F. Larkin, its wide- 
awake owner and manager. 

The paint section is one of Mr. Larkin’s pets. 
Into it he has poured ideas, and from it he derives 
a very substantial profit. Recently he inaugurated 
what he terms a paint contracting department. 

Previously the store had simply retailed paints 
to those who called for them and jobbed some 
paints to other dealers in Orange county. But 
now the store has a real paint contracting depart- 
ment and goes energetically after paint jobs. One job 
recently secured called for the use of 6000 gallons of 
paint. 

The reasons this store has gone into the paint 
contracting business will unquestionably be of in- 
terest to other hardware dealers and will, perhaps, 
make’them do some tall thinking. 

“Here’s what we were up against in selling 
paints,” explained Mr. Larkin. “We had strong 
competition from several exclusive paint stores and 
also from a considerable number of contracting 
painters. It was such that we were forced to be con- 
tent with such business as came to us. But now, by 
having a contracting paint department we are able to 
go out aggressively after the big jobs where large 
quantities of paint are to be used and in this way sell a 


great deal more paint than would otherwise be the case. 

“We find it comparatively easy to get paint con- 
tracts. Why is this the case? 

“In the first place the man who is going to have 
a paint job done figures that our big store will 
be able to buy paints more cheaply than the small 
contractor who purchases paints only for his imme- 
diate use and who does no retailing or jobbing. 

“In the second place the man who is planning 
on a paint job and who is figuring whether he 
should give it to us or to some small contracting 
painter will naturally favor us because he knows 
that we will be in business next year while the 
small contractor may not be, and so if he happens 
to have any trouble with the -job he can get instant 
satisfaction from us. 

“To my mind this proposition of the hardware 
store going into the paint contracting business is 
the solution of the paint question which some hard- 
ware stores are up against. Getting into the paint 
contracting business the hardware store is able to 
stay in the paint business and make money out of 
it. 

The merchant who depends wholly upon the business 
which comes to him of its own accord faces con- 
stantly increasing competition. Strange to say, the 
fellow who goes after business often finds his com- 
petition comparatively weak. 

Paint is not a hardware side line. It is a member 
of the family. When it receives the same support as 
its fellow lines it invariably pays for its keep, and piles 
up a nice little nest-egg of profit. 
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Making the Best of a 25-foot 
Store Room 


Merchandise Must Be Arranged for the Public to See It with the Least 
Trouble and So That the Clerk Can Find It 


By Frank Mappes 


HAT the hardware store needs more than 
\ \ anything else is to get away from the old 

style of stick in the mud paraphernalia, by 
courtesy called store fixtures. 

I am often reminded, when I enter a hardware 
store, of the story of the baby found on the doorstep of 
a parsonage. On the next Sunday the minister told 
of the incident and added that any one interested in 
the baby should “go to Helen Hunt for it, as she is 
taking care of it.” 

That is too often the condition found in stores 
with the old type of shelving that range up to the 
ceiling and which are reached by climbing ladders, 
a difficult task even for a human fly. Goods are stored 
on these shelves in such manner that makes it next 
to impossible for the oldest and most experienced 
clerk to find them, let alone the less experienced ones 
—many of whom we have to put up with in these 
precarious times of high wages and short hours. 

Are we hardware men keeping up with the times 
when we must keep good customers waiting while 
we find something among a maze of boxes somewhere 
up sixteen to twenty feet from the floor, when that 
same customer could have gone to one of the chain 
stores and found what was wanted by walking down 
an aisle and practically waiting on himself? 


Chy Blame the Public? 


We “view with alarm,” the inroads being made 
into legitimate hardware business by these same 
stores, yet can we blame the public, who, when it 
comes to our stores must stand on one foot then 
the other while waiting till the clerk finds the article 
desired? 

I do not advocate installing fine fixtures, but I do 
insist that adequate equipment designed to display 
merchandise so as to make sales possible is essential. 

We need but to take a leaf out of the book of the 
other fellow and fit it into our own to overcome much 
of this difficulty. Just go into any of these stores 
and duplicate as far as possible the layout they use. 

Anyone fairly familiar with tools can produce the 
tables and display stands needed. Let me, however, 
caution the novice not to emulate some of the hodge 
podge affairs so often described as wonders being 
used by some more or less successful merchant. The 
simpler the fixture, the better it will serve. Get your 
goods out so that people can handle them. Plain flat 
tables or counters with baskets or trays for small 
merchandise will be found more suitable than any- 


thing you can find. Be sure to mark everything in 
plain figures so that people can select the item they 
want, while clerks are busy with others. 


The 25-Foot Store 


There can be no standard layout, but as experience 
has taught me, there are more hardware stores with 
twenty-five feet fronts than any other. I will there- 
fore endeavor to present an ideal layout based on 
that sized room. 

We will assume that the shelving is suitable for 
the purpose and that panel doors can be mounted 
on the face of them. If you will consult your files 
of HARDWARE AGE, you will find previous articles in 
which I went into detail in describing the panel door 
display method; together with the manner of keeping 
the selling stock in the rear. 

I do not advocate putting highly polished and high 
priced small tools and articles of such nature, to 
which handling causes injury, on the display tables. 
Such items should be fixed on panels but there are 
thousands of items that lend themselves to basket 
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or table displays which will sell readily if shown in 

a manner that people can handle and note the prices. 
Such items as: 
Wire Goods 
Curtain Rods 
Picture Wire 


Steel Wool 
Household Paints 
Polishing Cloths 


Electric Sundries Hammers 
Drapery Hardware Hatchets 
Household Goods Wrenches 


Food Choppers Auto Pliers 


Woodenware Auto Accessories 
Kitchen Ware Chamois 

Door Mats Sponges 

Shoe Finding Polishers - 
Leather Oilers 

Cut Soles Jacks 

Rubber Heels Nonskid Chains 
Brushes Screen-Door Hardware 
Canvas Gloves Hasps and Staples 
Mop Heads Carpet Tacks 
Sandpaper Etc., etc. 
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Interior chinaware display of Kurzhals Brothers, Peekskill, N. Y. Note the atmosphere of cleanliness and variety of 


items 


Sells $125,000 Yearly in 
Chinaware in a Town of 16,000 


HEN a hardware store situated in a town of 

\ \ less than 16,000 inhabitants sells approxi- 
mately $125,000 yearly in chinaware, there 

must be some very good reasons back of its success. 
That’s what HARDWARE AGE thought when it sent a man 
up to Peekskill, N. Y., to get the facts from Edward 
Kurzhals, one of the brothers comprising the firm of 
Kurzhals Bros., Inc., which has earned a very enviable 
reputation for itself in the community which it serves. 

This firm carries a stock of chinaware valued at 
approximately $8,500 and turns its stock four times 
annually. This is accomplished in the first place 
through the carrying and emphasis of quality mer- 
chandise. 

Some of the other reasons for this company’s suc- 
cess can best be told in the words of Mr. Edward Kurz- 
hals himself: 

“In the successful merchandising of chinaware,”’ 
Mr. Kurzhals told the writer, “it is important to keep 
in mind that while it sells well the year around, it also 
has a seasonal aspect. During the months of December, 
June and September, we intensify our sales efforts 
through the medium of special interior and window 
displays, through circularizing and local newspaper ad- 
vertising. In June and September our objective is the 
trade of the newlyweds, from which source we derive 
very satisfactory profits. 

“Chinaware is highly suitable for presentation as 
gifts, and in the month of December our efforts are 
concentrated in this direction. 

“We compile our lists of prospects from the engage- 
ment announcements appearing in the local news- 
paper, and we also use the telephone book extensively. 
In sending circular matter, we have found it highly 


desirable to make use of descriptive matter supplied by 
the manufacturers. The makers of an article have 
spent a great deal of time and money in developing it, 
they know wherein it differs from similar articles of 
different manufacture and they are certainly not in- 
clined to prepare expensive circulars and folders 
showing their product in an unfavorable light. The 
return from this direct mail circularizing long ago 
proved its value as a business stimulant, and we are 
using this method more and more. 

“In the matter of display, we have found it desir- 
able to use tables, as they afford prospective customers 
an opportunity to examine the merchandise shown on 
them at close range. At one time our chinaware was 
shown almost exclusively in wall cases, but we aban- 
doned this method some years ago and have never 
regretted our decision.” 

Cleanliness, like the Apple of Genesis, is a small 
thing of infinite consequence, but its importance is 
frequently neglected by many hardware merchants 
particularly in respect to chinaware. In this connec- 
tion, Mr. Kurzhals said: “It is asking too much to ex- 
pect a woman to come into a store and handle dusty 
and dirty chinaware. One such experience will prej- 
udice a customer irretrievably against a store, con- 
sequently we make a point of keeping our stock clean. 
It is dusted regularly and washed three times a year.” 

Mr. Kurzhals is not an advocate of special sales, 
except for the purpose of cleaning out slow moving 
stock. Sales, for which specials have been bought at a 
low price, may in the long run result in undermining 
a store’s reputation for quality and reliability, in the 


opinion of Mr. Kurzhals. 
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HERE IS 
JOHN B. FOLEY, 








The genial Secretary 
of the New York State 
Retail Hardware Asso- 
ciation, to whom a large 
part of the success of 
the Rochester Conven- 
tion is due. It was im- 
possible to find a vacant 
seat at any of the im- 





portant sessions. 











torte 


New York State Retail Hardware Association, 
held at Rochester, N. Y., Feb. 9 to 12, has been 
compared to a manual of progressive retailing because 
of its scope and the thoroughness with which various 
phases of modern merchandising practice were dis- 
cussed by recognized authorities in their various fields. 
All the sessions were held at the Hotel Seneca, 
and the topics under discussion included instalment 
selling, the evil of small orders, methods of meeting 
chain and mail order house competition, direct mail 
advertising, proper store display and lighting, and 
sales and expenses. 

The Manufacturers’ Exposition, under the manage- 
ment of Martin Van Dussen, of the Van Dussen 
Hardware Co., was held at the State Armory and was 
largely attended. 

George G. Allen, of Buffalo, was elected president 
to succeed Erwin D. Baker, who presided. Frank 
Doyle, of Lyons Falls, was chosen as first vice-presi- 
dent, and Martin Van Dussen, of Rochester, as second 
vice-president. Frank E. Pelton, of Herkimer, and 
John B. Foley, of Syracuse, were _ reelected as 
treasurer and secretary, respectively. 


'[' Twenty-fourth Annual Convention of the 


The Retailer’s Responsibility 


The hardware man has a trust placed in him by 
the community which he serves, and which he is 
obligated to fulfill faithfully, President Erwin D. 
Baker, of Andover, said in his opening address. 

“It is an established fact and one generally under- 
stood that a public office is a public trust and carries 
with it certain definite responsibilities. Now we are 
discovering that engaging in any business which has 
to do with the accepted system of distribution is al- 
ways assuming a public trust and the person so self 
elected places himself under an even greater obliga- 
tion than he who enjoys his situation because certain 
people have in his behalf exercised their rights to 
the franchise. 

“This places the retail hardware dealer not only 
in a position of more than ordinary responsibility 
before his community which surrounds him with limi- 
tations of a most severe nature. He must act as a 
purchasing agent for the community. This calls for 
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knowledge, fidelity, and integrity of a superlative 
order. He has an obligation to his craft. He must 
keep faith with the public and with his fellow 
merchants. 

“The accomplishments of the State hardware asso- 
ciations, clearing through our national body, have 
gained for us a position of leadership in trade organi- 
zation work that is outstanding. This represents an 
eternal challenge to us. We stand committed to turn 
it over to those who shall come after us, elevated to 
a higher plane because we have given it the best of 
ourselves.” 

Increase in Installment Selling 

“Instalment selling in itself is neither new nor 
bad,” W. Lee White, treasurer of the Bankers Com- 
mercial Security Co., Inc., New York City, told the 
convention in his address at the opening session on 
Tuesday morning. “It has been practised for a great 
many years by the piano, furniture, sewing machine, 
dental supply, farm machinery, cash register and 
other of the older industries, but prior to the period 
of the World War it was used largely as a means of 
merchandising high-priced articles of such slow depre- 
ciation that their purchase, whether for the home or 
for business use, could be considered in the nature of 
an investment, and the sale of which would otherwise 
have been necessarily limited. 

“There is little question but that instalment selling, 
having been successfully practised for more than half 
a century, is here to stay, and there is even less 
question in my mind but that the next serious in- 
dustrial let-down will demonstrate conclusively that 
the plan has been abused by dealers, manufacturers 
and finance companies who have been led to excesses 
in an effort to artificially stimulate business by the 
sale of ‘terms’ rather than merchandise, and by apply- 
ing instalment selling to ill-adapted commodities. 





66 HE way to meet competition is to make 

it. Keep everlastingly at your own busi- 
ness instead of stopping to determine ways you 
may adopt to protect yourself against competi- 
tion when it comes. The man who ts unable to 
make competition is seldom able to meet it when 
it comes. It requires good salesmanship to dis- 
pose of goods these days, and the man who can- 
not sell should get out of salesmanship, at least 
for the good of hts family.”—-FRANK STOCKDALE, 
Educational Director, The Retail Merchants’ In- 
stitute, Chicago. 





Retail Efficiency 
York 


George G. Allen of Buffalo, Elected 


Retal Hardware Association. 
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Discussed at New 


Meeting 


President at Convention of N.Y. State 
Held at Rochester, Feb. 9-12 


“Thus, an electric washing machine, with an esti- 
mated life of approximately eight years, is of 
sufficiently slow depreciation so that its purchase on 
the deferred payment plan can be justified. Its bulk 
is not sufficient to make it a prime risk but is suf- 
ficient to make it unsusceptible to easy disposal with- 
out the knowledge of the lien holder. Its loss by 
fire or other calamity can be covered by insurance. 
The vacuum cleaner, with approximately the same 
period of usefulness, has so little bulk as to make it 
readily transportable from place to place, and for 
this reason the lien holder’s protection is less. It, 
also, is susceptible to insurance protection and, in 
common with the washing machine, has a fair resale 
value. The piano has an exceedingly long life and 
its bulk, high unit value and exceedingly high resale 
value are such as to make it one of the best examples 
of an article which may legitimately be sold and 
financed on the instalment plan. The electric re- 
frigerator also has desirable bulk but its useful life 
is considerably less than that of the piano. Both 
the staple and bulk elements are lacking in radio 
receivers and at the present time such merchandise 
has almost no resale value; but as further develop- 
ments make for stability and increased resale value, 
the radio receiver will become better adapted to 
instalment merchandising. 


Factors for Success 


“If the hardware merchant expects to successfully 
merchandise goods on the deferred payment plan, 
there are two indispensable preliminary steps: 
First, that he eliminate any predjudice he may now 
have toward instalment selling. No man who be- 
lieves that it is an unjustifiable method of selling 
goods can possibly hope to build up an appreciable 
volume of business on this plan. Success cannot be 





66 T least 20 per cent of all Small Orders 

valued at less than $15 are unprofitable. 
Overlapping territories, competition among job- 
bers and the employment of a large number of 
salesmen calling in a day on the same dealer are 
multiplying the number of Small Orders. A 
minimum stock and a maximum turnover means 
frequent buying and more Small Orders. A turn 
of from two to three times 1s profitable. More 
than three turns and less than two are unprofit- 
able.’,—GLENDON HAcKNEY, Assistant Editor, 
“Hardware Retailer,” Indianapolis. 
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ERWIN D. BAKER 
SAYS: 
“The hardware mer- 
chant must act as a pur- 








chasing agent for his 
community. This calls 
for knowledge, fidelity 
and integrity of a super- 
lative order. He has an 
obligation to his craft. 
He must keep faith with 
the public and his fellow 
merchants.” 
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built by methods that are tolerated only as a neces- 
sary evil. I do not mean by this that the hardware 
merchant must put his entire business on the instal- 
ment plan but I do mean that he should put every 
possible ounce of advertising and sales force back of 
the merchandising on the instalment plan of those 
articles which can be legitimately sold on that basis. 
Second, he must set out to learn the business of 
instalment selling. This means a study of sales and 
collection methods developed for many decades in the 
lines that have been merchandised on deferred pay- 
ments. It also involves a study of instalment 
financing. 

“Many merchants who have felt themselves forced 
by competition into the instalment selling of a part 
of their regular line, have sought to avoid the issue 
by passing it over to the finance company. In other 
words, they have sold the merchandise on forms 
supplied them by the finance company; turned the 
handling of all collections over to the fiance company 
oftentimes located in a distant city; and in other 
ways, such as assigning the paper “without recourse,” 
completely and thoroughly washed their hands of the 
entire transaction. 

“If the decade which I have spent in instalment 
financing has taught me anything, it has demonstrated 
conclusively that no retail merchant who is carrying 
a variety of merchandise can successfully hope to 
build up a stable, lucrative business by making his 
principal business the mere creation of instalment 
paper for a finance company. 

“It is the function of the instalment merchant first 
to sell staple articles of good value at reasonable 
prices to a desirable class of customers, and then by 
efficient collection methods to see that the purchase 
price is paid according to the terms of sale, and in 
addition, to capitalize the good will of his instalment 
debtors by interesting them, their friends and 
acquaintances, in other merchandise which he carries. 

“It is the opinion of many of our most successful 
business men that a man should always keep in suf- 
ficient debt to keep him hustling. If many families 
did not have periodic payments to make on washing 
machines, ice-boxes, heating appliances and pianos, 
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there is no question but that a large percentage of 
the money thus turned into physical assets of a semi- 
permanent nature, would be frittered away in 
pleasures and articles for immediate consumption, 
with nothing to show for the expenditures.” . 


Why Small Shipments Are Unprofitable 

At least 20 per cent of all small shipments valued 
at less than $15 are unprofitable, when billing, col- 
lecting and other costs incidental to making that ship- 
ment are considered, Glendon Hackney, assistant 
editor of Hardware Retailer, Indianapolis, told the 
convention. 

The average cost of getting out a shipment on a 
$2 item is $1, Mr. Hackney stated. Changing condi- 
tions of business no longer enable a retailer to order 
substantially in advance, as was possible at one time. 
Another change is in the matter of capital require- 
ments, and ten years ago it was only half what it 
is today. Stock that could be financed with $10,000 
now requires over $17,000. Overlapping territories, 
competition among jobbers, and the employment of a 
large number of salesmen calling in a day on dealers 
also contributed to the cost of distribution. The aver- 
age dealer will buy a little from each of the salesmen, 
thus multiplying the number of small orders. 

The mutiplication of small orders, he said, may also 
be attributed in part to the fact that retailers are 
not properly educated in the matter of stock turnover. 
A minimum stock and a maximum turnover means 
frequent buying and an increase in small orders. 

Turnover may be so rapid as to be unprofitable, Mr. 
Hackney pointed out. From two to three times should 
be the aim of hardware merchants; over three turns 
and under two are unprofitable. He recommended 
more adequate stocks, the need for greater attention 
to turnover and for more accurate stock records. The 
matter of small orders was of such importance, he 
said, that the Hardware Council had placed it first 
among the topics for discussion. 

A. I. Baker, of the Albany Hardware & Iron Com- 
pany, who is head of one of the oldest hardware 
firms in the State, spoke briefly in reminiscence of 
hardware selling during the past decade. 


Hawes on Changes in the Hardware Business 


A discussion of the progress taking place in the 
hardware business was a feature of the address by 
F. L. Hawes, president of the New York State Asso- 








66 JN any store there are certain well-recog- 

oN amy aids for selling. In the first place an 
efficient sales force is necessary, and it is ex- 
tremely important that the goods be presented in 
attractive surroundings. The store must not only 
be neatly arranged, but must have modern fix- 
tures, such as showcases, tables, shelves, bins, and 
in every case there must be sufficient aisle space. 
All these aids are dependent after the hours of 
daylight on proper lighting, which may, if prop- 
erly designed be one of the greatest aids to sell- 
ing. Or if there be insufficient iulumination the 
zloom of the store may be a severe handicap.” — 
FRANK C. Taytor, Rochester Gas & Electric 


Corp., Rochester, N. Y. 
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F. LL. HAWES SAYS: 


“T believe we can succeed in 
protecting our mutual tnter- 
ests against any competition 
provided we pull together. I 
do not think any of us realize 
the powerful influence for 
good we could exert if the 
wholesale and retail associa- 
tions would work as a unit.” 

















ciation of Hardware Jobbers, at the opening of the 
second session. 

“The hardware store of today,” said Mr. Hawes, 
“is no more like the one of forty years ago than 
daylight is like darkness. Once the hardware store 
carried merchandise that consisted mainly of stoves, 
home-made tinware, iron, cut nails and other small 
staples, and it presented anything but an attractive 
display. Today, the same store sells in addition to 
these, electrical supplies, automobile supplies, radio 
goods, and even toys and sporting goods. 

“It is a well known fact, however, that the hard- 
ware merchant has been too conservative for his own 
good, and has allowed other stores to absorb business 
that rightfully belongs to him. A good deal of study 
has been given by the State as well as by the national 
wholesale hardware associations to the devising of 
ways and means of assisting the retailer in some way. 
I believe that we can succeed in protecting our mutual 
interests against any competition provided we will pull 
together, if we can but realize that we are dependent 
upon each other for success. I do not believe that 
any of us realize what a powerful influence we could 
exert ,if the wholesale and retail associations would 
work as a unit.” 

Meeting Competition 

“Today’s Competition and How to Meet It” was 
the subject of the address before the second session 
on Monday by Frank Stockdale, educational director 
of the Retail Merchants’ Institute, Chicago. 

“The way to meet competition is to make it,” said 
Mr. Stockdale. “Keep everlastingly at your own 
business instead of stopping to determine means you 
may adopt to protect yourself against the competition 
of other business concerns. The man who is unable 
to make competition is seldom able to meet it when 
it comes. 

“It requires salesmanship these days to dispose of 
goods, and the man who cannot sell should get out of 
salesmanship, at least for the good of his family. 
Watch your overhead expenses and do not divide 
orders among a large number of order takers.” 

Mr. Stockdale also warned against the dangers of 
a one-man organization that will fall to pieces when 
its proprietor loses his original energy. He said it 
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R. W. HATCHER 
SAYS: 


That “Character is the 
greatest asset in busi- 
ness. Did it ever occur 
to you that character can 
be both personal and im- 
personal? The character 
of your business 1s im- 
personal, yet the basis of 
its success 1s your per- 
sonality.” 

















is a fallacy to suppose that an increase in volume of 
business will decrease the percentage of overhead. 

That the direct mail method of advertising was a 
selling force that the average hardware merchant had 
not appreciated sufficiently, was stressed by Herbert 
W. Osborn, creater of Direct Mail Advertising, Syra- 
cuse, N. Y. 

The hardware retailer, said Mr. Osborn, like other 
merchants, is in business to make money. In order to 
stay in business he must be able to meet competition, 
and one of the most potent weapons was advertising. 
He urged the use of local newspaper advertising and 
also direct-by-mail advertising. He suggests ways of 
compiling suitable lists, and emphasized the impor- 
tance of reaching the right people. 


Proper Store Lighting 

The importance of proper lighting as an aid to hard- 
ware retailing was stressed by Frank C. Taylor, 
engineer with the industrial sales department of the 
Rochester Gas & Electric Corporation, Rochester, in 
his address delivered before the second session of the 
convention. 

“In any store,” said Mr. Taylor, “there are certain 
well recognized aids to selling. In the first place an 
efficient sales force is necessary. It must know the 
goods for sale and must gain the confidence of the 
customer. Attractive prices, of course, help in selling 
to a certain class of customers. It is of extreme im- 
portance that the goods to be sold are shown in at- 
tractive surroundings. By this I mean that the store 
must be neatly arranged, must have modern fixtures 
such as show cases, tables, shelves, bins, and in every 
case there must be sufficient aisle space so that the 
customer is not forced to trip over lawn mowers and 
wheel barrows in order to get around the store. All 
these aids for selling are dependent after the hours 
of daylight upon artificial illumination which may, if 
properly designed, be one of the greatest aids to sell- 
ing. Or, if there be insufficient illumination, the 
gloom of the store may be one of the handicaps which 
the store has and which prevents the sale in many 
cases. 

The purpose of the show window is 

“Ist—to attract the attention of the passerby. 
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“2nd—To show an attractive window display to its 
best advantage and to interest the prospective cus- 
tomer in some particularly appealing goods. 

“The show window must urge the customer to step 
inside the store and look at the articles more closely. 
The show window and the electric sign have a close 
resemblance to the barker at a side show whose chief 
function is 

“‘1lst—To make the people stop, then to interest 
them in his line of talk, all of which leads to ultimately 
inducing the prospective customers to enter the tent.” 

“The salesman cannot find quickly the article de- 
sired unless he can see it clearly. The poorer the light 
the longer it will take him to find what he wants. 
In the hardware business a great many of the articles 
vary in size but slightly and the marks on the boxes 
are none too distinct.” 


Store Display 


Unusual interest was evidenced in the address of 
H. H. Daughters, of Painesville, Ohio, who had as his 
subject, “A New Idea in Hardware Merchandising.” 
In his talk, Mr. Daughters emphasized the importance 
of proper store display and advocated the use of 
display methods similar to those used by the chain 
stores. Sales, said Mr. Daughters, can be stimulated 
regardless of competition if we give the sales force 
attention and concentrate on the following three 
fundamentals of successful retailing: 

First—Store Arrangement. The customer in the 
average store fails to come into contact with more 
than 10 per cent of the merchandise, consequently 
the bulk of the goods sold are only those called for. 

Second—Merchandising Display. Here Mr. Daugh- 
ters recommended the use of flat top display tables, 
claiming that the pyramid table is not equally effi- 
cient. Goods, he stated, should be displayed accord- 
ing to their selling merit. 

Third—Price Tickets. Rarely in hardware stores 
are price tickets used. Mail order catalogs always 
use prices, and their success is based on this fact. 
Chain stores also use price tickets, and their business 
would be seriously hampered without them. 


Jobbmg Competition 
The practice of certain jobbers and manufacturers 
in selling in competition with the hardware retailer 
was condemned in an address delivered before the 
third session of the convention by Horace P. Aikman, 


of Cazenovia, N. Y. 
(Continued on page 92) 





66 HERE is little question but that install- 
ment selling, having been successfully 
practiced for more than half a century, ts here to 
stay, but there ts even less question in my mind 
that the next industrial let-down will demonstrate 
conclusively that the plan has been abused by 
dealers, manufacturers ande finance companies 
who have been led to excesses tn an effort to ar- 
tificially stimulate business by the sale of ‘Terms’ 
rather than merchandise, and by applying install- 
ment selling to ill-adapted commodities.’—W. 
Lee Wuite, Treasurer, Bankers-Commercial 
Security Company, Inc., New-York City. 
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Steel 


By Saunders Norvell 


salesman in Indiana. He first informs me that 

he is at home, sick with a cold; therefore, he has 
time to write. He next writes that just a year ago, 
he had another cold and wrote me a letter which he 
never sent. He states that he reads all of my articles 
in THE HARDWARE AGE and he is surprised that I seem 
to think that a traveling salesman has time enough 
to read all the magazines and books that I refer to. 
He suggests pleasantly that I myself have very little 
to do and consequently I have plenty of time to read, 
but that it is a very different matter with the active 
traveling salesman. 


| satesn: a long, pleasant letter from a hardware 


+ + 


Well, well! In the first place, my dear salesman, 
I have not had a cold for several years. I did occa- 
sionally have colds. I studied the things that produced 
colds and how colds can be prevented. With some 
care and a little attention, I have stopped having colds. 
Therefore, while this salesman is losing time from his 
work having colds, I am on the job every day. I do 
not remember when I have taken a day off on account 
of sickness. I do not believe this is an accident. I 
believe it is the result of the use of a certain amount 
of common sense. Colds are not only dangerous be- 
cause they often develop into pneumonia, and 20 per 
cent of the deaths in the United States are the result 
of pneumonia, but a cold is very disagreeable while 
it lasts, even if you recover. Then, colds are catching. 
Have you ever noticed how a cold goes right through 
a family or through an office? Anybody with a cold 
is a public menace! They should be isolated immedi- 
ately. From the commercial point of view, colds cause 
an enormous amount of unnecessary lost time as well 
as a good deal of very bad work. 

* * * 

Being in the drug business, however, it is against 
my interests to write about colds! We manufacture 
aspirin and we sell it in immense quantities. The 
whole country today are doping themselves with as- 
pirin. Last night, being an expert chemist, I was 
asked by a friend what aspirin was made of and how 
it worked on the human system. I told him the 
chemical formula. I happened to know that, but I 
added that it was not professional to tell how it worked 
on the human system! As a matter of fact, J didn’t 
know. That is something I must investigate. This 
friend asked me if aspirin did not affect the heart. 
Recently I read a medical article in which it was 
stated that aspirin does not affect the heart but that 
large doses do create gases in the stomach and these 
gases mechanically cause pressure on the heart. I 
have heard that in England and in certain European 
countries aspirin cannot be sold legally by a drug- 
gist except upon the prescription of a physician. 

* . * 

Be all this as it may, the better plan is not to catch 

cold and not to have to spend your money buying 


aspirin. So allow me to state to my salesman cor- 

respondent in Indiana that having these colds is a 

very bad habit on his part and he should see that it 

does not occur again. Just think of his competitor 

gathering up all the nice orders on his territory while 

he is sitting at home sneezing and wiping his eyes. 
% % %* 

Now, about having time to read. The man who 
loves to read always finds time but, like everything 
else, we must pay the price of the things we love. 
A man who does not read very much, who is not fond 
of reading, goes to bed at a seasonable hour and 
pounds his pillow for eight or nine long hours. I be- 
lieve that the amount of sleep one needs is largely 
a matter of habit. I am quite sure that most people 
indulge in entirely too much sleep. 

* * % 

Last night, for instance, after reading for an hour, 
I decided to retire at 12 o’clock. Then, on the 
table, I spied the last issue of The World’s Work, on 
the cover of which was announced the beginning of 
a series of articles by David F. Houston about his 
experience of eight years in the cabinet of President 
Wilson. I had been reading about these forthcoming 
articles. I was deeply interested because I have known 
Mr. Houston for a number of years. I had heard 
that in these articles he proposed to take off the lid 
and tell us some of the inside things that happened 
in President Wilson’s Cabinet. I just could not go 
to bed with that magazine lying unread upon the table. 
I picked it up, started and finished the article. When 


I retired, it was almost 4 o’clock. 
* % * 


I was awakened by the steam hammer on the steel 
building going up across the street from the Hotel 
Shelton. That article was worth four hours’ lost 
sleep. It made me laugh many times because it ex- 
plained some things I had wondered about. For in- 
stance, when Mr. Houston took the train in St. Louis 
to go to the inauguration of President Wilson, no one 
had the faintest idea that he was scheduled to be 
Secretary of Agriculture in President ‘ilson’s cabi- 
net. There was a special car leaving St. Louis and 
a number of prominent Democratic politicians were 
in this car. All the way to Washington, they sat 
and smoked and discussed Cabinet possibilities. Mr. 
Houston sat with them. Among those present were 
one or two gentlemen who felt themselves right in line 
for a Cabinet job! Now, imagine their surprise when 
they arrived in Washington to discover that a gen- 
tleman already lined up to take a seat in the Cabinet 
had been sitting in their discussions all the way from 
St. Louis! Mr. Houston evidently can keep a secret 
and so can Mrs. Houston, because she knew all about 
it and she was also in the same special car. 

* * % 

Mr. Houston tells how the advances from President 

Wilson were made to him through Colonel House. He 
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tells of his hesitation in accepting the position. It 
‘was largely a matter of money. Mr. Houston was a 
poor man. The Cabinet salary was very small. His 
rate of living in Washington would have to be in 
line with the dignity of his office. Uncle Sam is run- 
ning matters so it is very difficult for a poor man to 
accept a prominent official position in Washington. 
Therefore there is danger that only rich men can and 
will aecept such positions. George Washington him- 
self saw this danger to the Republic and wrote about 
it in one of his addresses. 
% % * 


During the war when Mr. Houston was Secretary of 
the Treasury, he, of course, handled millions and mil- 
lions of dollars. I heard that he once told a personal 
friend of his that he was so hard up when he was 
Secretary of the Treasury that often after the day’s 
work of dealing in millions of dollars, he would step 
out in front of the Treasury and pause for a moment 
to decide whether he would walk home or whether he 
could afford to spend five cents for his street car fare! 
However, he does not tell this story in his article 
although he does hint very strongly that he had con- 
siderable difficulty while in Washington in making 
both ends meet. 

* * % 

But how I do wander away from my subject! I 
started out to answer my traveling friend about sales- 
men having time to read. The answer, to my mind, 
is simple. If you have an overwhelming curiosity 
for all kinds of information, you will certainly find 
time to read—on trains, while waiting in stations, 
at night in your room at the hotel. You will probably 
sleep less but the chances are you will know more 
about what is happening in the world. 

* * ¥* 

Let us get back to the steam hammer that woke me 
up this morning. In front of my rooms, there had 
been a large open space on which trains could be seen 
coming and going from the Grand Central Station. 
This space was, of course, owned by the Grand Cen- 
tral Terminal Company. The space was too valuable 
to simply store fresh air and sunshine, so over the 
tracks in the neighborhood of Park Avenue, the rail- 
road company has been building gigantic apartment 
houses. These buildings have gone up immediately 
over the tracks. The trains run under them. The 
buildings are fifteen or twenty stories high. Many 
of them have been built some time ago and are now 
occupied by luxurious and expensive apartments. Of 
course, these buildings have no basement in which to 
store apples and potatoes. Sometimes when the trains 
pass under them, there is a slight vibration. 

* %* % 


From day to day, I have been watching the steel 
men at work on the large space in front of our hotel. 
No, my dear salesman, I do not have to stop doing 
everything else merely to watch this construction. I 
watch the work and progress while I dress. I have 
found it exceedingly interesting. The first thing they 
did was to put in large steel piers in concrete bases 
all over the lot. Next appeared several huge steel 


cranes. Around this lot is a fence and in one corner 
is the time-keeper’s house. 
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Now, the first thing that struck me was that no 
building material was deposited on the sidewalks 
around this block. All material was brought in trucks 
and used at once. When they started on the steel 
work, I noted that the massive steel beams and girders 
were lifted by these cranes off the truck instantly and 
swung into the place prepared for them. This, of 
course meant a saving in handling. 

* %* %* 


One morning they were at work, putting in the 
steel beams on the first floor, and I was watching when 
suddenly I saw one of the large cranes lean over, 
break and fall. I saw the whole thing coming. Two 
men were standing on a narrow steel beam thirty feet 
from the ground. An arm of the falling derrick 
struck this beam and shook both men off. I saw them 
fall. Then the end of this derrick fell on the roof 
of a standing train. I was curious to know what 
would happen. I saw running men. It was surpris- 
ing how some of these workmen high up in the air 
could run along a steel beam only six inches wide, 
apparently without the slightest fear of falling. After 
a few minutes, two little groups of workmen appeared 
carrying two men. They were slowly borne to the 
time-keeper’s office. J was astonished to note that the 
rest of the work on the building never stopped for 
a moment. The other cranes went on with their loads. 
The other workmen glanced at the figures being car- 
ried away but did not stop in their work. To them 
an accident was evidently simply a part of the day’s 
work. They are soldiers in the war of industry and 
casualties, although guarded against, are taken as 
being inevitable. 

* * * 

That evening I read in the papers that one man 
suffered a broken back while the other had both of 
his legs broken. The next morning I found the crane 
was being repaired and soon it was back in place 
as busy as ever. 

* * *% 

The individual workmen impressed me as working 
very slowly. Some parts of the work seemed to be 
magnificently and etonomically handled while other 
parts seemed to lack efficiency. All the parts where 
machinery was used seemed to be efficient but where 
it was hand work, there seemed to be no particular 
hurry. There were a number of little forges in which 
one man heated the rivets red-hot. These forges, 
instead of being placed near the work that was in 
progress, seemed to be placed at a considerable dis- 
tance away. One man stood near the riveter with 
an enormous tin funnel. When a rivet was wanted, 
he would hold up the funnel. The man at the forge 
would pick up a hot rivet in a pair of tongs and toss 
it with deadly accuracy to the man who caught it 
in his funnel. Then he picked it out of the funnel 
with a pair of tongs and passed it to the two men 
working the steam riveter. I have never seen him 
drop a rivet, but I cannot understand why the por- 
table forge is not moved up close to the men doing 
the riveting. There must be some union rule in 
regard to the middle man with the funnel, like the 
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Capital Movement and the 
Small Merchant 


Dear Mr. Soule: 
AVE received a complaint from a retail hard- 
H ware merchant who has been reasonably 
successful in his business and has adopted 
most of the modern and up-to-date methods of doing 
business, yet he seems somewhat alarmed about the 
future. He said in his letter to me the following: 
“IT notice Sears-Roebuck & Company have set 
their goal for two hundred eighty million dollars 
sales for 1926. That is equal to the sales of 5600 
stores doing a business of $50,000 a year each. 
Estimating four men to each store that puts out 
of business 22,400 men and women, and they mean 
the support of that many families, and the average 
American family is five multiplied by 22,400 and 
you have the astounding figure of 112,000 men, 
women and children who must get their living some 
other way besides running small stores in small 
towns and rendering community service rearing 
families, keeping up the schools, and blessing the 

world. 
Running Into Billions 


“If you will add to this the enormous business 
of one catalog house, the hundreds of street ped- 
dlers who are traveling from town to town, and 
the dozens of big chain stores and the many catalog 
houses and department stores which will run the 
annual sales of these combined forces up into the 
billions of dollars; if they keep multiplying their 
capital and merging their interest it will not be 
long until they will control the factories, cut out 
the wholesaler and put the small dealers out of 
business which virtually kills the small towns.” 

Centralization of capital is what it means. You 
will observe that the gigantic institutions demand 
the cash for their merchandise and are getting it. 
Not only are they getting the cash but they are 
getting the business and the profits as well. They 
are selling profit bearing merchandise while we 
smal] retail merchants are selling staple lines only; 
with no profit and, to make it worse, on a credit. 

Thirty years ago, when I started in business, 65 
per cent of my sales were cash and now 35 per cent 
cash and 65 per cent on time. 

Look at the auto business. The manufacturers of 
automobiles with their multiplied millions of dollars 
ship their cars on shipper’s order, which means 
that they get the cash when cars are delivered, 
and it matters not to them how we dispose of them; 
just so we sell the number allotted to us. 

In order to dispose of them, we must sell them 
on the instalment plan and this must be financed 
by the small banks in the small cities and towns 
throughout the country, which means depression 
for the small towns and increased money power 
for the manufacturer and the large commercial 


“I have prepared this 
complaint and _ re- 
serve right to amend 
it. Will some prac- 
tical hardware man 
answer?” 


Hamp Williams. 





centers, and in order that large interests may fur- 
ther control they are merging all over the country; 
banks, railroads, big newspapers, automobile fac- 
tories, utility companies, chain stores, catalog 
houses, telephone and telegraph companies, ice 
factories, bakeries and many others too numerous 


to mention. 
What of the Future? 


Why are they taking over the local ice factories; 
do they propose to put them out of business? No, 
not now; but when this combine gets to where they 
can manufacture at central points cheaper they 
may close the small factories and ship the ice to 
our small towns by rail or by truck if we will 
furnish them paved roads over which to freight 
their products. 

Paved highways are another big help in central- 
izing power. The shipper only furnished the rolling 
stock and we furnish and keep up the tracks. 

All these advantages given to the combines are 
a help to the consumer; paved highways enable the 
consumer to go a long distance at a small cost, 
to where they can buy their supplies cheap, and 
after all the small stores are put on the blink prices 
may go up. 

I have prepared this as my complaint and reserve 
the right to amend it when the defense has an- 
swered. Personally, I believe that there is a 
remedy, but what it is I don’t know. 

Will some practical retail hardware man who is 
actually selling hardware and has seen the changes 
in methods of doing business write the HARDWARE AGE 
and answer this complaint. 

One thing we all know, that it is up to us to 
bring about the change. Some of our wise men 
saw this coming twenty-five years ago when the 
retail hardware associations were created and or- 
ganized. Hamp Williams. 
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Kindness Pays Big Profits 


By Charles K. Beidenkopf 


of your store in order to find out whether 

you’ve made any money or progress the past 
year, but have you ever taken the time to take 
stock of yourself, Mr. Merchant? I'll venture to 
state that you have not, although you certainly 
should. You might do yourself a very good turn by 
sizing yourself up, or better still trying to look at 
yourself through the eye of your fellowmen, such as 
the salesmen who call on you, the salespeople who 
work for you, the customer that comes to your 
store. 

Too many of you store keepers can or do aim 
at only one object. How much money can I make? 
—seldom, if ever, give a thought to those who in every 
way can either help to make or break you. Take, 
for an example, your salespeople. You should ask 
yourself what you have done in the past year to 
assist them to become more efficient, to help them 
by your words and deeds to earn more money for 
themselves, by little acts of kindness and cheerful 
words to make it more congenial for the many hours 
they put in every day in the week. 

How many merchants take time to ask employees as 
to their home affairs? I know a case where the only 
time the boss ever did his help a real kindness was 
the day he died. It seems cruel to say it, but this is 
an absolute fact. That was the only vacation with pay 
that the help in that store ever enjoyed. They were 
really glad that this man had died, and what had he 
gained? Not a thing. 

So I say, allow those who help to make you success- 
ful during your lifetime some of the fruits of that 
to which they have contributed so much. Why not 
give them an opportunity to share in the profits 
of your business by offering extra inducements and 
some incentive to forge ahead. It’s really a very 
good investment for you to do so. 


¥ of you either have taken or are taking stock 







The traveling man 
is your barometer. 
He can keep you 
posted on many 
things that are 
vital to your busi- 
ness, but he has 
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feelings. More WN 
than anyone else \\Viaaea ee 
he is placed in a (A 
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appreciates kind \ 
treatment 


employees well. You not only are paying them an 
honest debt but are adding a wonderful asset to 
your business. I figure that a good loyal organiza- 
tion is the real foundation of any business and no 
organization can be strong unless it is loyal, and 
no organization will be loyal that is mistreated and 
not shown the proper consideration to which it is 
entitled. 

Then, take the attitude that is displayed by a lot 
of merchants and buyers toward the traveling sales- 
man. You would imagine that the traveling man 
was a contagious disease the way some buyers at- 
tempt to and do treat them. Well, let me just tell 
a lot of you stiff-necked white-livered merchants and 
buyers that you’d not get away with any of your stuff 
with me. 

I was a buyer, and, while it’s true I could not 
buy from everyone who called on our store nor 
buy everything that was shown me, I always treated 
the traveling man right, and that’s why the stores 
that I was connected with for years were and are 
successful and that is also why I am now and have 
been for over 23 years connected with this institu- 
tion, which, I am proud to say, is the most prosperous 
of its kind in the world. 

That does not cost you a red cent. I can attribute 
a great many very successful merchandising events 
to the traveling men who put me wise to the kind of 
goods to buy and to how to sell them. The buyer 
who is too swelled up by his own importance to 
shake hands with a traveling man and considers the 
traveling man as an enemy (as was quoted in a 
New York paper) has an awful lot to learn. Kind 
treatment is one of the greatest investments and 
doesn’t cost a cent, but the profits in both Happi- 
ness and Wealth are wonderful. So just start with the 
resolution fixed in your mind to pass your bequests 


The most suc... around while your friends are alive and can enjoy 


cessful stores of the day are those that treat their “them and not after they are six feet under the sod. 
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Robert J. Murray Elected President 
of Pasha Association 


HIGHLIGHTS OF PASHA CONVENTION 
1—Official visit of R. W. Hatcher, President of the 


National Retail Hardware Association. 
2—Election of Robert J. Murray as President. 


3—Mammoth Hardware Exhibit. All available space 
occupied on the “Million Dollar Sales Floor’ of 


the Philadelphia Commercial Museum. 
4—A high grade merchandising program. 


5—Dr. Alfred Haake Flays the “Glorified Peddler.” 


were discussed at the twenty-fifth annual convention and exhibit 
of the Pennsylvania and Atlantic Seaboard Hardware Association, 
which was held Feb. 15 to 19 in Philadelphia. Headquarters were main- 
tained at the Benjamin Franklin Hotel, while the exhibit on the “Million 


\ ] ARIOUS problems of timely interest to retail hardware merchants 


Dollar Sales Floor” of the Commercial Museum attracted thousands. 


Robert J. Murray, Honesdale, Pa., was elected president to succeed 
John A. Ditz, the retiring president. Harry D. Kaiser, Philadelphia, 
was chosen first vice-president; George C. Brown, Punxsutawney, Pa., 
second vice-president, and Theodore Romaine, Hackensack, N. J., third 
vice-president. Secretary and treasurer, Sharon E. Jones, and field sec- 


retary, W. G. Pearce, both of Philadelphia, were reelected. 

Executive members appointed are Frank A. Hegner, Sewickley, Pa.; 
W. H. Blanning, Lykens, Pa.; R. P. Gilmore, Overlea, Md.; W. E. Paul, 
Washington, Pa.; W. McK. Reber, Bloomsburg, Pa., and John A. Win- 


ters, East Orange, N. J. 


John A. Ditz Praises 
Work of Association 


| pnnatr tape that the year 1926 will 
exceed 1925 in business prosperity, 
John A. Ditz, Clarion, Pa., retiring 
president, outlined his view of future 
business conditions and problems. In 
part Mr. Ditz said: 


Praised Jones and Pearce 


President Ditz enthusiastically 
praised the work of secretary-treasurer 
Sharon E. Jones and field secretary 
W. G. Pearce. 

“Just twelve months ago you elected 
me president of this association and in 
that time it has been my duty to per- 
form to the best of my ability all you 
required of me. There are many duties 
for the president to perform and I have 
exerted myself to the utmost to accom- 
plish them in a manner that would do 
credit to the association and the many 
able men who have preceded me. 

This association of hardware men is 
conceded to stand at the top of the list 
—and we must strive to keep at the top. 
In brief, to give an account of the as- 





tar . John A. Ditz, retiring presi- 
sociation’s work would be to say its dent 





Robert J. Murray, the 
new president of the 
Pasha Association 


activities are so diversified that often- 
times the result is lost sight of.” 


What of Business? 


“Judging from the signs and reports 
by experts, the year 1926 will exceed 
the year 1925 in business. Last year 
was good in spots, and very bad in 
spots. This year is expected to show 
a fine spurt in prosperity. One favor- 
able indication is the government’s 
ideas of “less government in business” 
and the reduction of income taxes. 
Another feature that would assist bus- 
iness to go faster would be the abolish- 
ment of the many commissions now in 
existence. That is one trouble with 
much of our government today—the 
existence of commissions and boards 
functioning for the states and for the 
nation—commissions that possess not 
only the judicial and administrative 
power, but the legislative power as 
well—commissions laying down their 
rules of conduct for business, regulat- 
ing its actions, bringing, charges against 
it, making their findings and fixing 
punishment, not responsible to the peo- 
ple, the functions for the exercise of 
which they themselves were created. 
Commissions have come to be a national 
menace. They serve only as a conve- 
nient excuse for incapable spineless 
legislators to pass the buck of respon- 
sibility.” 

Membership 

“During the past year, with business 
not up to par, it has been hard work 
to gain new members for the associa- 
tion. We made some strides, however, 
and our list today shows 200 new mem- 
bers. No hardware man in the district 
we embrace should be outside the asso- 
ciation. My sincere thanks are ex- 
pressed to the members of the official 
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family of this association for their 
kind help and advice. 

Our associate members from the 
ranks of the “Traveling Salesmen” are 
keeping up their fine work. Those who 
have become members see the need of 
organization and use their efforts to get 
others to join. 


Work of the Association 


The services of this association are 
of a varied character and are constant- 
ly increasing. To give the full benefit 
of the work and keep the individual 
members constantly in touch with the 
aims of the association, our field secre- 
tary, Mr. W. G. Pearce, has given fine 
service, particularly in group meetings. 
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The local associations have also ren- 
dered splendid cooperation. 


Summary 


This is the twenty-fifth anniversary 
of our association, and in those 25 
years we have accomplished much. But 
let us not rest on what we have done. 
Let each and every member take coun- 
sel unto themselves and decide that 
they will add just a little to what they 
have already done. In this way we can 
make far greater strides in the future. 
Let us determine that the Pennsylvania 
and Atlantic Seaboard Hardware Asso- 
ciation shall lead and lead in a manner 
to bring pride into every member’s 
heart. 


Secretary Jones Reports 
Membership Increase 


HARON E. JONES made his annual 

report as secretary and treasurer. 
In part, Mr. Jones said: “The year just 
closed was, from an association stand- 
point, uneventful and yet quite success- 
ful. We began the year with 2190 
members and gained during the year 
200 new members. Ninety members 
were lost, which leaves us a net gain 
of 110 members for the year. The suc- 
cess of our association is not to be 
measured by the number of its member- 
ship, but by the active interest the 
membership has in the association. 

“Nowhere in this country is there an 
organization which enjoys such whole- 
hearted support from the manufactur- 
ers and wholesalers of hardware and 
allied lines. This spirit of friendliness 
and cooperation makes possible the 
largest exhibition of manufactured 
products, the greatest selling institu- 
tion, the leading school in merchandis- 
ing, a common meeting place for the 
manufacturer and distributor on ‘the 
million dollar sales floor.’ So we are 
indebted to and are thankful for their 
faithful and continued support of this 
feature of our work. 

“Do not understand me to say that 
the retail hardware business has been 
profitable or even satisfactory the past 
year, but to the contrary it has been 
unprofitable and unsatisfactory and 
indeed it has been so for a period of 
three years. 

“The National Retail Hardware As- 


sociation’s survey for the past three 
years indicates an average profit of less 
than 1 per cent on the investment to 
the retail hardware dealers. 

“Many reasons have been offered in 
explanation of this condition by the 
retailers themselves, the wholesalers, 
the manufacturers, etc. We will not 
take your time enumerating them, but 
we will consider the explanation offered 
by the majority, viz.: ‘Poor Business 
Methods’ or ‘Lack of Vision.’ 

“Ever since the birth of this organ- 
ization the retail hardware merchant 
has been warned against the encroach- 
ment of competition from mail order 
houses, chain stores, department stores, 
peddlers, etc. and not over 10 per cent 
of the merchants have heeded the 
warning. The other 90 per cent are 
now howling about competition cutting 
the life out of business, and lowering 
the profits until a reasonable per cent. 
on the investment can no longer be 
expected. The 10 per cent who heeded 
the warning and prepared for the fight 
are not complaining. Why? Because 
they had the vision that a successful 
retail hardware business to meet com- 
petition must have three qualifications, 
viz.: Goods, Price and Service, and they 
are applying this rule in their business. 

“T regret it is a fact that the retail 
hardware dealer has lost the opportu- 
nity of his business life to meet, shut 


out, or to overcome this sort of com-. 


petition.” 


R.W. Hatcher on Broader 
Association Work 


RESIDENT R. W. Hatcher of the 

National Retail Hardware Associa- 
tion made an interesting talk on “A 
Broader View of Association Work,” 
saying in part: 


National Hardware Council 


“At the very beginning of our ad- 
ministration and immediately after the 
Philadelphia Congress, were brought to 


a successful fruition the efforts made 
under our predecessors to bring about a 
joint deliberative body, composed of the 
three branches of the hardware indus- 
try, which would serve as a medium 
through which could be studied and dis- 
cussed those conditions having direct 
bearing on hardware distribution with 
the purpose of correcting abuses and 
eliminating waste. Organization was 
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Sharon E. Jones, secretary- 
treasurer 


perfected at Philadelphia, and one meet- 
ing was held in September, at which 
the follownig declaration of aims was 


approved: 

“To provide an effective and practical 
means by which the three branches of the 
hardware trade may cooperate to study 


the problems of the industry; to discover 
facts, to draw conclusions, and publish 
reports and recommendations; to establish 
more scientific operating methods in the 
trade; to eliminate waste; to endeavor to 
correct and eliminate unethical practices 
and policies; to educate all branches of 
the trade in higher business standards and 
the more efficient conduct of their busi- 
ness; and to in other ways work for the 
progress of the hardware industry and in 
the public interests. 

“Another meeting was held the past 
January, in New York. 

“These meetings give promise of 
much good to be accomplished; but it 
has already been demonstrated that it 
will require the close cooperation and 
support of the membership of the re- 
spective trade associations composing 
the Council if direct and lasting good 
is to be accomplished, and I wish to 
stress upon you the urgent necessity of 
your loyal assistance in the establish- 
ment of facts that reflect the position 


of the retailer*so that your delegation 


of this Council will not be embarrassed 
in representing your interests, for the 
Council has declared that it will deal 
only with supported facts, not surmises. 
If a questionnaire is sent you, give it 
immediate attention in furnishing ac- 
curately the information requested. 


Factors in the Trade 


“The problems of distribution have 
formed the basis of much attention 
and: study on the part of our associa- 
tion, and indeed is it incumbent upon 
us to bend every energy toward solu- 
tions of the numerous and different 
phases with which it is replete for its 
perfection concerns the most vital in- 
terests of our industry. 

“In many lines that have been ex- 
ploited by these systems, it has been 
made exceedingly difficult for the com- 
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peting retailer to realize margins com- 
mensurate with his cost of operation. 
This competition has been rendered 
more aggravating by the persistent 
policy of these stores of featuring 
‘seconds’ and off grades of merchandise 
accompanied always by staples and ar- 
ticles of advertised and known quality 
which are freely offered and displayed 
in attractive window settings at prices 
not only less than the retailer pays but 
in many instances less than the jobber, 
from whom the retailer buys, himself 
pays from the manufacturer. 

“Before leaving this important ques- 
tion we will intrude on your time to add 
that chain store competition is a force 
of mass formation and does not stand 
so well a detailed analysis of its ad- 
vantages over individual effort. Just 
as in the late war this method used by 
the Germans in their attacks showed 
its weakness, so with you retailers it 
must be the same. Do not allow your- 
self to be used by banked displays of 
largely mediocre merchandise capped 
by staples with the loss, in less than 
cost prices, absorbed through advertis- 
ing accounts, but study more closely 
your own business and compare its ad- 
vantages, coupled with your own per- 
sonality and friendship formed through 
years of courtesy and service—an asset 
the chain store can never have, and you 
will begin to see that while you must 
be ever on the alert to rival the up to 
date syndicate methods, you will be 
able to hold your own with other stores 
bidding for your trade.” 


Installment Selling 


“What must be interpreted as a dis- 
tinct service rendered by your national 
body has been its taking the initiative 
in sounding a note of warning against 
the increasing evils of installment sell- 
ing. It was specifically in respect to 
the effort made from certain services 
backed by finance companies to foist 
a plan of this nature on the paint 
industry in which so many of our mem- 
bers are interested that stimulated our 
officials to attack the system. 

“We set about to show that not only 
did the merchants of the country not 
want the plan and that the advance of 
its promoters were being coldly re- 
ceived, but pointed out that if such de- 
mand as its promoters claimed existed, 
it must be obvious that the promotion 
work to popularize the plan was wholly 
unnecessary. 


Text Book Revision 


“Perhaps none of our activities have 
created more comment in quarters 
where we were hitherto little known 
than our work on text book revision. 
At our National Congress in Chicago 
in 1922, one of its sessions featured 
a discussion on ‘What is Profit ?’, which 
forced the conviction on us that the 
public usually thinks of the retailer’s 
profit as the difference between his 
buying and selling prices. It was 
thought that this impression was fre- 
quently strengthened if not created by 
manufacturers and wholesalers who in 
their endeavors to draw patronage 


HARDWARE AGE 








R. W. Hatcher, president of the 
National Retail Hardware As- 
sociation 











made such extravagant claims as the 
possibility of as much as 50 per cent 
to 66%% per cent profit being made on 
the lines featured, also that much of 
this matter was sent through the mails 
on open cards and folders. Thus the 
retail merchant was put in the false 
light of making such percentages, when 
as a matter of fact his actual margins 
were around 33% per cent to 50 per 
cent. 

“All representatives present recalled 
that they had encountered similar prob- 
lems in their school arithmetics and 
the necessity was apparent to all that 
some form of action should be taken 
to correct this erroneous impression 
that was being created in the minds of 
each youngster in our schools. A reso- 
lution carried instructing the national 
office to initiate plan to this end. 

“The plan finally was adopted, how- 
ever, of calling each publisher’s atten- 
tion to the faulty examples in his books 
and how they should be corrected. The 
task of making a complete study of 
these arithmetics and revising all in- 
correct problems consumed months of 
work before detailed reports were made 
to 26 publishers covering 4560 exam- 
ples corrected. 

“The favorable response of most of 
the publishers has given us convincing 
evidence that we have performed a 
meritorious work and did it well. 





HE address of Dr. 

Alfred P. Haake covers 
so completely the fundamen- 
tals of Intenstve Merchan- 
dising that it has been re- 
served for a more complete 
presentation than is possible 
at this time. It will be pub- 
lished in the next issue of 
Hardware Age. 
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“Some of the publishers have already 
made revisions corresponding to our 
suggestions. Some explained that they 
were having trouble with their authors 
and there were a few who stated that 
professional accountants were not ready 
to abandon the use of terms with which 
they had long been familiar. 


Overproduction and Installment Selling 


Frank E. Watts, manager of Elec- 
trical Goods, the monthly supplemen- 
tary publication of HARDWARE AGE, 
talked on the overproduction and high 
pressure installment selling in the bus- 
iness world of today. In part he said: 

“The time has come to check indis- 
criminate installment selling—if we 
want to avoid reaping the whirlwind 
and facing a bad era of unemployment 
in the country. Ten per cent of the 
incomes of the people of this country 
for the year 1926 are now mortgaged, 
not taking into account the matter of 
open credit. The total installment debt 
of the country now aggregates $6,000,- 
000,000 for the present year. 

“This situation can be avoided by 
proper checks on the credit system, 
including a system based on service, 
sufficient time and down payments. 

“Overproduction exists as is attested 
by the fact that from five to fifteen 
per cent of the manufacturers make 85 
per cent of the goods, while the other 
85 per cent try to sell the remaining 
15 per cent. There is now one retailer 
to every 24 wage earners in the coun- 
try. 

“Retail merchants can learn much to 
their advantage by studying the sound 
methods of department stores and 
other combinations who are their com- 
I advise the merchants to 
expand their business and handle a 
greater number of lines, thereby add- 
ing to their volume of business and 
cutting down their fixed expenses.” 


Progress and Profit 


Harold W. Bervig, of the National 
Retail Hardware Association, gave a 
detailed account of “Progress and 
Profit.” He said that the most logical 
heads under which to study a business 
are these five. First, margin, which 
is the difference between the laid down 
cost of merchandise and the selling 
price; second, salary expense; third, 
general expense, which will be defined 
as all expenses other than salaries; 
fourth, credit conditions and, fifth, 
stockturn. Some of these are more 
important than others but none can be 
ignored if the business is to continue 
successfully. 

He went into detail with each of 
these five heads and summed up by 
saying that he believed the hardware 
business was a good business and that 
when it is properly handled it is profit- 
able and will continue so when newer 
and perhaps more startling methods of 
business have joined the limbo of things 
forgotten. He placed unlimited faith 
in the future of the hardware trade 
continuing as a progressive factor in 
the economic structure of its commu- 
nity. 
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The farmer is a good prospect for im- 

plements and repair parts, as well as a 

number of hardware items. Are you 
prepared for this spring business? 


[*: drive by respective farm 
lands in the spring of the year 
when all is in preparation for 

the spring business of the man of 

the soil, any casual observer will at 
once note a vast difference in the 
appearance of things. 

One farm is well outfitted with 
modern equipment, while on an- 
other it seems that any old thing 
fills the bill for its owner. 

Prosperity and mediocrity. 

Pride and slackness. 

Industry and sloth. 

For the farmer, as well as for 
any other business or profession, 
these characteristics mark the line 
between success or failure. 

BETTER FARM EQUIPMENT 
WEEK is to be observed this spring 
during the week of March 15-20. 

This week is to feature a drive 
among implement and hardware 
dealers for creating a new impetus 
in the line of farm equipment and 
supplies, and it is unquestionably a 
real opportunity for the hardware 
store to help the farmer get ready 
for his spring business. 

Right now, perhaps, some reader 
is going to say to himself: 

“Pshaw! That doesn’t hit me. I 
don’t sell farm implements and ma- 
chinery.” 
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Better Farm Equipment Week 
Needs Your Help 


By Arthur H. Van Voris 


This may be true enough as far 
as it goes. 

Hardware dealers may be divided 
into two classes in regard to this 
special drive for farmer business. 

One class consists of those deal- 
ers who do go into the farm im- 
plement business rather extensively. 

In the other class are those deal- 
ers who, for local reasons and con- 
ditions, may not be called imple- 
ment dealers. 

However, with all dealers who 
cater to farm trade, belonging to 
one class or the other, we feel as- 
sured that you all may prosper from 
heeding this message which we pass 
along to you, from one of your own 
number—a hardware dealer serving 
a farm trade. 

It is very evident that a national- 
ly observed stimulus such as a spe- 
cial farm equipment week can serve 
a very useful purpose to the hard- 
ware and implement dealer, it af- 
fords him just the opportunity he 
is looking for, to display and dem- 
onstrate his equipment. 

In order to bring in as many 
farmers as possible, the store adver- 
tising can tell the story and invite 
everyone interested to come and 
look over the various lines, see them 
demonstrated and learn about the 
practical value to the user. 

Good display windows, if large 
enough, can be utilized, as well as 
a prominent place on the display 
floor. Outside demonstrations of 
implements in motion or action al- 
ways draw attention and bring pros- 
pects to the dealer. 

Personal letters and phone calls to 
all prospects tend to promote good 
feeling and often result in sales 
after a demonstration has been ob- 
served, and, by the way, orders for 
future delivery can sometimes be 
secured from a prospect at the time 
of a demonstration. 

A real, live prospect is worthy of 
a personal call at the farm, even if 
road conditions aren’t of the best 
at this time of the year. Many a 
good sale has been fostered in this 
manner for this personal touch, on 
the stage of action, is invaluable. 


And now you hardware folks who 
do NOT go in for implements in a 
large way are wondering just how 
this thing applies to your particular 
end of this farm trade proposition. 

Do you realize that you are per- 
forming a very important service to 
these farmer customers in being able 
to supply them with the necessary 
repair and replacement items which 
are constantly in demand, in keep- 
ing farm machinery up to par. 

Plows, harrows, tractors, gasoline 
engines, wagons, trucks, harness, 
rigging—where does he turn when 
one of these items needs a new part, 
and what do you suppose he would 
do if he cvuldn’t get it anywhere in 
town? 

Talk about catalog house compe- 
tition. Do you think he can send out 
to one of them for this repair hard- 
ware? 

Not one chance in a hundred. 

The thing is needed at once, and if 
you are prepared to cooperate with 
him, in the course of a year’s busi- 
ness, you will write off a substan- 
tial profit from this very line. 

This is where every hardware 
dealer enters the discussion, no mat- 
ter how large or how small his store, 
as long as his business brings him 
in contact with farmers. 

Many farmers are today equip- 
ping a little workshop of small size 
but practical nature, and for them 
there is the vise, anvil, forge and 
blower, drill machine and the whole 
gamut of tools. 

‘Hardware folks, don’t you see 
what all this means, at this season 
of the year? 

Farmer cooperation brings in- 
creased business. 

Increased business brings added 
profits. 

Will you lend a hand? 

Promptness, accuracy and cour- 
tesy are three important essentials 
in attending to outside mail orders 
for special repair parts. Everyone 
of these orders can bring its profit 
to your store, and you can doubtless 
hold this type of repair business to 
a cash basis. 
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W. F. Mueller, 


president 


ETHODS of improving retail merchandising 
M practices was the theme of the Twenty- 

eighth Annual Convention of the Iowa Retail 
Hardware Association, held at Des Moines, Iowa, 
Feb. 9 to 12. The various sessions, held at the Hotel 
Savery, were well attended and much interest was 
manifested in the topics under discussion. 

A feature of the convention was the manufacturers 
and wholesalers exhibit held at the Des Moines 
Coliseum, and the numerous booths featured a wide 
variety of products. Practically every available foot 
of space in the Coliseum was occupied by exhibitors 
and much interest was evidenced in the displays. 

W. F. Mueller, of Fort Dodge, was re-elected presi- 
dent. Others officers are as follows: Albert Bojens, 
Atlantic, vice-president; A. R. Sale, Mason City, 
secretary and treasurer. The directors are T. A. 
Nichols, Burlington; G. B. Healey, Dubuque; Frank 
Salboch, Jr., Tama; C. T. Gadd, Des Moines; Albert 
Bojens, Atlantic, and C. B. Hill, Spring Lake. 


Aims of National Association 


Following the question box discussion, which 
aroused considerable interest among members, Her- 
bert P. Sheets, secretary of the National Retail 
Hardware Association, Indianapolis, addressed the 
convention on the aims and accomplishments of the 
National Association. 

“It was about a year ago when the association 
first began to seriously consider the rapid expansion 
of instalment selling and its economic possibilities,” 
said Mr. Sheets. 

“At that time the Save the Surface Campaign which 
for five years had the excellent work in promoting 
the use of paint and varnish, announced a program 
for painting on the instalment plan. 

“We objected to this instalment plan for painting 
for three reasons: 

“That its project served no public demand; that 
the finance charge of 9 per cent equaled an interest 
rate of 221% per cent and placed an excessive expense 
burden on the property owner, and that the form of 
contract made the credit of any painter safe for the 
direct selling manufacturer and was therefore detri- 
mental to the interests of dealers. 

“The effectiveness of our opposition is evidenced 
by the fact that in September the instalment plan 
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for painting was officially interred by the Save the 
Surface Campaign. 

“As we gave more intimate study to the general 
aspects of instalment selling we became convinced 
that its rapid expansion is a matter of serious import 
to all business men and our campaign broadened into 
an educational effort to bring to the attention of 
our member and all others whom we might reach, 
the dangerous features incident to the unlimited ex- 
pansion of instalment selling, and we have had the 
satisfaction of seeing a wave of interest sweep the 
country, with leading bankers, business men and other 
economic students sounding the note of caution. 


What Is Profit? 


“When our National Congress met in Chicago in 
1922 the discussion of one of the sessions focused on 
‘What Is Profit?’, special attention being directed to 
the fact that the public usually thinks of the retailer’s 
profit as the difference between his buying and selling 
prices. Manufacturers and wholesalers were charged 
with some responsibility for this misconception, be- 
cause of their proneness to advertise dealer profits of 
50 per cent, 66 2/3 per cent, when such figures really 
represented a margin of 33 1/3 or 50 per cent. 

“It was suggested, however, that the trouble really 
had its genesis in the erroneous theory of business 
profits presented in the arithmetics used in our public 
schools. 

“Two people were assigned the task of making a 
complete study of arithmetics and revising all the in- 
correct problems. Of the 110 books canvassed it was 
found that 96 had faulty problems, and after months 
of work, detailed reports were made to 26 publishers 
covering a total of 4500 corrected examples. 

“Some of the publishers have already made the 
recommended revisions; others are having some diffi- 
culty in getting their authors to accept our views, 
and still others say that professional accountants are 
not quite ready to abandon the use of terms with 
which they have been long familiar. 

“In the organization of the Hardware Council, last 
September, we have the culmination of several years 
of effort by our organization to bring together the 
various branches of the hardware trade to study 
problems of common interest and to eliminate pos- 
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sible wastes and evils which may have crept into 
hardware distribution. 

“In the Council we for the first time have the three 
branches of the trade working together with common 
objectives, all intent upon giving to hardware dis- 
tribution the highest degree of efficiency. It is re- 
alized that of all the modern methods of getting mer- 
chandise to the consumer the fittest will survive, and 
that it is the job of hardware distributors to make 
the established method the fittest so that it may hold 
its place against any and all others. 

“In the Retailers’ National Council the hardware 
association has found another way to serve its mem- 
bers. Until less than three years ago the various 
organized groups of retailers know little about each 
other’s problems, and one was critical of rather than 
helpful to the other. 

“The great expansion of production following the 
war not only added to the burden of distribution, but 
tended to increase criticism of its supposed ineffi- 
ciency, so that distribution is now recognized to be 
one of our most important economic problems. 

“So active has become the public interest in the sub- 
ject that the Chamber of Commerce of the United 


‘States called a National Conference on Distribution 


early in January, 1925. Out of this conference came 
the appointment of six major committees, each with 
a number of sub-committees, to study and report on 
the factors of chief concern. 

“One of the conclusions resulting from this study 
of distribution was that retailers are responsible for 
only 75 per cent of retail costs, the other 25 per cent 
resulting from consumer demand and competitive 
conditions for which retailers are not responsible. 

“The past year’s simplification schedule of outstand- 
ing importance to the retail hardware trade was the 
reduction of paint and varnish brushes from 480 sizes 
to 139, tacks from 426 to 185 sizes, and shovel.items 
from 223 to 127.” 


Iowa and the St. Lawrence Canal 


A discussion of what the St. Lawrence Ship Chan- 
nel means to the State of Iowa in an economic way 
was a feature of the address by Hugh J. Hughes, of 
Washington, D. C. Mr. Hughes’ remarks were fol- 
lowed by an animated discussion in which a large 
number of members participated. 


Electrified Hardware 


The opportunities for profit that exist in the sale 
of “Electrified Hardware” was the subject of an in- 
structive address by F. B. Chouinard, of the Dover 
Manufacturing Co., Dover Ohio. Mr. Chouinard said: 

“What is electrified hardware? It is any hardware 
article which has become equipped for operation by 
electricity. Every such article in use eliminates the 
corresponding non-electric article. The electric iron 
is the successor to the sad iron, the electric toaster 
to the toasting rack and fork, the electric percolator 
to the coffee pot, the electric suction cleanser to the 
carpet sweeper, the electric range to the various types 
of cook stoves, and so on through the entire list. 
They are electrified, but are they still hardware? The 
answer depends upon you. It should be a very em- 
phatic ‘yes,’ unless you desire to part company with 
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the important part of the business which your prede- 
cessors have so carefully and painstakingly developed 
for you. 

“Here is what is said by a nationally known speaker 
and authority of the subject of electrical merchan- 
dise, Frank E. Watts, in a statement published Dec. 
9, as follows: 

“The word ‘electric’ no longer has any mystery when 
applied to an appliance. When the electric iron, the 
first of the many electrical appliances, was put on the 


market, electricity was not used in the home except 
for lighting. 

“Here was a new appliance of electricity in the per- 
formance of one of the most tiresome of household duties. 
It was thought that a special knowledge of electricity 
was unnecessary to sell it—perhaps it was then. 

The early electric irons were far from perfect, and 
required frequent servicing. Today, however, the electric 
iron as made by reputable manufacturers requires but 
little servicing and has become a staple commodity. In 
fact, there is today no longer any mystery about it. In 
fact there is today no mystery in the mind of the public 
about most household electric appliances.” 


Gunn Discusses Insurance 


“The average life of a merchant today in the United 
States is about seven years,” John A. Gunn, president 
of the Employers’ Mutual Casualty Co., Des Moines, 
told the convention. ‘In other words,” said Mr. Gunn, 
“every seven years a new crop of merchants appear 
upon the scene to take the place of those who have 
failed, sold out, or otherwise retired from business. 
This may be news to the farmers who think that they 
are the ones who need sympathy and not the merchant. 

“Some statistician has figured out that the average 
profit for a hardware store, taking into consideration 
those who fail, those who sell out and those who gain, 
is something less than two per cent. In other words, 
there is only two per cent profit in the hardware busi- 
ness. If business is carried on on that close a mar- 
gin, every item of cost that can be stricken out or 
reduced is worth while considering.” 


President’s Address 


The activities of the association during the past 
year were reviewed at length by President W. F. 
Mueller of Fort Dodge, Iowa. President Mueller also 
pointed out the lessons to be derived from the ad- 
dresses of the various speakers, who addressed the 
convention on paint and general installment selling, 
the small orders problem, chain store competition and 
guarantees. He also urged that members visit the 
exhibition and wherever possible place orders for 
merchandise. 

Merchant’s Obligation 


The “Hardware Merchant’s Obligation” was the 
subject of an inspiring talk by Herbert P. Sheets, in 
which he brought out the thought that in this day 
and age the aim or question should be “not so much 
what we receive but what we give,” and referred to 
the Great Master who first taught us that it is “More 
Blessed to Give than to Receive.” He stated that in 
the course of civilization it has become necessary 
for different men to specialize in different things, in- 
stead of being “Jack of all trades.” He stated that 
the mail order houses, chain stores, etc., all had their 
place which they have made for themselves and must 
be met. In this day and generation everybody is 
thinking of human wants and the best way to supply 
those wants is only a question of “The survival of tne 
fittest.” We must lend every effort to make our system 
the fittest so that it may survive. 
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Oregon Dealers Condemn Time 
Payment Selling | 


Traveling Salesman’s Place—House to House Peddling Termed 
“Pioneer” —E. P. Lewis Re-elected President of 


Portland Convention 


economically unsound, characterization of the 

traveling salesman as a “pest,” of the house- 
to-house peddler as “a pioneer who is developing 
new markets,” and the reelection of E. P. Lewis, 
Marshfield, Ore., as president, were the chief fea- 
tures of the twentieth annual convention of the Ore- 
gon Retail Hardware & Implement Dealers’ Asso- 
ciation, Feb. 2 to 4, at the Multnomah Hotel, Port- 
land. About 125 retailers attended the sessions, 
over which Mr. Lewis presided. 

The principal speaker at the opening session was 
Dr. W. J. Hindley, educational and executive director 
of the Washington State Retailers’ Association, Se- 
attle, Wash. Dr. Hindley, while conceding that 
there is a tendency today “to overdo the installment 
method of selling,’’ nevertheless stated that in his 
opinion it was a safer and more satisfactory method 
than the old-fashioned credit system. He said that 
the present American standard of living has been 
made possible, in large measure, by reason of in- 
stallment selling. As a way to minimize the abuses 
of this method, he urged that all conditional sales 
contracts be registered at his county register’s office 
by the merchant making the sale. 


House-to-House Peddler Defended 


Dr. Hindley characterized the house-to-house 
peddler as “a pioneer who is developing new mar- 
kets.” He said that he had very little sympathy with 
retail merchants who desire to stop what they term 
the menace of the house-to-house canvasser by leg- 
islation. 

“One of the most serious developments in the 
United States since the German War,” he said, “is 
the assumption that seems to exist, particularly 
among business men, that all kinds of trouble can be 
cured over night by the simple expedient of passing 
a law. If this continues,” he declared, “American 
business will lose the greatest asset it ever had, the 
one thing above all others that has made this coun- 
try the outstanding example of commercial civiliza- 
tion in history, namely the self-reliance and self- 
sufficiency of the American business man. 

“But aside from that,’ Dr. Hindley said, “the 
house-to-house canvasser has obtained business 
which, in most instances, the local merchant didn’t 
know existed. In many cases the peddler has ob- 
tained business which the local merchant didn’t have, 
and perhaps, couldn’t get. The peddler going from 
house to house has developed a new market. He 
has gone out and sold, while the merchant has stood 
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still and waited for people to come to buy. There 
are thousands of people all over this country today 
who own vacuum cleaners, electric washers, electric 
irons, stoves, ranges, silk hosiery and innumerable 
other things which they wouldn’t have if they had 
waited for their local merchants to sell these things 
to them. The peddler has developed bigger markets, 
he has shown the retailers of this country how they 
ought to sell. Unless retailers compete on the same 
terms the peddlers will out sell the local merchants 
in their own towns and will continue to take more 
and more business away from the retail store.” 

Dr. Hindley also spoke about the debt of the 
West to the East. He said that all that exists in the 
West today originally came out of the East, that the 
West must continue to look to the East for people, 
money, industrial development, cultural inspiration 
and similar things. 

Orno Dale Strong, editor of the New West Trade, 
Spokane, Wash., declared that America has gone auto 
mad, and that Americans are showing signs of a 
dangerous tendency to live beyond their incomes by 
too much self indulgence and too little hard work. 


Too Many Salesmen 


A. L. Jameson, McMinnville, Ore., characterized 
the traveling salesman as a “pest.” He said that 
he objects to giving 50 to 90 per cent of his work- 
ing time to talking with traveling men. He said that 
there are too many traveling salesmen calling on the 
trade. That, he said, is one of the reasons for the 
high cost of distribution. In the end, he said, the 
retailer and the retailer’s customers have to pay. 
There is no necessity, he declared, for a jobber to 
send two salesmen a week to call on any retailer. 

Mr. Jameson urged retailers to get “the extra 
nickel wherever possible on small items.’”’ He urged 
selling for 25c. instead of 20c. if possible, “as it 
means a big difference on your profit at the end of 
the year.” 

He also warned against over-buying. “Don’t let 
the traveling salesman oversell you,” he said. “He 
can only sell goods to his friends, his enemies won’t 
buy from him, so be careful about letting him get 
too friendly. The function of the jobber is to be the 
warehouse man for the retailer. Let him carry the 
stock. It will increase your turnover and profit and 
cut down on your overhead.” 


Beatty Condemns Installment Selling 


Hobert R. Beatty, Clinton, Ill., vice-president of 
the National Retail Hardware Association, in his ad- 
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dress before the convention Feb. 3, spoke at length 
on the work of the national organization. He said 
that he believed that the next ten years will see a 
number of hardware firms go out of business, that 
there will be fewer hardware men in 1936 than there 
are today, but that they will be better merchants, en- 
joying a larger volume of business and a better 
profit. 

Mr. Beatty strongly condemned the present use of 
installment selling. He said it increases the cost of 
merchandise to the consumer and increases the mer- 
chant’s cost of doing business. He stated that the 
National Retail Hardware Association is opposed to 
installment selling because it believes it to be eco- 
nomically unsound. 

Mr. Beatty told a number of stories to illustrate his 
point and went into detail about the experience of 
the National at the time paint manufacturers pro- 
posed to increase paint sales by installment selling. 


Time Payment Has Its Place 


E. P. Lewis, president of the Oregon association, 
also condemned installment selling. He said that as 
a theory and for certain things, such as productive 
farm machinery, articles of necessity, etc., the plan 
is sound, but that when it induces men to over buy 
and to mortgage their futures, it is a menace. He 
said that it would take too long to educate the buying 
public about proper installment buying and that it is 
now time for merchants to call a halt. 

G. H. Young, sales manager, Marshall-Wells Co., 
Portland, Ore., defended the manufacturer-to-jobber- 
to-retailer-to-consumer method of distribution, and 
said that it is impossible to get a long margin of 
gross profit today, but that most stores should and 
could increase their stock turns. 

Charles M. Stewart, vice-president, Northwestern 
National Bank, Portland, said that 1925 was a banner 
year for industrial production, and that as far as he 
could see there is no reason to expect 1926 to be any 


better. 


John Knight, president of the Oregon Collectors’ 
Association, urged merchants to seek advice from 
their local collection agencies before granting credit 
to new customers. He criticised the inefficient 
methods of doing business which, he said, is all too 
common among the smaller retailers. 

J. H. Kane, an electrical inspector for the city of 
Portland, told about the reduction of fire losses in 
the “City of Roses” since the inspection of electric 
appliances became a city ordinance in 1922. This 
ordinance requires all merchants handling electrical 
appliances to pay a license fee of $5 and to allow 
their stock to be inspected. All electrical appliances 
sold in Portland have to conform to the electric ap- 
pliance specifications laid down by the National 
Board of Fire Underwriters, which organization 
maintains laboratories in New York, Chicago, San 
Francisco and Pittsburgh, where it inspects for a 
nominal fee the appliances of any manufacturer to 
determine the safety of the appliances. 


Resolutions Condemn Installment Selling 


Resolutions adopted condemned installment sell- 
ing, urged support of better Tarming week, March 
15, commended the National Retail Hardware Asso- 
ciation on its stand opposing installment selling, and 
for a revision of school arithmetic books and similar 
activities. Manufacturers of farm equipment and 
implements were urged to use better identification 
marks on their products. 

The election of officers resulted as follows: E. P. 
Lewis, Marshfield, Ore., reelected president; G. O. 
Knowles, Cottage Grove, was reelected vice-presi- 
dent, and E. E. Lucas, Spokane, Wash., was reelected 
secretary-treasurer. 

The following four members were elected to the 
executive. committee: J. M. Lakin, Paineville; A. L. 
Jameson, McMinnville; W. W. Ekblad, Marshfield ; 


E. L. Sheehy, Portland. 
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‘Glorified Peddler’? Discussed 
By North Dakota Retailers 


P. N. Allen, Jamestown, Elected President at Meeting of North 
Dakota Retail Hardware Association at Fargo 


closed its three-day convention at Fargo, 

Feb. 12 after electing Paul N. Allen, of James- 
town, president. The vote was unanimous. Other 
officers elected were D. R. Jacobson, Minot, first vice- 
president; A. J. Cole, Lisbon, second vice-president; 
E. L. Garden, Souris, retiring president, was named 
treasurer. John I. Roving, Mandan; A. D. Snell, 
Devils Lake, and J. J. Schindele, 


[ce North Dakota Retail Hardware Association 


by President Garden, who then made the annual 
address. After that followed the invocation and 
singing, and then came an address by William C. 
Green, of Fargo, who took the theme of “What we 
wish to be, what it should be, what it is capable of 
becoming, if we, its citizens, have a vision of what 
North Dakota should become.” He urged the hard- 
ware men to back the Greater North Dakota Associa- 
tion. 

Curtis M. Johnson of Rush City, 





Tolna, were elected to the board of 
directors. C. N. Barnes, of Grand 
Forks, secretary of the association, 
and Paul N. Allen, new president, 
were named as delegates to the na- 
tional association, D. R. Jacobson, 
Minot, and A. J. Cole, Lisbon, being 
named as alternates. 

As a result of amendments to the 
by-laws of the association, President 
Allen will serve one year instead of 
two, and provision was made also for 
two alternates to the president and 
secretary to serve as delegates to 
the national meeting in case the two 
officers cannot attend. 

The convention took a fling at the 
itinerant peddler when it passed a 
resolution authorizing the carrying 
on of a vigorous campaign to rid 








Minn., talked on the subject of “The 
Road to Happiness.” “Politics,” 
said Mr. Johnson, “is not the sign- 
board on the road to happiness. We 
must forget about politics, about 
making new laws every time we 
think something should be changed 
and adapt ourselves to the charac- 
teristics of the country, which is 
known throughout the world as a 
country where happiness is given 
to its people.” 

Mr. Johnson said the radio busi- 
ness is the best accessory line any 
hardware dealer can now add to his 
business. He talked on the value of 
cost knowledge in business and 
showed various methods of figuring 
costs and profits. 








the state of the traveling men. It 
was pointed out that the peddlers 


the hardware dealer, and in addition 

to these advantages, employ unin- 

telligent methods of getting their goods into the 
housewives’ hands. 

The dealers were told that passing laws or resolu- 
tions alone would not beat the peddler, but that the 
dealers must beat him at his own game by convincing 
the housewife that she can get the most for her dollar 
from the dealer whom she knows and who will stand 
behind his wares, instead of from the peddler who 
is here today and gone in the evening. 

Another resolution passed urged all members of the 
association to get behind the Great Lakes-St. Law- 
rence waterway project; still another expressed regret 
at the death of Hubert Harrington of Fargo, N. D. 

More than 175 members attended the meeting. 
Wednesday morning was spent reviewing exhibits in 
the auditorium, and early afternoon was passed in 


registration. 
The business session was called to order at 2 o’clock 


C. N. Barnes, reelected secretary 


pay no tax, have not the overhead of of the North Dakota Retail 
Hardware Association 


Text Book Revision 


Efforts of the National Hardware 
Association to cause a revision of 
arithmetic textbooks to aid in bring- 
ing about a proper conception of what profits 
consist of, was described by S. R. Miles, 
manager of the state management service of 
the association. He declared that arithmetic 
problems are so worded that the pupil draws 
the conclusion that the difference between the 
original cost of an article and the selling price 
is all profit. 

Exhibitors in general expressed themselves as well 
pleased with the convention and about 30 per cent 
of them contracted for space for 1927. About 150 
exhibitors were present. 

The large attendance this year shows the renewal 
of confidence and the return of better business. 
Stock purchases were unusually good and the dealers 
in general are preparing for an increased business. 
The association at this time has 462 members out 
of a total of 500 dealers in the state. 
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F. H. Mclsaac 
Heads Kirk-Latty 


Treasurer Is Elected President to 
Succeed Samuel D. Latty, 
Deceased 


Fred H. Mclsaac has been elected 
president of the Kirk-Latty Mfg. Co., 
manufacturer of bolts, nuts and rivets, 
Cleveland, Ohio, to succeed the late 
Samuel D. Latty. He retains the posi- 
tion of treasurer of the company, which 
he has held a number of years. He 
was born in Detroit, Mich., in 1884. 
Twenty-five years ago, or in 1901, Mr. 
MclIsaac entered the employ of the 
Kirk-Latty Mfg. Co. as an office boy. 
He worked up through various clerical 
positions, both in the factory and the 
office, and in 1909 was made office man- 
ager. About 1910 he became assistant 
treasurer, and about two years later 
treasurer of the company. Since 1916 
he has been active in the executive end 
of all branches of the business. 

He gained a wide business experience 
through his long association with Mr. 
Latty, under whose direction a large 
business was built up from a small 
beginning. Mr. Mclsaac is vice-presi- 
dent of the American Hardware Man- 
ufacturers Association, and has a wide 
acquaintance with jobbers and manu- 
facturers, owing to his activity in con- 
vention work in that and other associa- 
tions. Other associations of which he 
is a member are: American Iron, Steel 
and Heavy Hardware Association, Na- 
tional Association of Farm Equipment 
Manufacturers, National and Southern 
Supply & Machinery Dealers Associa- 
tions, National and Southern Associa- 
tions of Stove Manufacturers, Nationa! 
and Southern Hardware Jobbers Asso- 
ciations. 


——_——__ -_—__—— 


W. A. Ives Mfg. Co. 
Expands Business 


The W. A. Ives Mfg. Co., Wallingford, 
Conn., has recently added a number of 
new items to its “Mephisto” line of tools 
and has also reopened, at 36 Murray 
Street, New York City, its Export De- 
partment, which has been practically 
closed since the war. 

At the present time the company has 
extensive plans afoot for the further 
expansion of its business. In connec- 
tion with its railroad department the 
company has established what is known 
as a supply department and has com- 
pleted arrangements with twenty-one 
supply houses in the United States to 
sell and represent “Mephisto” pneu- 
matic chisels, chisel blanks, star drills 
(both hand and pneumatic), drift pins, 
etc. 

The new items added to the firm’s 
hardware department include glass cut- 
ters, hack saw frames and blades, star 
drills, compass saws and blades, metal 
cutting compass saw blades, feeler bits 
and wood drills for wood and steel. 

In order to provide adequate facilities 
for its rapidly expanding business plans 
are being made to utilize its full fac- 
tory equipment and to employ a full 
complement of workers aggregating 
126 men, in contrast to the year 1925, 
when only 78 men were employed. 
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E. J. McAleer, Sr., the new president 
of the Hardware Merchants and Manu- 
facturers Association of Philadelphia, 
who acted as toastmaster at the annual 
banquet of that organization, held Feb. 
4 in the Bellevue-Stratford Hotel. A 
complete report of this banquet was 
published in the Feb. 11 issue of Harp- 
WARE AGE. 


_--— - 


Capt. W. W. Woodruff, 
Veteran Hardware Man, Dead 


Captain William W. Woodruff, 
founder of the Woodruff Hardware 
Co., Knoxville, Tenn., in 1865, died at 
his home in that city recently, follow- 
ing several months of failing health, 
at the age of 86 years. 

Born in Bardstown, Ky., he went to 
Louisville in his early youth, where he 
enlisted in the Union Army, serving 
with distinction until the close of the 
Civil War, in 1865, when he organized 
the Woodruff Hardware Co., at Knox- 
ville, which has become widely known 
throughout the trade area of Knoxville. 





Logan-Gregg Hardware Co., 
Distributors, Mansfield Tires 


The Logan-Gregg Hardware Co., 
Ninth Street, Pittsburgh, has become 
main distributor in the Pittsburgh dis- 
trict of Mansfield tires, manufactured 
by the Mansfield Tire & Rubber Co., 
Mansfield, Ohio. This line is dis- 
tributed extensively through the hard- 
ware trade, which explains the decision 
of the Logan-Gregg Co., to change over 
from another make of tires it had 
handled for 15 years. 


Aluminum Goods Mfg. Co. 
Gives $100,000 Bonus 


The Aluminum Goods Mfg. Co., 
Manitowoc, Wis., has distributed a 
bonus of $100,000 among the employees 
of its three Manitowoc and Two Rivers 
plants. 

The bonus was based upon 3 per cent 
of the annual earnings of those workers 
in the company’s employ for one year 
or more. This was in addition to a 
Christmas present of two days’ pay for 
each employee, which amounted to more 
than $30,000. 
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Carnegie Steel to 


Have Houston Depot 


oe 


Plans Completed for Big Ware- 
house from Which to Supply 
Southwest 


The Carnegie Steel Co. has completed 
plans for the establishment of a ware- 
housing and fabricating plant at Hous- 
ton, Tex. All legal formalities in con- 
nection with the transaction of business 
in that state have been complied with, 
and a tract of 100 acres has been pur- 
chased on the north side of the ship 
channel at Houston. The site is a por- 
tion of what is known as the Ruby- 
Colby tract, being located below the 
Turning Basin, and lying between prop- 
erty of the Humble Oil Co. and that 
of the Southern Pacific, Morgan Line, 
where new docks for that steamship 
company are being constructed. 

The sales organization will be ex- 
panded to cover this vast territory, 
while the warehouse and fabricating 
organization will be operated along 
lines similar to the already established 
warehouses of the company in Pitts- 
burgh, Baltimore, Boston, Newark, N. 
J., and Cleveland. 





Reading Hardware Co. 
Sold to N. Y. Firm 


The Reading Hardware Co., Reading, 
Pa., one of the largest in the country, 
manufacturing locks and other builders’ 
hardware, was sold Feb. 16 to the Pub- 
lic Industries Corporation, New York, 
for $3,900,000. The transfer takes place 
late this month. 

George D. Horst is president of the 
Reading company, which employs about 
1000 men. The plant, which has been 
greatly enlarged and modernized in re- 
cent years, was established sixty years 
ago. One of the conditions of the sale 
was that the plant should remain in 
Reading, and business conducted from 
that city. 


R. F. Proctor Buys 
‘Northern New York Store 


Reynolds F. Proctor, of the Bradley 
Hardware Co., Watertown, N. Y., has 
purchased the store and business of the 
Watson Hardware Co., Evans Mills, 
N. Y. Plans are-under way for a thor- 
ough rejuvenation and redecoration of 
the store. 





Taylor Instrument Companies 
Celebrating 75th Anniversary 


The Taylor Instrument Companies, 
Rochester, N. Y., is celebrating this 
year its seventy-fifth anniversary. 

In connection with this announce- 
ment it is interesting to note that the 
company has incorporated in its 1926 
catalog a brief history of the organi- 
zation, including an inventory taken 74 
years ago showing a total of $919, of 
which $600 was “Good-Will,” or 
“Knowledge of the Business,” making 
the actual inventory of physical assets 
at that time $319. 

From this small beginning the com- 
pany has enjoyed a steady and pros- 
perous growth. 
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Burhans & Black, Inc., Acquired 
by Fred C. Hawes and W. C. McClasky 


Modest Business, Established in 1874, Reaches Capitalization of 
$1,000,000. Old Employees to Be Retained 


In 1874 H. N. 


Burhans, after carefully surveying numerous cities 


of New York State, selected Syracuse as the location for a modest 
hardware business which was destined to grow into a huge corporation, 


capitalized at more than $1,000,000. 


One year after the establishment of 
his hardware store in East Genesee 
Street, Mr. Burhans merged with the 
Black Hardware Company and the new 
organization took the name of Bur- 
hans, Black & Company. In 1876 the 
already fast growing business moved 
to a new location in a building which 
then stood at Salina and Fayette 


Streets, on the present site of the Mc-. 


Carthy Building. 

Another move was made in 1885, 
when the company took its present 
quarters at 136 North Salina Street. 
It is interesting to note that there had 
been a hardware store in this building 
from 1846 until the date that Burhans, 
Black & Company acquired it. 


Founders Die 


Upon the death of Col. H. N. Bur- 
hans and the serious illness of Mr. 
Black, the business went into the hands 
of descendants of the two original 
partners. A few years later the Black 
interests were purchased by the Bur- 
hans family members and several em- 
ployees of the company. 

In the meantime the company had 
been growing rapidly. Some idea of 
the rapid expansion can be had from 
comparative sales figures which show 
a gross business of $150,000 in 1885, 
and more than $2,000,000 in 1924. 

The company was incorporated early 
in 1890 under the name of Burhans 
and Black, Inc. For nearly 40 years 
the business was under the direction of 
the officers who retired last week, when 
they sold the company to new interests 
headed by Fred C. Hawes of Ithaca, 


and William C. McClasky, for many | 


years prominent in hardware business. 


“Canvasser Business on the 
Decline,” Says Dr. Alfred 
P. Haake 


Dr. Alfred P. Haake, known to 


a 


country. 
five full stories of the building at 138 
North Salina Street and there are — 





The members of the old firm who 


have just retired are as follows: O. | 


D. Burhans, president; E. A. Hunt, 
vice-president; O. D. Blanchard, second 
vice-president; H. N. Burhans, secre- 
tary, and W. W. Plumb, treasurer. 


Accomplish Much 


The above men accomplished much 
during the many years they were in 
control of the company. 


They devel- | 


February 25, 1926 
T. D. McLean, Inc., Expands 


Activities 

The firm of T. D. McLean, Ine., 
_manufacturers’ representatives, Seat- 
tle, Wash., announces the incorporation 
of its business and its removal to 
larger and more commodious quarters. 
| The company has leased 4000 square 
feet at 1103 Post Street, convenient to 
'Seattle’s business district, and will de- 
vote 1500 square feet to sample dis- 
plays. Plans are being made to in- 
/crease the scope of the organization’s 


_| service, and a sample room and office 


have been added at Portland in the 





oped the wholesale business of the or- | 
ganization to the extent that 15 trav- | 


eling salesmen were required to cover 
their trade in the Eastern part of the 
The business now requires 


more than 100 people on the payroll. 
It is interesting to note that the retail 
store is 300 feet long, making it next 
to the longest hardware store in the 
country, there being one of 311 feet 


in a Western city. 


In addition to the buildings on Sa- 
lina Street, the company owns a large 


fireproof warehouse at Pearl and Wa- Seller & Co., Portland, Ore., and son 


ter Streets. 
Some weeks ago it was announced 


| that negotiations were under way for 


} 
} 


the sale of Burhans & Black. Last 


week the negotiations were completed 
and the former owners have turned 
the business over to the purchasers. 
All of the former owners have retired, 
but included among the new stock- 


holders are several old employees. Sev- 


eral life-long Syracusans are on the 
board of directors of the new company 
which retains the old name and is 
capitalized at more than $1,000,000. 


a ee — 


ume through canvassers and the cor- 


responding increase now enjoyed by 
stores on comparable or similar mer- 


_chandise. 


wholesalers and retailers throughout 


the country, authoritatively states that 
the house-to-house canvasser business 
is on the decline. 

He attributes the fall-off in business 
first—to the aggressive, intelligent 
manner in which manufacturers and 
the wholesale and retail trade are co- 
operating to encourage people to buy 
at the store. 

Second—to an awakening on the 
part of the public to a realization that 
they can buy to advantage at the re- 


Speaking at Cleveland, Dr. Haake 
urges retailers to keep up the good 
work—go after the business more ag- 
gressively, recommending particularly 


| the more prominent display of those 

















tail store—and that there is no ad-| 


vantage in patronizing the canvassers. 

Dr. Haake states also that over-ag- 
gressiveness on the part of the alarmed 
peddler has reached a point where 


women are becoming annoyed and their | 


resistance undoubtedly largely explains 
the real reason for the fall-off in vol- 


| 


' 


lines on which the canvasser yet en- 
joys a large sale—such as household 
brushes, silk hosiery, etc. 


Osborn Shows 100% Increase 


Osborn Household Brushes, sold ex- 
clusively through retail stores, increased 
slightly more than 100 per cent in Jan- 
uary, compared with sales during the 
corresponding month a year ago. 

This report substantiates the state- 
ment recently made by Dr. Alfred P. 
Haake, “That the canvasser is on the 


_down grade fighting a defensive fight 


—while business on similar goods sold 
over the retail counters shows a 
marked increase.” 








Auto Terminal Bldg. 


Arrangements were recently con- 
cluded with the A. C. Rulofson Co. to 
handle its steel, wire and staple lines in 
the Seattle district. 

T. D. McLean is president and gen- 
eral manager of the corporation, and 
R. J. English is vice-president and sec- 
retary. 





National Bicycle Week 
May 2-8 


Among the events this spring of in- 
terest to the hardware dealer is “Na- 
tional Bicycle Week,” which will be 
celebrated universally throughout the 
United States during the week of May 
2. It is sponsored by the Cycle Trades 
of America, Inc., 35 Warren Street, 
New York City. 





Fred M. Seller Dead 


Fred M. Seller, vice-president of M. 


of the founder of the institution, died 


recently at his home in that city, fol- 
lowing a short illness. 

Since boyhood Mr. Seller had de- 
voted himself to the business, starting 
at the bottom, selling for many years 
on the road, and later in charge of the 
crockery department, in which he be- 
came an expert. In recent years his 
service has been executive and advis- 
ory. 

In his many years’ connection, Mr. 
Seller has been closely associated with 
P. Lowengard, president and general 
manager of the i ly 

M. Seller & Co. is one of the largest 
housewares, crockery and light hard- 
ware supply firms on the Pacific Coast, 
with large houses in Portland, Seattle 
and Spokane. 


Catalogs and Price Lists 
Requested by Mo. Dealer 


A. Rothgeib, New Lebanon (Pleasant 
Green P. O.), Mo., is adding a line of 
hardware in connection with bis gen- 
eral store and requests catalogs and 
price lists from manufacturers and 
jobbers. 


F. H. Nagle, Now Gen Mgr., 
The Herbrand Co. 











F. H. Nagle, formerly secretary of 
the Herbrand Co., manufacturer of 
wrenches and pliers, Fremont, Ohio, 
has been recently appointed vice-presi- 
dent and general manager of that 





company. 


1, OPE PORE a tee a 


id 
fe ; 
we 
ix 
ae 
Fs 
es 
wy 
ie 
& 
+ 


February 25, 1926 


Wadsworth, Howland 
& Co., Inc., Holds 


Dealer Meeting 





125 Dealers Gather at Boston for 
Occasion 


Wadsworth, Howland & Co., Ine., 
manufacturer of Bay State paints and 
varnishes, 141 Federal Street, Boston, 
Mass., entertained 125 of its dealers on 
the evening of Feb. 15, at the Boston 
Chamber of Commerce. 

Following a dinner, a complete pro- 
gram of merchandising activities for 
1926 was presented in detail by the ex- 
ecutives of the company, all of which 
centered on the one objective—to in- 
crease the dealers’ profits. 

Renshaw Smith, Jr., vice-president 
and general manager of the company, 
presided over the affair, and made the 
opening remarks and outlined in a 
definite manner the policies of the com- 
pany and its future plans. 

George H. Fiel, secretary of the New 
England Hardware Dealers’ Associa- 
tion, spoke briefly regarding effective 
up-to-date merchandising methods and 
his experience in the field, with par- 
ticular reference to the part that paint 
and varnish played in a hardware 
store. 

The dealers in attendance were very 
enthusiastic in their praise of the pro- 
gressive spirit of cooperation being 
shown them by the company. 


New Trenton Plant 


of the J. H. Balmer Co. 


Increasing business has necessitated 
additional facilities for manufacturing 
and shipping J. H. Balmer Co.’s China- 
wyte “Easy-Set” bathroom fixtures. A 
new building has recently been con- 
structed at 105 Mulberry Street, Tren- 
ton, N. J., and beginning Feb. 1 ship- 
ments will be made from this plant, 
with the exception of the metropolitan 
district, which will be supplied, as here- 
tofore, from the Newark office. 

All purchasing and matters pertain- 
ing to distribution will be taken care of 
at the Trenton plant, where William 
Bohan, secretary of the company, is 
now permanently located. 

The executive offices of the J. H. 
Balmer Company will remain in New- 
ark. The new Trenton plant indicates 
no change in operation, but is merely 
suggestive of the growth in the busi- 
ness of this concern. 





Two Oklahoma Stores 
Consolidate 


The Creegan Hardware Co., Hen- 
ryetta, Okla., announces that it has 
consolidated its stock with that of the 
Brigance Hardware Co., Okmulgee, 
Okla. The firm will hereafter be known 
as the Creegan Hardware Co., with 
headquarters at Okmulgee. 

The firm is desirous of securing lit- 
erature, price lists and catalogs from 
manufacturers of refrigerators and 
enamelware. 
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New Emblem for Clean Up 
and Paint Up Campaign 


A new artistic rendering of the 
“Modern Crusader” emblem, recently 
adopted by the National Clean Up and 
Paint Up Campaign Bureau, 243 West 
Thirty-ninth Street, New York, will be 
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featured in the 1926 campaign material. 
The new design (illustrated herewith) 
shows the head of the “Crusader” with 
the words: “In the Public Service— 
Clean Up and Paint Up—A Modern 
Crusader” emblazoned prominently on 
scrolls across his armor. 

This new rendering of.the “Crusader” 
was adopted because it was found that 
while the original design, mounted on 
a horse, showed up well when printed 
in large sizes, the lettering became dif- 
ficult to read when greatly reduced in 
size. 


H. A. Vision Dies 


Henry A. Vossler, for 15 years asso- 
ciated with the Ott-Heiskell Hardware 
Co., Wheeling, W. Va., as a traveling 
salesman died at his winter home in 
Palm Beach, Fla., Dec. 1. He was born 
in Iowa, but spent most of his life 
in Wheeling. In later years he had 
been engaged in the real estate busi- 
ness in Gary, Ind. 


Clifton McKenna Leaves 
Russell & Erwin 


Clifton McKenna, for more than 
thirty years associated with the Russell 
& Erwin Division, American Hardware 
Corporation, New Britain, Conn., has 
resigned as assistant sales manager, 
effective April 1. He will take a rest 
before engaging in business again. 
The management of the company have 
presented him a white gold watch. 


Daniel Goodnow Dies 


Daniel Goodnow, Goodnow & Wight- 
man, hardware, and a manufacturer of 
hardware as well, died at his home in 
Brighton, Boston, Saturday, Feb. 13, 
following a long illness. Mr. Good- 
now was born in Boston July 9, 1839, 
and after graduating from the public 
schools entered the employ of A. J. 
Wilkinson & Co., hardware merchants. 
After a few years he began the manu- 
facture of hardware specialties, a busi- 
ness which is continued by his grand- 
son, John Maker Goodnow. In addi- 
tion to the factory, he established, with 
Luther H. Wightman, the hardware 
business which bore their names, re- 
tiring from business soon after 1890. 
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Edward B. Pike Dead 





Was President, Pike Mfg. Co. 


Edward B. Pike, president of the 
Pike Mfg. Co., manufacturer of whet- 
stones, Pike, N. H., died at his home 
in that city Feb. 17, following a short 
illness, at the age of 60. 

In 1908 he succeeded his father, the 
late Edwin Burbank Pike, as head of 
the business founded here in 1842. He 
also was president of the National Bank 
of Newbury, Wells River, Vt.; of the 
Cortland Grinding Wheels Corp., Ches- 
ter, Mass., and of the Lake Tarlton Club 
of Pike. He was a director of the 
Eastern States Exposition at Spring- 
field, Mass. 

He was born in 1866 in Salem, 
Mass., but had spent most of his life 
at Pike, entering the employ of the 
Pike Mfg. Co. as salesman in 1886. He 
was a member of the New Hampshire 
House of Representatives in 1903 and 
1904 and served on the staff of former 
Governor Bass as major in 1911 and 
1912. He was a thirty-second degree 
Mason. . 


Butts & Ordway Co. Leases 
New Site 


The Butts & Ordway Co., iron, steel 
and heavy hardware, 33 Purchase Street, 
Boston, Mass., has leased for a term of 
years the property at 40 to 48 Stanhope 
Street, in that city. After extensive 
alterations to the existing building the 
firm plans to move, about July 1. 

In addition to its Purchase Street 
plant the company maintains a ware- 
house in South Boston and a distribut- 
ing station on Brookline Avenue, Back 
Bay. The South Boston and Back Bay 
units will be combined with the main 
plant on Stanhope Street. 

The firm was founded in 1888 by the 
late Frederick H. Butts and Henry C. 
Ordway. Mr. Ordway retired from the 
business about 25 years ago. F. Mar- 
sena Butts is president and general 
manager and Chester C. Butts is treas- 
urer. The company has been in its 
present location some 20 years. 





Conn. Hardware Men Meet 
with President Coolidge 


H. B. Curtis of the Bridgeport Hard- 
ware Company, Bridgeport, Conn., and 
Dudley Harmon, representing the Man- 
ufacturers’ Association of Connecticut, 
were members of a delegation repre- 
senting industrial interests that met 
with President Coolidge at the White 
House on January 11. 

The delegation presented to the Pres- 
ident suggestions for strengthening the 
clauses having to do with protection of 
the public interests against interrup- 
tion of commerce by railroad labor 
troubles. 


Thos. A. Daley 


Buys Kansas Store 


The retail hardware store at Horton, 
Kan., formerly owned and operated by 
W. R. Allaman, has been purchased by 
Thomas A. Daley. The new owner has 
plans for remodeling and adding ad- 
ditional stock. 
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Price Standardization Bill Scheduled for 
Hearing Before House Committee on 
Interstate and Foreign Commerce 


By L. W. Moffett 


(Washington Bureau of HARDWARE AGE) 

TH) Foreign. before the House Committee on Interstate and 

Foreign Commerce on the price standardization bill have 

been definitely promised to Representative M. Clyde Kelly, 
Republican, of Pennsylvania, author of the measure. This pledge 
fur consideration of the bill has come as a source of distinct cheer 
to Mr. Kelly and other supporters of the proposed legislation. No 
definite time for the hearings has been set, but it is expected that 
they will be held in the near future. It was until recently a mat- 
ter of considerable doubt if hearings could be arranged for the pres- 
ent session so that the turn taken has been most gratifying to Mr. 
Kelly. Mr. Kelly told HARDWARE AGE that he will do all he possibly 
can to press the bill before the House and if it passes that branch it 
is known that Senator Capper, in charge of the bill on the Senate 
side, will urge its early enactment by the latter body. Necessarily 
it is not known what success may greet these efforts. 
sidered, however, that real progress has been made in getting the 
promise of hearings before the House Committee. 
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The plan for the hearings, as it hap- 
The referendum also carried a favor- 


pens, was determined upon almost. 
simultaneously with the annoucement | able majority in connection with the 
principle of price standardization in 


by the Chamber of Commerce of the 
United States that the proposed legis- | four of the five questions submitted, 
lation does not have its support. This | another fact that has been reassuring 
announcement was made following a/|to supporters of the proposed legisla- 
referendum vote among members of the | tion. 
Chamber and made clear the Chamber’s The questions submitted by the 
position concerning which there had | Chamber and the vote on each are as 
been some controversy since a referen- | follows: 
dum was taken on the same general 1. Should there be federal legisla- 
subject 7 ope a ppc tangy al tion permitting the seller of identified 
ever, instead of being a matter of dis- | merchandise, sold under competitive 
Taman cseadus te ce —Y a — . oper: 
: ’ sald. IS |name, trade-mark or brand to contro 
necessary to point out that under the | the resale price thereof? 
by-laws of the Chamber a two-thirds’ In favor, 1079; opposed, 911; neces- 
vote is required for its favorable com- sary to carry, 1327. 
mitment. The actual vote showed a : . 
majority in favor of the Kelly-Capper there is to be such legislation, 
bill, the vote belar 2079 in fever and should it take the form of permitting 
9011 sppennd, tho auesmars euaher te contracts for the maintenance of re- 
carry being 1827. So, even under th sale prices on identified merchandise 
- de? ; F © | sold under competitive conditions un- 
two-thirds’ rule, the vote was but 248 tr . Ls 
J, . der a distinguishing name, trade-mark 
short of placing the Chamber on record » 
in favor of the bill. yp nee 16: , 
In this connection, Mr. Kelly pointed 7 nie - oo enacts ieemeadl 
out that the two-thirds’ vote rule was | *“77 a ; , 
3. If there is to be such legislation, 


a handicap and was not consistent f= 
with American policy, though he did would restrictions proposed by a spe- 
cial committee, and included in the re- 


not criticise the Chamber, explaining . 
that he was aware that it was the cencem pamphlet, be proper restric- 
tions? 


Chamber’s purpose before entering 

upon a policy to obtain support that | Im favor, 1060; opposed, 564; neces- 
is as nearly unanimous as possible. It | Sary to carry, 1084. 

was also explained by Mr. Kelly that 4. In addition to such legislation 
if Congress itself, the final arbiter,|should Congress’ enact legislation 
voted proportionately with the vote cast | bringing under the law of unfair com- 
in the referendum the bill would go | petition the cutting of the seller’s de- 
through with flying colors. He is hope- | clared price which results in mis- 
ful that this will prove the case. appropriating or injuring good will at- 








It is con- | 








taching to articles identified as to their 
origin? 

In favor, 875; opposed, 765; neces- 
sary to carry, 1094. 

5. Instead of such legislation, should 
Congress enact legislation bringing 
under the law of unfair competition the 


cutting of the seller’s declared price 


which results in misappropriating or 
injuring good will attached to articles 
identified as to their origin? 

In favor, 223; opposed, 1247; neces- 
sary to carry, 981. 

Claiming that practices which had 
been charged have been discontinued, 
the Federal Trade Commission, upon 
recommendation of its chief counsel, 
has dismissed its complaint against the 
Knife Information Bureau, Fitchburg, 
Mass., and others. The complaint al- 
leged that the respondents combined to 
maintain a fixed uniform price at 
which machine knives, paper mill bars, 
and machine bed plates, manufactured 
by them, were to be sold. It is under- 
stood that upon investigation the ac- 
tivities which the Bureau engaged in 
and met with opposition of the Commis- 
sion proved to be of a minor character, 
and actually did not involve the more 
important issues involved. While the 
Bureau had maintained the legality of 
its work, it is said it agreed upon 
certain terms with the Commission in 
order to dispose of the proceedings. 
George Butterfield, secretary of the 
Bureau, and the following companies 
were named in the Commission’s com- 
plaint: E. C. Atkins & Co., Indian- 
apolis; Bailey & Blendinger Mfg. Co., 
Woburn, Mass.; Dilts Machine Works, 
Fulton, N. Y.; R. J. Dowd Knife 
Works, Beloit, Wis.; A. Hankey & Co., 
Rochdale, Mass.; D. Lovejoy & Son, 
Lowell, Mass.; Mack Tool Co., Roches- 
ter, N. Y.; Ohio Knife Co., Cincinnati; 
Shartle Bros. Machine Co., Middletown, 
Ohio; Simonds Saw & Steel Co., Fitch- 
burg, Mass.; A. A. Simond-Dayton Co., 
Dayton, Ohio; Taylor, Stiles & Co., 
Riegelsville, N. J.; Wapakoneta Ma- 
chine Co., Wapakoneta, Ohio; Worden 
Tool Co., Cleveland; L. & I. J. White 
Co., Buffalo. 

At the same time the complaint 
against the Knife Information Bureau 
was dismissed, the Commission took 
similar action with regard to a like 
complaint against a number of manu- 
facturers of paving joints used to allow 
for contraction and expansion of con- 


crete paving. 
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The rate of 27c. per 100-lb. on woven 
wire fencing in carloads from Fair- 
field, Ala., to Americus, Ga., is not un- 
reasonable or unduly prejudicial, ac- 
cording to a proposed report by Ex- 
aminer Burton Fuller, in which he 
recommends that the Interstate Com- 
merce Commission dismiss the com- 
plaint of the Sheffield Co., wholesale 
and retail hardware dealers, Americus. 
The complaint had charged that the 
rate besides being unreasonable was 
unduly preferential of wholesale hard- 
ware dealers at Macon and Atlanta, 
Ga. Examiner Fuller suggested ad- 
justments under pending cases relating 
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to so-called long-and-short-haul de- 
partures. These cases provide rates 
on special iron, including woven wire 
fencing, from the Birmingham, Ala., 
district, including Fairfield, to Ameri- 
cus, Albany, Dawson, Cordele and 
Hawkinsville, Ga., of 3lc., 32c., 33c., 
34c. and 35c., respectively. 


After proponents of the measure had 
been heard, the House Committee on 
Coinage, Weights and Measures ad- 
journed to a later date hearings at 
which opponents to the metric bill will 
be heard. The latter will include 
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prominent men in industry, such as 
producers of machinery and machine 
tools. Among witnesses who spoke 
briefly before the adjournment were 
C. C. Stutz, of the American Institute 
of Weights and Measures and Samuel 
H. Dale, Boston, former editor of a 
textile journal, who told the committee 
that there is widespread opposition to 
the measure. Mr. Stutz said that all 
but an inconsequential percent of those 
engaged in actual conduct of industry 
and trade are opposed to the bill, and 
read a list of national, State and local 
associations which have gone on record 
against it. 


Retail Store News 

















The information contained in the following items has been compiied from 
sources which we believe to be reliable but has not been verified in all 
instances by ourselves: 

The Clarendon Hill Hardware Co. has been recently estab- 
lished at 220 Holland Street, West Somerville, Mass. 

The Duncan & Goodell Co., 404 Main Street, Worcester, Mass., 
is reported to have plans under consideration for the erection 
of a new and up-to-date hardware store in that city. 

M. C. Foster, Havana, Ark., local hardware and furniture 
merchant, has plans under way for the erection of a new 
building to house its business. 

Cosby & York, Falfurrias, Tex., operating a local retail hard- 
ware store, have added a line of harness and leather goods. 

J. H. Franklin has been appointed rae of the Johnson- 
Berger Hardware Co. at Jonesboro, Ar 

The Taylor Hardware Co., Taylor, Tex., is reported to have 
discontinued business at its Granger, Tex., store and has re- 
moved its stock to Taylor. 

W. L. Gill, Jr., Marshall, Tex., has taken over the manage- 
ment of the Marshall Hardware Co., Marshall, Tex. 

B. B. Burdeaux Hardware Co., a partnership owned by B. E. 
Burdeaux and B. W. Cammer has recently been established at 
Huntsville, Tex. This firm is very desirous of receiving cata- 
logs from manufacturers and’ jobbers of general hardware, 
builders’ supply, etc. 

James E. Etter has recently established a hardware and fur- 
niture store at Gracemont, Okla. 

John Sutton has purchased the hardware and harness stock 
of R. J. Keer, Oskaloosa, Kan. 

P. H. Morris, president of the Mammoth Spring Hardware 
Co., Mammoth Spring, Ark., announces the intention of that 
company to construct a new building in the near future. 

The Skiller Hardware Co. has recently been incorporated at 
Nashville, Ark. A full line of hardware and out furnishings 
will be carried. 

A. Fahnstrom has taken over the hardware and furniture 
business on Sillwell Avenue, DeQueen, Ark., formerly conducted 
by F. Dillahumty. 

Eari B. Stratt and M. P. Nass have recently established a 
new hardware business in Bethany, Oo. 

W. M. Rogers is reported to have leased a store at Rogers, 
Ark., and opened recently with a complete stock of shelf and 
heavy hardware. He is in the hardware business at Stillwater, 
Okla., and will continue to operate the latter store in connec- 
tion with his new venture. 

Bonds Brothers, Haleyville, Ala., operating a general store 
in that city will add a stock of hardware. 

Neal & Lowther, Whitewater, Kan., have been succeeded by 
Frank Lowther. 

W. Rex Allaman, Horton, Kan., has bought the stock of 
W. C. Hayes at Atchison, Kan., and will move it to Horton. 

Winger & Olson, Decorah, Iowa, will establish a hardware 
store in that city about March a. 

A. R. Baldwin & Sons Hardware Co., Springfield, Mo., has 
succeeded to the business of Rogers & Baldwin in that city. 

The Kew Gardens Hardware Co. has been recently estab- 
lished at 8272 Austin Street, Kew Gardens, L. I., under the 
management of Charles B. Garfinkel. 

A. Alley, Drake, N. Dak., is reported as having succeeded to 
the business of T. E. Sleight, in the hardware and grocery 
business in that city. 

The Jones McCord Hardware Co., Baker, Ore., will shortly move 
into their new building and store at Main and Center Streets, 
that city. 

The Standard Hardware & Paint Co., has been organized and 
incorporated at 16 Hudson Place, Providence, R. I. by Ernest 
L. Sprague & Associates, with a capital of 500 shares of no par 
value stock to do a general hardware and paint business. 

Blosmo Brothers of Alcester, South Dakota have succeeded to 
the business of the Alcester Implement Company in that city. 

The Robertson Hardware Co., Birmingham, Ala., is reported 


as having increased its capital stock from $20,000 to 925,000 to 
provide for contemplated and completed expansion. 

The Lavery Hardware Co., Crystal, Mich., have succeeded to 
the hardware and implement business of Lavery & Eggestan. 

The Carroliton Hardware Co., Carrollton, Mo., is reported as 
planning to close out its stock ‘and discontinue business at an 
early date. 

Davidson Hardware Co., Circleville, Ohio, has established a 
new store in that city. 

Harvey E. Nelson, San Anselmo, Cal., in the hardware and 
furniture business in that city has plans under way for the 
erection of a large addition to his building. 

Potter Bros., Cambridge, Ohio, an old concern in the hard- 
ware and building supplies a has recently been in- 
corporated with a capital of $50,0 

The J. C. Howle Hardware “<a ‘Tyler, Texas, has recently 
been incorporated with a capital of $35,000, to continue the 
operation of an old established hardware store in that city. 

The Smith Hardware Co., Vincennes, Ind., is reported as 
closing out its hardware stock and will hereafter handle 
jewelery only. 

- H. Blakley & Sons, Safety Harbor, Florida, have suc- 
ceeded to the hardware business of John D. Bogardat. 

H. J. Butler, Russell, Kansas, has succeeded to the retail 
hardware business in that city of J. H. Hill. 

The Modern Hardware Co., has recently been incorporated at 
3813 North Illinois Street, Indianapolis, Ind. 

O. W. Venderventer, Kansas, Illinois, is reported as planning 
to establish a retail hardware store on Buena Vista Street, in 
that town. 

The Smith Bros. Hardware Co., wholesalers of general hard- 
ware, factory, railway and mine supplies, 580 North Fourth 
Street, Columbus, Ohio, has recently moved into a new seven 
story building, 140 x 220 ft. in size, at the above address. The 
new building is modern in every respect and is serviced with 
three freight elevators. The plant is equipped with the Pneu- 
matic Tube system, private telephone exchange and has a 
roadway on all sides. 

The Farmers & Planters Hardware Co., Shelby, North Caro- 
lina, is reported to have succeeded to the business of The 
Farmers Hardware Co., in that city. The new company, which 
has been recently incorporated with a capital of $100,000 will 
add a wholesale department and enlarge its store throughout. 

J. T. Jackson, Maple Street, Eldon, issouri, and associates, 
have plans under way for the establishment of a retail hard- 
ware store in that city. 

D. K. Hines, has succeeded to the retail hardware business 
of George Hamilton at Jefferson, Ohio { 

Dr. J. E. Wilbanks, 2209 East Broadway, Tampa, Fla., is re- 
ported to have succeeded to the retail hardware, farm imple- 
ments and saddlery establishment of J. Hardin in that city. 

R. A. Ayers and Joseph Pechacek, have acquired the store 
and “hg ‘ss of the Lion Hardware Co. at Tuscola, Texas. 

J. Cox, is about to establish a hardware and grocery store 
on Main Street at Taylorsville, Kentucky. 

Frank Strong, proprietor of the Strong Hardware Co., Shelby- 
ville, Ind., will dispose of his stock and store, retiring from 
business at an early date. 

Verne Blodgett, Fairfield, Vt., has succeeded to the general 
store and hardware business, formerly conducted by L. E. 
Weinle, in that city. 

Chas. B. Ensley has acquired the hardware business at Chari- 
ton, Iowa, formerly conducted by George W. Ensley. 

Cole & Fig!, in the hardware and furniture business at Ells- 
worth, Kan., are reported as having discontinued business. 

W. A. Stephens, Sweetwater, Texas, has succeeded to the 
Wright Furniture Co., in the rug, furniture, stoves and hard- 
ware business in that city. 

Peter De Reus, operating a hardware and furniture store at 
Valeria, Iowa, recently suffered a fire loss of $3,500. 

Doland Hardware Co., Doland, South Dakota, has succeeded 
to the hardware business of Paine & Kirsch in that city. 
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Hardware Sales Continue Satisfactory 





No Price Change Looked For 


attain very satisfactory proportions, according to reports 


| | ARDWARE sales throughout the country are continuing to 


from the various market centers. 


In the East the recent 


snow storm has been unquestionably a retardent factor, although it 
has substantially stimulated the movement of weatherstrips, snow 


shovels and kindred items. 


The movement of staple hardware continues satisfactory while 
advance orders on spring merchandise are beginning to materialize, 
although business in this direction cannot be expected to attain 
sizable proportions until the latter part of February and early 


March. 


Prices are firm, remarkably so, and there are no indications of 


declines in any direction. 


Neither are advances looked for, despite 


the fact the prices on raw materials, steel, copper, etc., are up. 
Collections are generally good and indicative of the basically 
healthy conditions prevailing throughout the country. 





Prices Firm in Chicago 
Market 


The Hardware Convention being held 
here this week has attracted a great 
many buyers and is being well at- 
tended. 

There has been no change in price 


in the leading staples with the excep- | 
tion of a reduction of 50c. per 1000 ft. | 


in the price of radio rubber-covered 
wire, and a decline of 25c. per gallon 
in the price of shellac. 





Automobile Tires Cheaper in 
Boston Market 


Automobile tires and tubes have been 
reduced about 10 per cent on the aver- 
age in the Boston market. This change 
was foreshadowed a week ago but cuts 
made by manufacturers. Cotton mops 
also are 10 per cent lower, while cer- 
tain numbers and sizes of lamps are 
5e. cheaper each. Tarred yacht marlin 
has gone up from 44c. to 48c. a pound. 
A revision in prices on certain sizes 
and kinds of street and stable blankets 
and automobile robes has been made 
by jobbers, the changes in some in- 
stances being upward and in others 
downward. 





Business Quiet in Pittsburgh 


Hardware business still is quiet in 
the Pittsburgh district, but the lack 
of activity is believed to be due chiefly 
to the weather. Retailers are finding 
it difficult to move goods and naturally 
are moving with caution in the matter 
of new purchases. Snow is pretty well 
gone off the city streets, but in the 
country districts, it is slow in melting 


'and the roads are bad enough to keep 
/consumers from coming to the towns. 


| The sudden ending of the hard coal 
strike also is a factor. It has resulted 
in a steep decline in coke prices, as 
the idea that hard coal would soon be 
available led to very heavy cancella- 
tions of coke orders. It also has meant 
a slowing down in the demand for soft 
coal and it now looks as though hard- 
ware demands that would have de- 
_veloped with continued operation of the 
soft coal mines have been lost. A week 
of mild open weather would mean a 
lot to the hardware trade, in the opin- 
ion of jobbers, who regard the weather 
as chiefly responsible for the light de- 
mand. Fundamental economic condi- 
tions are looked up as entirely sound, 
with the retailers going along with 
comparatively light stocks and likely 
to be in need of goods with any ma- 
terial betterment in consumption. 
Prices do not show much change. Col- 
lections are a little slow in keeping 
with business. 


—_—-———- 





Sales Improving in Cincinnati 


While sales of spring goods and 
staple items have been moderate in 
volume, Cincinnati jobbers state that 
business is considerably below that in 
the corresponding period a year ago. 
Some of the decrease is attributed to 
the unfavorable weather, but the hesi- 
tancy of the retailers in ordering their 
spring requirements is a disturbing 
factor. A marked improvement is 
looked for next month. 

In most cases, retailers are carry- 
ing small stocks. The price situation 
is favorable, with advances pending in 
roofing material and in screws. There 
has been a slight increase in the quo- 





tations on linseed oil. 








January Pump Sales Set New 
Mark 


In spite of the fact that January is 
considered a poor month in the pump 
business, the Dura Pump Company sold 
more electric pumps, automatic water 
systems, automatic water softeners and 
water filters during January, 1926, 
than in any other month in the history 
of the business, H. R. Eicher, manager 
of sales promotion, has announced. 

This record also was unusual because 
of the high record set during 1925. The 
best month during 1925 was October, 
and the month just closed surpassed the 
October record by more than 6 per 
cent, Mr. Eicher said. 





Free Trade Losing Popularity 
in England 


Free trade seems to be losing a great 
deal of its popularity in England, so 
much so that the spirit of Richard Cob- 
den must be disturbed. Since the World 
War the British have imposed a number 
of imposts for the protection of key in- 
dustries. The latest move in the direc- 
tion of further protection is the passage 
of a bill fixing import duties on cutlery, 
gas mantles and gloves. On knives, ex- 
cept surgical knives and those for use 
in machines; scissors, including tailors’ 
shears and secateurs; safety and other 
razors and parts, carving forks, steel 
knife sharpeners, cutlery handles, 
blades and blanks, the duty is 33% per 
cent. On gas mantles, the duty is six 
shillings per gross, and on impregnated 
hose or stockings for the manufacture 
of such mantles, the duty is four shil- 
lings, six pence per pound. Preferential 
duties are allowed for these products 
from any part of the British Empire 
which may export at two-thirds of the 
full rates. 





No Price Changes in 
New York 


Business in the New York wholesale 
market was pronounced fairly satis- 
factory during the past week, although 
still hampered by the recent severe 
snow storms. While numerous price 
changes were reported, they were 
mostly in the nature of minor read- 
justments, rather than departures 
from prevailing schedules. 





Firestone Cuts Prices of 
Tires and Tubes 


The Firestone Tire & Rubber Co., 
Akron, Ohio, has announced a reduc- 
tion in the prices of all Firestone tires 
and tubes. All sizes have been cut 
substantially. This is the first reduc- 
tion in tire and tube prices since the 
cost of crude rubber started its epoch- 
making “sky-rocket” journey to higher 
levels one year ago. 
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Snow Storm Hampers Sales in New 
York—Staples Generally Active 
and Collections Satisfactory 


HERE is no question but what business in the New York 
wholesale market has been seriously hampered by the severe 
snow storm of last week. This has not, however, been an 
unmixed evil inasmuch as it has resulted in greatly stimulating the 
sale of snow shovels and kindred items. Prices on practically all 
lines continue firm, and while copper, galvanized metal and steel are 
up there is no immediate prospect of any advance in prevailing 
schedules. 
Generally speaking, business is continuing to hold up remarkably 
well and several of the local wholesalers are able to report that Feb- 
ruary sales to date are approximately 20 per cent ahead of sales for 


the same period last year. 
Collections are favorable and indicative of generally satisfac- 








tory business conditions. 





Axes and Buck Saws in Good 
Demand 


As a result of the unsettled condi- 
tions prevailing in the coal industry, 
the demand for axes, buck saws, etc., 
continues excellent in the New York 
market. Two months ago factory ship- 
ments were very slow because of the 
extra heavy demand. The shipments 
are greatly improved, but, of course, 
the stormy weather is holding up some 


orders. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Axes 


Axes, Long Island pattern, 2% to 
3 Ib., $1.69 each; Connecticut pat- 
tern, 2% to 3% lb., $1.70 each; 3 to 4 
lb., $1.75 each, and 4 to 5 Ib., $1.81 
each. Columbia pattern, 3% to 42 
lb., $1.80 each; 4 to 5 lb., $1.85 each, 
and 5% Ib., $1.95 each. Kentucky 
pattern, 3 to 4 lb., $1.45 each; 4 to 5 
lb., $1.58 each. 

Buck Saws 

Double braced, polished blades, 
length 30 in., with regular tooth blade 
and red frame, 88 cents each; with 
Champion tooth blade, red frame, 95 
cents; Disston Electric, with regular 
tooth thin blade, $1.22 each; and 
Disston Perfection, regular tooth 
clock spring, blue blade, extra thin 
back, stained and varnished frame, 
$1.17 each. 

One-Man Saw 


Cross cut type, crucible steel, pol- 
ished, taper ground, with supple- 
mentary handle, 3 ft. long, 2.40 
each; same 4 ft. long, $3.20; same 
3% ft. long, $2.80. 

Two-Man Saw 


Cross cut pattern, 4 ft. long, $2.65 
each; 4% ft., $3.00 each, and 5 ft. 
long, $3.30 each. 


Radio Sales Holding Up Well 


The demand for radio sets and parts 
continues satisfactory in the New York 
wholesale market, according to state- 
ments’ by local jobbers. Prices are un- 
changed and stocks adequate. 

Radio Receivers 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Chelsea, 5-tube, R. F., $29.75 net; 
Chelsea, 6-tube, R. F., $37 net; Chel- 











sea, 5-tube with built-in speaker, $75 
net to dealers. 

Gilfillan Neutrodyne, GN 1, 5-tube 
model, list price $150; dealer’s dis- 
count, 40 per cent. Same, GN 2 
model, list price, $120; dealer’s dis- 
count, 40 per cent. Same, GN 
4-tube model, list price, $65; dealer’s 
discount, 40 per cent. 


Loud Speakers 


Dymac, micrometer, volume con- 
trol, $5.10 each. 

K-E, list price, $10.80. 

Spartan, adjustable, $6. 

Dymac loud speaker unit, $2.95 
each. 

Phonograph attachment, adjustable 
loud speaker unit. Spartan brand, 
list price, $4.50. 


Radio Phones 


Spartan head phones, $3. 

Dymac, No. E-103, $2 each; No. 
G-72, $3.25 each. 

Manhattan head phones, $4. 


Radio Accessories 


Tubes, $1.75. 

Battery chargers, Tungar, $13. 

Hydrometers, 50c. each. 

Ground clamps, copper, 6c. each. 

Window lead-in strip, 10c. each. 

Lightning arrester, 238c. to 2dce. 
each, 

Mica condensers, 0.00025 and 0.001, 
15c. each; 0.001, 18c. each; 0.002, 22c. 
each; 0.006, 36c. each. 

Porcelain insulators, 4-in. brown 
enamel, 10c. each; same, knob type, 
2c. each. 

Pyrex insulators, list price, 45c. 
each; dealer’s discount, 33% per cent., 
Pacent plugs, 22c. each; same, auto- 
matic type, 52c. each. 

Radio plugs, in carton lots only, 
20 plugs to a carton; list price, 65c. 
each; dealer’s discount, 40 per cent. 

Grid Leaks, Megohms, 1%, 2, 3 and 
4 are all 9c. each. 

Turnbuckles, 3-in., 6%4c. each; 4-in., 
Tec. each. 

Blow torches, Midget, 33c. each; 
Handy, 50c. each; improved auto- 
matic, $1.10 each, and Spartan, $1.40 
each. 

Battery harness, 70c. each. 

Radio antenna outfit, $1.90 each. 

Talking tape, 52c. each. 

Ammeters, O-35 amps., 50c. each. 

Voltmeters, O-35 volts, 70c. each. 

Combination meter, O-50 volts, $1 
each. 

Acid-proof battery tray, holds bat- 
teries up to 100 amps., 35c. each; 
holds battery up to 150 amps., 50c. 
each. 

Aerial wire, in 100-ft. coils: 14 
gage, solid copper, 34c. each; 7/22, 
stranded, plain copper, 45c. each; 
7/22 stranded, tinned copper, 55c. 
each; rubber covered wire, 85c. each. 
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Batteries—A, B and C 


Franco “A” storage battery, 90 
amps., $9.35 each; 120 amps., $10.65 
each. 

Batteries, No. 6, dry cells, ignition 
type, 26c. to 29c. each. 

Radio ‘‘B” batteries, unit package 
quantities. No. 766, $1.30 each; No. 
764, $1.14 each; No. 767, $2.44 each; 
No. 772, $2.44 each; No. 770, $3.09 
each; “C” batteries, No. 771, 39c. 


New Base Discounts on Screws 


As reported in last week’s issue, 
screws have been advanced from 10 to 
11% per cent. Base discounts with an 
extra 20-10-10 per cent are as follows: 


6 iron bright, flat head, 77% per 
cent; 6 iron bright, round and oval 
head, 75 per cent; 6 iron blued, flat 
head, add 5 per cent to net amount 
of invoice, 77% per cent; 6 iron 
blued, round head, 75 per cent; 7 
brass, flat head, 75 per cent; 7 brass, 
round and oval head, 72% per cent. 


Prices Firm on Fire Pots. 


Torches, etc. 


























The demand for fire pots, torches, 
etc., continues firm. Stocks are suffi- 
cient for current requirements. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. NEW YORK: 

Torches 


Turner Master Line, 43 qt., $5.76 
each; 45 qt., $6.53 each; 47 qt., $7.08 
each; 48 qt., $7.18 each; 49 qt., $8.54 
each; 52 pt. (Flat), $6.96 each. 

Turner Standard Line, 
Gasoline-Kerosene 

9 pt., $5.33 each; 14 pt., $5.76 each; 
22 qt., $6.53 each; 30 qt., $6.91 each; 
38 qt., $5.76 each; 39 qt., $6.05 each; 
92 qt., $6.79 each; 93 qt., $7.42 each; 
105 pt., $4.88 each; 205 qt., $5.23 each. 


Fire Pots 


Turner Line, No. 53, $7.20 each; 
No. 63, $7.97 each: No. 66, $10.18 each; 
No. 76, $7.13 each; No. 34, $8.67 eac h. 


Retailers Report Good Sled 
Demand 


While the retail trade is enjoying a 
brisk demand for sleds in consequence 
of the’ recent snow storms, wholesalers 
are receiving, in addition to the fill-in 
demand, orders for next winter’s sup- 
plies. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. NEW YORK: 

Flexible Flyers, No. 1, $2.50: No. 


2, $3.17; No. 3, $4; No. 4, $4.33; No. 
5, _ Junior Racer, $3.50; Racer, 


33 

Firefly sleds, No. 9, $1.14; No. 10, 
$1.57; No. 11, $1. 71; No. 12, $1. 90 and 
Firefly Racers, $2 each net. 


> 


Increase in Weatherstrip Sales 


The recent storms in New York and 
surrounding territory have resulted in 
substantially stimulating the demand 
for weather strip. Stocks are fair and 
prices holding. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Wirf’s weatherstrip, packed 500 ft. 
to the reel, maroon, $27.50 per reel; 
white, $35 per reel. 

Nero weatherstrip, in 500-ft. reels; 
maroon, $21 per reel or $4.20 per 
100 ft. 

Metropolitan weatherstrip, in 100- 
ft. rolls; No. 0 and No. 1, $1.80 per 
roll; No. 1%, $2.55 per roll, and No. 
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2, $2.90 per roll; No. 4, $3.60 per roll, | Grand Rapids, nickeled, 15-in., $48 30 and 5 per cent; less than 10, 30 
and No. 7, $4.35 per roll. per doz.; same jap., 17-in., $60 per per cent. | 

Metallic weatherstrip, in 100-ft. doz.; Parlor Queen, $56 er doz.; PURITAN | 
rolls; No. 38, $2.25 per roll; No. 39, Princess, $50 per doz.; niversal, = 
ty per roll, and No. 40, $2.90 per micketed, $46 per doz., and jap., $42 Ne. a 2 earners, Sage Seer... 05.98 
roll. per doz. ealers sc ’ ‘ 

Felt weatherstrip, in 100-ft. rolls; Toy sweepers, Little Gem (3 and and 5 per cent; less than 10, 30 per | 
No. 18, $2.35 per roll; No. 19, $2.75 6 doz. cartons), $3.75 per doz.; Little cent. | 
per roll, and No. 20, $3.75 per roll. Jewel, 1 doz. cartons, $10 and Junior, NESCO— 

Flexible weatherstrip in 100-ft. 1 doz. cartons, $16 per doz. 
rolls; No. 8 $1.90 per roll; No. 9, No. 05 1 burner solid door..... $2.10 
decimate: iantinns — NS: ons ¢ purmer Suany Soon o> Gis 
7 No. aif i burner class door oy 4.40 

prpenemcmmeen : oO. urners so — eee 
Stocks of Snow Goods No. 20 2 burners glass door.... 5.40 
) . ‘ No. 030 2 burners solid door.... 5.40 
Pyrex Moving in New York Cleaned Out) 5,..0.2 une ay eos Sate 
. cent. 
A good demand for Pyrex ware con-| The recent snow storms, while delay- Water Heaters 
tinues to be reported by wholesalers in| ing traffic and hampering business 
the metropolitan area. Current prices © generally, have not been an unmixed Ret sa nt — ee eescccccces oo 
are presented herewith. | blessing, according to local jobbers, Perfection discount, 30 and 6 per 
” : cent in lot or more; 

JOBBERS’ QUOTATIONS TO RE- inasmuch as they have resulted in 10, 30 per aH, or ess than 
TAILERS, F.O.B. NEW YORK: clearing out stocks of snow shovels and 

Casseroles—Round.—No. 621, % at., kindred items. Prices are as follows: 

6 x 2%, 60c.; No. 622, 1 qt., 6% x | 
> , "a 7. JOBBERS'’ yee de ges TO RE- > 
eho gi; No. 632, hit at, 7%, x aati TAILERS, F.0.B. NEW YORK: (ood Demand 

Casserole — Square. — No. 653, le Long handled snow cm $4.50 
at. 1%. x 2%, $117. per doz.; American steel, $9.35. per for Household Brushes 

Casseroles—Oval.—No. 632, 1 aqt., doz.; (galvanized steel (2% x 16 in.), . 

8 x b% x 2%, sis aN =e | a doz.; Menzie shovels, $10.80 A steady, but not heavy, demand is | 
10% x 7% x 3%, $133. Snow pushers, 12 x 18 in., $12 per | reported for brushes for household and : 

Casseroles — Beer: — Shallow.—No doz.; 12 x 24, $16.20 per doz. personal uses. Prices are unchanged 
642, 1 qt., 9% x 6% x 2%, $1; No. 643, Street cleaners, 12 x 31, $33 per po Seale " d diti 
He gt, 10% x 7% x 2%, ene No. oe. eager | Ss S are in good condition. 

4 qt., 1l% x 8% x 2%, sidewa scrapers, SOLIC sneé 

Pudding Dishes—Round.—No. 021, | steel blade, 7 x 4%, black finish, $4.20 | + Lum eh Mad voek.” 

% qt., 6 x 2% 40c.; No. 022, 1 per doz.; sidewalk sc rapers, 7 x | ’ 
Atcicte meee Ce eee ~ ponte Wem alk senmel ane 
x 3, 67 o. 024, 2 qt., $7 x / soe a e se 

Pudding Dish ~ square. — No. 053, | ag ae are quoted here at 
] a x 2%, a , 
teow ‘a Loaf Pans—Oblong. —No. Nail brushes, 85c. each; _ split 
213*, 4% x ty x 1%, 17c.; No. 212, 9% | ’ . duster, $1.25; cloth brush and skirt 
<i api tcs'Ko. Sig Timex 38 Oil Heaters Moving = frush Man dts, nom f.8 
x ’ , “UUs ’ . , 

Cove te Bakin Dish—Two Piece . — . . refrigerator brush, 30c.; percolator 
* eatered sak 2 x 7% 2%, $1.33. Considerable activity in oil heaters brush, 15c.; vegetable brush, 25c.; 

Pie Plates—Round.—No. 205%, 4% x | during the cold spell is reported. It on Ng gl. eee, SS: 

1%, 17c.; No. 208, 8% x 1 Oc. ; Ne stpan sh, 
208. 91% - 1%, 60c.: No. B40, 10% : has been | generally understood that brush, 55c.: bottle brush, 35c. 
1%, 67c.; No. 211, 11% x 1%, 73c. sales in oil heaters were greater this 





Pie Ce Hexagonal.— No. 200, year, due to the extreme shortage and 

















9% x 1%, 6 : . . 
Biscuit * dE 235, 11% excessive high price of even soft coal. Fair D dR df 
x 5% X 1%, 88e. ; Dealers who have handled kerosene oil, alr Veman eported tor 
Bean Pots—Round.—No. 504, 1 qt., h h 
5% x 4%, $1.17; No. 506, 2 qt., 7% x and most of them do, say they have Stove Goods 
"eats Sich—Reund.—No. 281, 9% x never approached this year’s volume 
1%, poe on oil sales. Prices are unchanged. The demand for stove goods has 
Bouble Compartment Baking Dish. | Shipments to dealers have been fairly | been consistent, but has not assumed 
—~No. 130, 9% x 1%, $1.00. P . . . 
“Au Gratin Dish. a 331, 9 x 5% prompt, though, of course, all lines | very heavy proportions at any time 
x Platter 2% x 11% have been held up during the storm. during the season, according to reports 
; ; . 
. $1.33. JOBBERS’ QUOTATIONS TO RE- from New York jobbers. Prices held 
Utility. Dishes—Oblong.—No. 231, TAILERS. F.O.B. NEW YORK: firmly and wholesale stocks are very 
10 Al 6% x 2, 67c.; No. 232, 12% : satisfactory. 
x 8% x 2, $1.17. Oil Heaters 
individual Baker — we ere is / JOBBERS’ QUOTATIONS bad ae 
+ ey Tat Rim.—No. 442* OZ., | PERFECTION— TAILERS, F.O.B. NEW YOR 
3% xX 725 Cc. y 
Custard Cups—Round.—No. a24e, | NO. 72 3 Burners... .scsos2 380 Stove Board 

Nes oe ; Shed 13c.; No. 426%, 6 o7z., No. 74 4 burners............-- my 4 ; Stove bears Peover Hned). 24 x 24, 

j No. 75 6 DBUFMELB...ccccccccees 8.40 per doz.; 26 x ‘ per doz.: 

Nordb2e G One AM x Te, Tee sige a ee hs ts ek PE 

x . Ry» 5 pe e ee 9 . °9 

a ie, nee —No. 809, 9% | ess than 10, 30 per cent. 5 x 35, $17.40 per doz., and 82 x 42, 

729 . 19.80 per doz. 

a_i te. Tops. —No. 953, Diam- No. 42 3 DUPrmers......cocccces $17.50 Stove Pipe Dampers 
Measuring Cup—Round.—No. 8, 33c. | No. 43 3 eee coeroerescoces y+ Stove pipe dampers, 4% x 5 - 
PYREX is packed in individual car- No, 44 4 burners............ Ta ost $1. 35 per doz.; 5% in., $1.50 per ae; 

ton—except items marked with *, Puritan discounts same as Ferlec in., $1.60 per doz.; 7 in., $2.25 per 

which carry six to a carton. tion. Ay ‘and 8 in., $2.60 per doz. These 

| NESCO prices are net. 

a —_ fo... eer $9.50 
2 CR. pect eeoees 17.35 
f S C ° No. on 3 burners. .. ce hedinen cel my ro 
4 . ‘c TS 4 > No. 14 ey i ° . 
arpet Sweeper ontinue No. 215 5 burners.............- 39.50 Prices Are Firm on Copper 
Very Active Se, 1508 bush. abel? ouly......0., 850 Wi 
o. 111 igh shelf only........ 
' No. 1104 high shelf only........ 8.00 ire 
i only........ , ; 

The demand for carpet sweepers is} No 1? "ufalers’ discount, 30 per An active demand is reported for 
reported as being highly satisfactory cent: in lots of 10 or more, 30 and 5. copper wire. Prices are very firm, and 
in New York, and an even greater de- stocks are apparently adequate. 
mand is expected to develop in early | neuen. Ovens nen aura, 26 ae 
noone No. 211 1 burner plain door... .$2.50 TAILERS, F.0.8. NEW YORK: _ 

JOBBERS’ QUOTATIONS TO RE- = sate : a ee door. oi 1 on Tx. cloth, 14 mesh, $5.25; 
‘No. Sais a 
TAILERS, F.O.B. NEW YORK: | No. 122G 2 burners glass door.. at Bronze, 14 ee 7 = ey > ry 
Cc et sweepers, American Queen, Tk Se. accntipsenedeseocwadva shes pal wire clo mes 
Sao. eer ae 60. . Dealers’ discount, on 10 or more, mesh, $2.50; 16 mesh, $3.15. 


$54 per doz.; Elite, $60 per doz.; 
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~ Get This Screen--FREE 


It comes with the money-making Mirro merchandising plan described 
below. Beautifully lithographed in color: stands 3 ft. 10 in. high 
and 4 ft. 7 in. wide. Removable panels permit changing pictures. 


Increase your Mirro sales; build permanent, 
profitable business; make more attractive 
window displays with less effort—by letting 
this Mirro merchandising plan work for you. 


This is what you get: (1) A beautiful, 
practical, substantial display screen, as illus- 
trated, free; (2) Three sets of pictures—3 
to a set —for replacing original panels, 
making four complete changes to give your 
displays variety — also free; (3) 150 invita- 
tion letters and recipe booklets to mail to cus- 
tomers — also free; (4) the help of Mirro’s 


CMIRRO 


The Finest Aluminum 


Put this plan to work 


great 1926 advertising campaign — also free! 


And (5) a trade-stimulating selection of best- 
selling Mirro utensils. And all you pay for 
is the Mirro Aluminum—at regular prices. 


Thousands of Mirro dealers have already 
adopted this plan. They’re enthusiastic 
about it. Let us give you full details. Just 
mail the coupon below. 


Aluminum Goods Manufacturing Company 
General Offices: Manitowoc, Wis., U.S. A. 
Makers of Everything in Aluminum 


: Aluminum Goods Manufacturing Company 
Manitowoc, Wis. 
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Gentlemen: This sounds interesting. Please send full details—pric 


- make-up, shipping weights, etc.—of your Window Display Deal. 


ETE, TORT oN TOE Pe 





rrr. tt te eee ee 








66 


HARDWARE AGE 


February 25, 1926 


Retail Hardware Sales Fall Off and 
Boston Jobbers Report Less Domg 


(Boston office of HARDWARE AGB) 


ITH the New Englander in general still floundering around 
in snow and slush and more or less isolated from normal 
activities, retail dealers everywhere report a decided slow- 


ing up in over-the-counter sales. 


Naturally building activities have 


come virtually to a standstill, and this fact also is reflected in retail 


hardware sales. 


cult one these days for the jobbing salesman. 


The task of getting about his territory is a diffi- 


He makes fewer 


towns and of course fewer calls than he did a month ago, and there 


has been a noticeable shrinkage in his daily sales. 


Then, too, the 


annual New England Hardware Dealers’ Association convention 
engaged the attention of most retail dealers Feb. 22, 23 and 24, 
and previous to this occasion quite a few retailers were disposed 
to withhold further commitments until they had an opportunity to 
see first hand what the jobbers and manufacturers had to offer at 


the show. 


February usually is a quiet month in the local wholesale hardware 


market. 


This year the quietness seems accentuated by the snows 


and slush, although in reality aggregate jobbing sales for the month 
undoubtedly will be as large, if not more so, than for the corre- 


sponding month last year. 


Now that it is practically assured Fed- 


eral taxes are to be reduced sentiment in business circles seems more 


cheerful. 


On every side one hears optimistic opinions rgarding the 


first half of this year and in fundamental business conditions. It 
is believed the average New England retail dealer will enter the 
spring season with a larger and better assorted stock than he did 


last year. 
that for last year at this time. 


AUTOMOBILE ACCESSORIES. — As 
was anticipated a week ago, jobbing 
prices on automobile tires and tubes 
have been reduced 10 per cent on the 
average, following the receipt of new 
price lists from manufacturers. Retail 
hardware dealers’ stocks, as a rule, are 
light. 

BATTERIES.—February and March 
probably are the two peak months so 
far as results obtained from radio sets 
is concerned. Now is the time for the 
retail dealer to push radio goods sales. 
Batteries should go big until April 1, 
at least. 


We quote from Boston jobbers’ 
stocks: ; 
Batteries.—Columbia dry cell, in 


lots of 50, 32c. each net; in smaller 
lots, 36c. Hot shot, in barrel lots, 
No. 461M, $1.65 each net; No. 1562M, 
$1.97: No. 1662M, $2.34. In less than 
barrel lots, No. 461M, $1.75; No. 
1562M, $2.07; No. 1662M, $2.45. 


3RUSHES.—tThe retail trade continues 
jo evince a lively interest in house 
rushes, although the volume of job- 
bing sales is not, perhaps, as large as 
a month ago, owing to weather condi- 


tions. 

We quote from Boston jobbers’ 
stocks: 

Brushes. — House, Osborn line, 
men’s clothing, $1.07 each net: wall 
cleaning, $1.24; dry duster (floor), 
$1.27; vegetable, 17c.: radiator, 37c.; 
refrigerator, 20c.; dust pan, 67c.; 
bath, large, $1.54, medium, $1.30; 
shirt, $1.07; nail, medium,  57c., 
stiff, 57c. 

Paint Brushes.—Wall, $5 to $60 per 
doz. net; varnish, $3.50 to $25; calci- 


It is also believed advanced buying is far in excess of 








mine, 2 50 to $90; whitewash, $3.50 
to 1.3 

CLOCKS.—The movement of clocks out 
of jobbers’ stocks is larger than it has 
been in some time. Retail dealers are 
making it a point to secure a good as- 


sortment. 
We quote from Boston jobbers’ 
stocks: 
Clocks.—Alarm, New Haven styles, 
Tell Tale, black face, radium dial, 
$1.90 each net: Tom Tom, white dial, 
in cases of 24, $2.10; with radium 
dial, $2.75: Tidy Top, white dial in 
cases of 50, $2.10; with radium dial, 
2.75. Waterbury styles, Thrift, in 
cases of 50, 75c. each net; Relay, 
alarm, in cases of 25, $2.15; Vigilant, 
white dial, in cases of 650, $1.29; 
with radium dial, $2.13. Westclox 
in cases of 48, 99c. 


styles, American, 
in cases of 48, 


each net; Sleepmeter, 
$1.32; Jack-O-Lantern, radium dial, 
in cases of 48, $1.98: Bluebird, in 
cases of 48, $1.15: Blackbird, in cases 
of 48, $1.65; Big Ben, in cases of 24, 
$2.15; Baby Ben, $2.15. 

CLOTHES LINES.—The demand for 

clothes lines, particularly wire kinds, is 

quite satisfactory. 


We quote from Boston jobbers’ 
stocks: 

Clothes Lines.—Cotton, twisted, $4 
per doz. net. Wire, No. 19, $4.50 per 
doz. net; No. 18, $5.40. 


COD LINES.—Those retail dealers who 
make it a practice to cover on their 
spring fishing tackle requirements early 
in the year, in most instances have done 
so, but the rank and file of the retail 
trade is not much interested at the mo- 
ment in anything except cod lines, sales 
of which are very good. 


Reading matter continued on page 68 





We quote from Boston jobbers’ 


stocks: 
Cod Lines. —aaree, No. 2, a 10 per 
doz., net; No. 4, $2. 20; No. 6, $3.30. 


COTTON WASTE.—Cotton waste is in 
constant demand, with prices a shade 
higher than a year ago. 


We quote from Boston jobbers’ 
stocks: 

Cotton Waste.—In five pound bags, 
27c. a lb. net; in 10 lb. bags, 25c.; in 
50 lb. bales, 21c.; white extra, in one 
pound cartons, 27c. a package. 


FLY PAPER.—Although most people 


give little thought to the fly and other 
summer pests at this time of the year, 
retail dealers are doing so and are plac- 
ing some very flattering orders with 
the wholesale houses here. Even tree 
tanglefoot is more active. 

We quote from Boston jobbers’ 


stocks: 
Fly Paper.—8& x 14-in., $1.90 per 
carton net; in case lots (five car- 


tons), $5. 


Spray.—‘%-pts., $4 per doz. net; 
pints, $6 quarts, $10; gallons, $32. 
Sprayers.—Standard makes, $2.80 


per doz. net. 

Ribbon.—In case lots (four cartons) 
$3.30 net. In less than case lots, 92c. 
per carton. 

Tree Tanglefoot. —1l1-lb. can, $4.80 
per doz.; 5-lb. cans, $22 per doz.; 
10-Ilb., $42; 25-Ib., 


GLOVES.— Cotton gloves are selling 
freely in a retail way, and it has been 
necessary in some cases for distribu- 
tors to place additional orders with 
jobbers, whose stocks are limited. 


We quote from Boston jobbers’ 
stocks: 

Gloves.—Cotton, knit wrist, 6-o0z., 
$1.08 per doz. net; 8-oz., $1.50; 12-o0z., 
$1.80; 14-0z., $2.35. With leather palm, 
with gauntlet, $2.85 per doz. net; with 
wrister, $2.85; with Jersey back, 
$4.50; Jersey back with wrister, $4. 
Jersey gloves, mottled black, No. 402, 
$1.90; No. 403, $1.90; No. 410, $3.75. 
Boys’ Jersey, $1.90. 

HEATERS.—There has, perhaps, been 
a better demand for all kinds of heat- 
ers, aS a result of some house owners 
being unable to secure coal supplies 
owing to bad going. 

We quote from Boston jobbers’ 
stocks: 

Heaters.—Universal line, No. E9953, 
plain standard, 12-in. bowl, lots of 
less than 3, $5 each net; lots of 3, 
$14.25 for the lot. No. 19955, fluted, 
12-in. bowl, less than 3, $5.35 each; 
lots of 3, $15.30 for lot. No. E9954, 
plain, 14-in. bowl, less than 3, $5.65 
each; lots of 3, $16.20 for lot, No. 
E9927, less than 3, $4.35 each; lots of 
three, $12.60 for lot. Tilting reflector, 
10-in. bowl, in assortment only, No. 1 
assortment, three heaters, one each 
royal blue, mahogany red, sage green, 
$10.50 per assortment: No. 2, three 
heaters, one each, old rose, ivory, 
French gray, $10.50. 


LANTERNS AND GLOBES.—During 
the past week an active demand for 
lanterns and globes, particularly the 
latter, has developed. 


We quote from Boston jobbers’ 
stocks: 
Lanterns.—Oil, Monarch, No. 0, $8 
per doz. net; with ruby globe, $9.75; 
Blizzard, No $13; D-Lite, $13; 
Little Wizzard, “38, 50. Mill lanterns, 
$24.75 in lots of three dozen; Beason, 
$31.50; Driving, left hand, $17.50; 
roadster, wagon, left hand, $17. 25. 
Gasoline, No. L327, $5.25 each net; 
No. L427, $6; poultry house lantern, 
$7.50. Hy-Lo, $7.50 per doz. net. 
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Perfect T'wo-Purpose Windows 
Breezy, Healthful Contact With Outdoors 


(222) 





“Quality leaves its imprint” 


A Trademark Witha Message 


To architects, builders and con- 
tractors the R-W Trademark 
bears the assurance of the most 
modern, scientific and satisfac- 
tory method of equipping doors 
and windows. Just as AiR-Way 
equipped windows are ideal for 
year-round service, so do R-W 
door hangers represent the most 
distinctive advance ever made in 
meeting doorway requirements. 
R-W door hangers on garage, 
house, barn, fire, industrial or ele- 
vator doors by the service they 
render have contributed their part 
in the national acceptance of the 
R-W Trademark as a symbol of 
advanced ideas, scientific manu- 
facturing and assured satisfaction. 


--- Snug Comfort Indoors 


At a touch, windows equipped with AiR- 
Way Multifold Window Hardware open 
and close. Smoothly they slide and fold in- 
side, and as smoothly close — weather and 
rattle proof. When open, the full depth and 
width of the window frame is unobstructed, 
nor is there interference with screens and 
drapes. AiR-Way window equipment gives 
perfect ventilation all the year. Bedrooms, 
cosy and sunny by day, are airy sleeping 
porches by night; kitchens are cool and 
pleasant; dining-rooms provide the delights 
of open-air dining. Quickly and econom- 
ically AiR-Way equipped windows can be 
installed in place of out-of-date window 
equipment. 





AURORA, ILLINOIS, U.S.A. 


New York Boston Philadelphia Cleveland Cincinnati Indianapolis St.Louis New Orleans 
Chicago Minneapolis KansasCity LosAngeles SanFrancisco Omaha_ Seattle Detroit 
+ Winnipeg 


Montreal - RICHARDS-WILCOX CANADIAN CO,, LTD., LONDON, ONT, 
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Globes.—Blizzard, Fitzall, in less 

five doz., and in five doz. lots: 

Less Five Doz. 

Blizzard, locknob ..... $1.25 $1.10 
ee 1.30 1.15 
it DM scsovceenss 3.25 3.00 
Little Wizzard ........ 1.15 1.00 
Junior Blizzard ........ 1.20 1.05 


LAMPS.—New prices, representing a 
drop of about 5c. each, on the following 
numbers and sizes of Bryan-Marsh 
lamps have been made by jobbers, fol- 
lowing the receipt of new price lists 
from the manufacturers. 

a quote from Boston jobbers’ 


stocks: 
Lamps.—Bryan-Mash line, pear 
45c. list; 


shaped type, clear, 100 wt., 
150 wt., 60c. Pear shaped type, 
white, 100 wt., 50c. Pear shaped 
type, white bowl, enameled, 100 wt., 
50c.; 150 wt., 65c. Daylight, blue 
glass, 100 wt., 75c. 


LETTER BOXES.—The market for let- 
ter boxes is more active. Foxboro, 
Mass., postal authorities served notice 
a short time ago that no mail would be 
delivered except to those owning letter 
boxes. One of the hardware dealers in 
that town became suddenly busy on this 
notice and did a land office business in 
letter boxes. 

We quote from Boston jobbers’ 
Boxes.—Corbin line, No. 
2417, $8 per doz. net; No. 2406, $8.65; 
No. 2416, $12; No. 2418, $12; No. 2, 
$14.50; No. 4, $18; No. 2437, $5. 40. 


Hessler rural delivery, $11. 50 per 
doz. net. 


MOPS.—Jobbing quotations on cotton 
mops have been reduced about 10 per 
cent, but those on other kinds of mops 
remain as heretofore. 

We quote from Boston jobbers’ 


stocks: 

Mops. — O’Cedar line, without 
handles, No. 3, $12 per doz. net; 
No. 4, $8: No. 9, $8; No. 15, $6; No. 


16, $6. Dry duster, No. 9, $12; han- 
dles, $3 per doz. extra interchange- 


each. Hand, o. 44, 


doz. Clothes No. 51, $4.20 doz. Dis- 
count, 33% per cent. 

Cotton Mops.—Eureka line, 9-Ib. 
$3.50 per doz.; 12-lb. twine, 


si" 
PICKS AND MATTOCKS.—Because of 
icy streets and sidewalks, the demand 
for picks have been extremely active of 
late. Cities and towns have placed 
some sizable orders. 


We quote from Boston jobbers’ 
stocks: 

Picks and Mattocks.—Contractors 
picks, railroad picks, 40 and 10 per 
cent discount. 


ROBES AND BLANK ETS.—Some 
wool automobile robes are higher and 
some lower, and there has been an ad- 
justment in prices for various kinds of 
stable and street blankets. The ad- 
vances and declines are generally small 
and unimportant, however. 


We quote from Boston jobbers’ 
stocks: 

Blankets.—Stable, 72 in., $2.40 each 
net; 76 in., $1.65 t 
$2.65 to $3.25; 84 in., 
Street.—80 x 84 in., 


Lining and ‘leathering, $3.25 each. 
Robes.—Automobile, wool, Augusta, 
$3 each net; London, 72 in., $10. 


ROPE AND TWINE.—Tarred yacht 
marlin, in a jobbing way, is now 48c. a 
pound, whereas heretofore it was 44c. 
Rope and twine prices otherwise re- 
main unchanged. 

We quote from Boston jobbers’ 


stocks: 
Rope.—Manila, 27c. per Ib. base; 
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sisal rope, awe hay rope, 21c.; cot- 
ton rope, 

Lath ... ileal, C130, 20c.; D200, 
2lc. per Ib. 

Twine.—Hemp in %-lb. balls, No. 
12, 47c. a Ib.; No. 18, 4 : No. 24, 
40c.; ; No. 36, 38c.; ; No. 48, 37c. Cot- 
ton cones, 44c. Jute 2-ply, 30c. Mar- 
lin, 2-ply in 1-lb. balls, No. 4%, 28c.; 
No. 6, 25c.; in 2-lb. balls, No. 8, 23c. 

Yacht Marlin.—Tarred, 48c. for Ib. 


SCREWS.—Through a misunderstand- 
ing on the part of jobbers it was erro- 
neously reported last week that wood 
screws had declined 2% points, whereas 
they advanced that much. Corrected 
quotations follow: 


We quote from Boston jobbers’ 
stocks: 

Wood Screws.—Flat head iron, 77% 
and 20 per cent discount; round head 
iron, 75 and 20 per cent discount; 
oval head iron, 75 and 20 per cent 
discount; flat head brass, 75 and 
20 per cent discount; round head 
brass, 72% and 20 per cent discount; 
oval head brass, 72% and 20 per cent 
discount; flat head bronze metal, 70 
and 20 per cent discount; round head 
bronze metal, 67% and 20 per cent 
discount; oval head bronze metal, 
67% and 20 per cent discount. 

Machine Screws, Etc.—Machine 
screws, flat and round, hex., Nos. 1 
2 and 3, 45 per cent discount; No. 4 
and larger, 50 and 10 per cent dis- 
count; fillister iron, Nos. and 3, 
40 per cent discount; No. 4 and 
larger, 45 per cent discount: flat and 
round head, brass, Nos. 2 and 3, 40 
per cent discount; No. 4 and larger, 

per cent discount; fillister brass, 
Nos. 2, 3, 4 and larger, 35 per cent 
discount; coach screws, 45 per cent 
discount; set screws, including head- 
less, 70 and 10 per cent discount; cap 
screws, square and hexagon, 70 and 
10 per cent discount; lag screws, 40 
per cent discount. 


SNOW SHOES AND SKIIS.—Snow 
shoes are showing renewed life and 
skiis also are doing better. It looks 
very much as though the average re- 
tail dealer would clean up better than 
he has in years. 


We quote from Boston jobbers’ 
stocks: 

Snow Shoes.—Oxford, 12 x 46 in., 
$7.30 a pair net; 13 x = in., $7.30. 
Ladies’, 11 x 42 in., -~ 


Skiis. —Oxford, 5 ft., 2.40 . pair 
net: 5% ft., $2. 95; 6 ft., és 65; ft., 
$4.15; 7 ft., $4.85; 7% ft.. $5. is< 8 ft., 
$6. Pine, 4 ft., 70c.; 4% ft., 90c.; 
5 ft., $1. 10; 5% ft., $1.40; 6 ft., $1.60: 
6% ft., $1. 90: 7 ft. 

Poles. —Rattan BJ 5 ft., 54c. 


each net; 4% ft., wood ‘washer, 30c. 
SLEDS.—Owing to a freer movement 
of sleds out of retail stocks, the trade 
has been more inclined to book up for 
stock needed a year from today. 
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i _quote from Boston jobbers’ 
stoc 

Sleds. —Flexible Fliers, No. 1, $2.50 
each net; No. 2, $3.17; No. 3, 4; 
No. 4, $4. 34; No. 5, Racer, 
$4.34 ‘each net; $3.50. 
Speedaway, No. ‘99, 12 per doz. net; 
No. 100, $13.20; No. 150, $15.60; No. 
19.20; No. 250, $2 1.60; No. 300, 
Speedster, No. 340, $28. 80 
net; No. 345, $32. 40; No. 


No. 2 $10.80; No. 
18. Baby sleighs, No. 0, 
peg " net; sleigh boxes, $43. 20 
doz. Li ghtning snow scooter, $24 per 
doz. net. 


SNOW SHOVELS.—Jobbers have been 
fairly swamped wtih orders for snow 
shovels, the steel ones being in better 
demand than other kinds.. They were 
obliged to reorder steel shovels from 
manufacturers and after being cleaned 
out, reorder again. Today their stocks 
are again exhausted. 


We quote from Boston jobbers’ 
stocks: 

Snow Shovels. — Wooden, boys, 
_— tip, $2 per doz. net; with tip, 
$4: No. 67%, with tip, $4.80; single 
steel tip, $7. 30; double "steel tip, $8.60; 
malleable steel tip, os Crescent, 
$10.20; Pathfinder, $10.2 

Steel Siousiee dectbert. long-han- 
dle, $5 per doz. net; steel D-handle, 
$6 split wood D- handle, $6 Ames, 
long handle, $9.45; malleable steel 
D-handle, $10.15. New Eclipse, gal- 
vanized, No. 29, $11.65; Menzies, 
spring steel, $10.50. 


STEEL WOOL.—There is a steady flow 

of steel wool out of jobbers’ stocks, but 

the market can hardly be called active. 
We quote from Boston jobbers’ 


me 
+ 


stocks: 

Steel Wool.—In 1-lb. packages, No. 
0, 41lce. each: No. 1, 35c.; No. 2, 
31c.; No. 3, 27c. 


WASHBOARDS.—During the past fort- 
night jobbers have experienced quite a 
run on washboards, deliveries of which 
are going forward for early spring re- 
tail sale. 

We quote from Boston jobbers’ 


stocks: 

Washboards.—Colonial Kid, $2.80 
per doz. net; Colonial, Jr., .65; 
Hessian, $4.25; Puritan, glass, 5: 


Bunker Hill, $5. 65; Plymouth, $6.2 
double galvanized iron Tory, $4.50 


WASH BOILERS.—Business in wash 


boilers likewise is good, say jobbers. 
We quote from Boston jobbers’ 
stocks: 
Wash Boilers. ee, ne Nee 
No. 8, $40.70 per doz. 9, 
$42.90: No. 128, $42; No. ett) Maa. 50, 
Tin, No. 81, $23.75; No. 91, $25; No. 
82. $25: No. 92, $26.65. 











A Radio Thought 


Servicing radio receivers is sometimes regarded as 


a necessary evil. 


When your radio man sells a receiver, 


he’d like to be through with that particular transac- 
tion—sometimes he is, but other times he is not. 
Frequently when a set stops percolating, it’s merely 
because the “A” or “B” batteries are run down or 
it’s in need of some trifling adjustment—but, any- 


how, it means a trip for somebody. 


When these trips 


are made merely for the sake of servicing, it means 
that your profits on that particular sale are reduced. 
But it’s different when your service man is a sales- 


man. 


It is then an opportunity to suggest to a pros- 


pect in the comfort and quiet of his own home, that 
he buy some radio accessory or some other article 


from the hardware stock. 








(Reading matter continued on page 70) 
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There is only one 
‘Tape-Marker 


that shows the words, “Guaranteed Rope’’—that shows the colors red, 
white and blue—that is backed up by years of advertising, emphasizing the 
Tape-Marker. It is the Columbian 7'ape-Marker. 


So established is this well known Marker in every field where cordage 
is used, that a permanent association of Columbian Rope with its Tape- 
Marker guarantee was effected years ago. 


This exclusive feature is of great advantage to the dealer handling Colum- 
bian Products. Write our nearest office for information regarding Tape- 
Marked Rope or Commercial Twines. 





Columbian Rope Company 
352-80 Genesee Street 


Auburn “The Cordage City,’ N. Y. 





Branches: New York Chicago Boston New Orleans 












ARANTEED ROPE 


; ct i | : Gus f is 7 LP eh 
Pia LUE jee COLUMBIAN ROPE CO, ausvan, nv f¥ RED 
On “COLUMBIAN” raw hKED ROPE I. 
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Conditions Continue Favorable 
in Chicago—Prices Firm 


(Chicago office of HARDWARE AGE) 


ONSUMPTION of hardware is going ahead at a steady pace 
and sales in nearly all lines are running equal to or ahead of 


last year. 


prominent merchants in the trade. 


The situation is considered very healthy by the 


Banking credits are good, 


money is firm and prospects are for a continuation of the present 


rates. 


Building permits are below the 1925 level, but a great deal of 
work, running into millions of dollars, is contemplated this year. 
The severe weather has retarded the construction of many buildings, 
grounds for which have already been broken. 

The hardware convention being held here this week has at- 
tracted a great many out-of-town buyers, and manufacturers and 
jobbers who are exhibiting at the convention report that their booths 


are being well patronized. 


The coal strike has ended and a tentative form of agreement 
insuring against further disputes of this sort for a five-year period 


was accepted and signed by the miners and operators. 


The strike 


lasted 170 days, the longest one on record. This settling of dif- 
ferences between the miners and the coal operators will have an ex- 
ceedingly good effect on business, as the shortage of coal, undoubted- 


ly, was becoming very serious. 


Operations of the leading steel producers in the Middle West 
ranged between 85 and 90 per cent of capacity. Steel bar specifica- 
tions are somewhat irregular, but in other lines specifications are 


about equal to shipments. 
notable increase. 


The demand for pig iron is showing a 
Buying for the second quarter will begin in 


earnest in a few weeks, although prices, as yet, have not been an- 
nounced. Some predict that prices for finished steel for the second 
quarter will be slightly higher, while others feel that present prices 


will be maintained. 


Very little improvement is noted in 


sales. Prices are unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: 


Spark Plugs.—Splitdorf, 50c. each; 


regular, 58c. each; Champion X, 45c. 
each; Champion Blue Box line, 53c. 
each, A. C. Titan, 58c. each; lots of 
100, 56c. <A. C. Special Ford, 44c. 
each. 
; Spot Light.—Anderson, No. 3280, 
6.50. 

Horn.—A. A. Electric (Ford), $4 


each. 

Jacks.—National 
$1.20 each. 

Pumps. — Rose, 
$1.55. 

Chains.—Non-skid, dozen pair lots, 
33% per cent discount. 

Tires and Tubes.—30 x 3% oversize 
cord tires, $12.55 each: regular cord, 
$8.60 each; gray inner tubes, 30 x 
3%, $1.80 each; red inner tubes, 30 x 
316, $2.25 each. 


AXES.—Sales are normal. 
in price has been made. 


Standard No. 21, 


1%4-in. cylinder, 


No change 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4 Ib., $14 
doz. base: double bitted, $19 doz. 
hbase; good quality black unhandled 


axes, same weight, single bitted, $13 
doz. base; single bitted handled axes, 


$15.50 to $24 per doz., according to 
quality and grade of handle; special 
unguaranteed handled axes, $12 per 


doz. base. 
BOLTS AND NUTS.—An improvement 
is noted in sales. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 45-5 per cent discount; small 
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AUTOMOBILE ACCESSORIES.— | 








carriage bolts, rolled thread, 50-5 
per cent discount; machine bolts, 
cut thread, 50-5 per cent discount; 
small machine bolts, rolled thread, 
50-10-5 per cent discount; all stove 
bolts, 75-5 per cent discount; lag 
screws, 60 per cent discount. 
BUILDERS’ HARDWARE.—Commer- 
cial items are in good demand. Prices 


are unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, $2.70 
per doz. pair; 4 x 4 steel butts, old 
copper and dull brass finish, $3.66 
per doz. pair; heavy steel bevel in- 
side sets, $6.25 per doz.; steel bit- 
keyed front door sets, $1.65 per set; 
wrought brass bit-keyed, front door 
sets, 3.25 per set; cylinder front 


o.a0 
door sets, $7.50 per set, 


CHAIN .—Prices are firm. Orders are 
being placed in a satisfactory volume. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. proof. coil 
chains, $8.50 per 100 Ib.; Tenso, Bull 
Dog and Brown coil chains, 50-10 per 
cent discount. No. 00-4% electric 
welded cow ties, $2.75 per doz. 


COPPER RIVETS AND BURRS.— 
Prices are unchanged. Sales are re- 
ported good. 

We quote from jobbers’ stocks, 


f.o.b. Chicago: Copper rivets and 
burrs, 45 per cent discount. 


ELECTRICAL AND RADIO MER- 
CHANDISE.—A slight reduction has 
been made in the price of wire. Sales 
are holding up very satisfactorily. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 





Merchandise.—No. 14 
rubber-covered wire, $7.50 per 1000 
ft.; in 1000-ft. lots, $7.25; No. 18 
lamp cords, $14.25 per 1000 ft.; in 
1000-ft. lots, $13.65; %-in. brush 
brass key sockets, 18c. each; two- 
way plugs, 45c. each; in lots of 10, 
40c. each; two-piece attachment 
plugs, 12c. each; dry cells, boxes of 
50, 32c. each; less than case lots, 
36c. each. 

Radio Supplies.—Radio B batteries, 
No. 766, $1.40 each; No. 767, $2.62 
each; No. 770, $3.33 each; No. 772, 
$2.62 each; No. 486, $3.85 each. 

Battery Chargers.—Apco line, lots 
of less than 10, $13.50 each, net. 

Loud Speakers.—Western Electric, 
No. 522W, $9.50 list. Discount, 30 
per cent. 


FIELD FENCE.—Prices are firm. Cur- 
rent business is good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 726-6-12%, $29.02 per 
ee rods; 1848-6-14%, $14.08 per 100 
roads. 


FILES.—Prices remain unchanged. The 
demand is very good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


GALVANIZED WARE.—No change in 
price has been made. Sales are re- 
ported satisfactory. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after made tubs, No. 1, $6.40; No. 2, 
$7.20; No. 3, $8.40; 10-qt. galvanized 
after made pails, $2.25; 12-qt., $2.45; 
14-qt., $2.75; 5-gal. galvanized oil 
cans, galvanized breast, $7.50 doz. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.—Sales have fallen off, as most 
dealers covered their orders earlier in. 
the season. 


We quote from _ jobbers’ 
f.o.b. Chicago: Garden hose, 
quality, molded hose, %-in., 
per ft.; %-in., 14%c. per ft.; 
good quality, wrapped, %-in., 9%c. 
per ft.; %-in., 11%c. per ft. Lawn 
sprinklers, Rain King, $28 doz.; orig- 
inal fountain sprinklers, $8 doz.; 
Rainbow, 38-in. high, $24 doz. 


GLASS AND PUTTY.—Sales are re- 


Electrical 


stocks, 
good 
12\4c. 
d-ply, 


ported as being rather quiet. Prices: 
are firm. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: Single strength A, 
25-in. bracket, 85 per cent discount; 
single strength A, 34 to 40-in. brack- 
et, 82 per cent discount; single 
strength A, all other brackets, 81 
per cent discount; double strength 
A, all sizes, 82 per cent discount; 
double strength B, up to 4 in., 87 
per cent discount; balance, 85 per 
cent. Putty, pure grades, $3.75 per 
100 lb.; commercial, $3.40 per 100 Ib. 


HATCHETS.—Sales are very active. 
Local prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatch- 
ets, No. 2 shingling, $11.20 doz.; first 
quality hatchets, No. 2 broad, $14.45 
0z.; medium quality hatchets, No. 
2 shingling, $7.25 doz.; medium qual- 
ity hatchets, No. 2 broad, $10.50 doz. 


HANDLED HAMMERS.—tThe market 
is firm. The demand continues to be 
good. 


We quote from jobbers’ stocks, 


f.o.b. Chicago: Vaughan-Bushnell, 
16-oz. nail hammers, $10.50 doz.; 
Maydole, $12.60 doz.; other makes, 


16-0z. machinist hammers, $7.85 doz.; 
Competitive grade, 16-oz. nail ham- 
mers, $4.50 to $6. 
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Timken’s Place 
is in the Home, too 


The prospect for an electric washer, vacuum cleaner, 
refrigerator, oil burner or sewing machine is already 
a thoroughly sold user of Timken Bearings. 


Timken national advertising has heralded the success 
of 150,000,000 Timken Bearings in mechanical de- 
vices of every sort, including by far the greater part 
of all motor vehicles ever built. 


The public accepts the Timken name as an assurance 
of mechanical excellence. When you can mention 
Timken Bearings in connection with any products 
you handle, you have a sales asset as powerful as 
the appliance manufacturer can give you. 


THE TIMKEN ROLLER BEARING CO., CANTON, OHIO 


é ‘. 
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N : Al. «=» Ap 5-knife, 1l-in. wheels, $12.35 each; White Lead.—100-lb. kegs, $15.25; 
HANDLES, AGRICULTUR L d 16-in. ball bearing, 4-knife, 10%-in. 10-Ib. lots, less 10 per cent; 50-lb. 
improvement is noted in the demand. wheels, 310 each; 16- -in., plain ear. kemrs. si 75: 25-Ib. kegs, $3.90; 12%-Ib. 

lo . ’ tocks, ing, 4-knife 10 n., wheels, 5) kegs, $2. 

an P< on data jobbers’ stocks each; 16-in. ball bearing, 4-knife, | Shellac. —(4%-lb. cut) white, $2.90 

Hay Fork Handies. — Straight, §-in. wheels, $7.85 each; 16-in., plain per gal.; orange, $2.60 per gal. 
chucked and bored, best grade, 4% - bearing, 4-knife, 9-in. wheels, $7.35 English Venetian pes. —In barrels, 

$4.50 doz.; 5-ft., $5.50 doz.; XX, each; 16-in. ball bearing, 4-knife, $3.50 to $6.75 per 100 1 

‘i ft.. $4 doz.; 5- ft., $4.80 doz.; X, 8-in. wheels, $8 each; 16-in. plain Dry Paste.—Barrel ae Tic. per 

4i-ft., $2.40 ts - Be ‘tt., $2.80 doz. bearing, 3-knife, 8-in. wheels, $5.85 lb. 

Hay Fork Handles. avant oe each. PYREX WARE.—Dealers who display 
oS od ae ft. “ST 50 ye NAILS.—Sales show somewhat of an the new patterns in a complete assort- 
5-ft., $8.50 doz.; XX bent, with strap, improvement, although the tonnage 1S| ment am finding sales very good. 
ferrule and cap, 4-ft., $5.50 doz.; 4%- t . fast it ill a little 
ft., $5.75 doz.; XX, bent, 4%-ft., $4.50 not moving so fast as Iv WI ° oe mote | from jobbers’ stocks, 
Gos. 5-ft., $5.50 doz., X, bent, 4%- later on when spring business opens up. f.0. ~% 

$3 doz.; 5-ft., $3.40. | k Bread Pans.—No. 212, $7.20 doz.; 

“Hesnees Fork Handies.—Bent, best We quote from jobbers’ stocks, No. 214, $12 
grade, 4-ft., $4.75 doz.; 4%4-ft., $5.10 |  f.0.b. Chicago: Common wire nails, New ene Casseroles. —Round, 
doz.; XX, bent, 4-ft., $4.15 doz.; 4%- $3.15 per keg base; cement Coated, No. 622, $12 doz.; No. 623, $14 doz.: 
ft., $4.40 doz.; bent, 4-ft., $2.60 $2.20 per keg base. The extra for Oval, No. 632, $12 doz.; No. 633, $14 
doz.; 4%-ft., $2.95 doz. galvanized nails is now $2 for 1-in. doz.; Shallow , ‘Oval, No. 642, $12 doz.; 

Garden Hoe Handles.—XX, 4%-ft., and longer, $2.25 for shorter than No. 643, $14 doz. 
$3.45 doz.; X, 4%-ft., $2.40 doz. 1-in. . Pie Plates.—No. 208, $6 doz.; No. 

Garden Rake Handies.—XX, 5%- OIL STOVES.—Sales are good. Prices 209, $7.20 doz. 
ft., $5.25 doz.; X, 5%-ft., $3.25 doz. fi Tea Pots.—2-cup, $20 doz.; 4-cup, 

Shovel Handles.—Regular pattern, are irm. $24 doz.; 6-cup, $28 do 
XX, 4%-ft., $5.90 doz; X, 4%-ft., These are list prices. Dealers’ dis- Utility _— —No. 231, $8 doz.; No. 
nal Gos. ; “ym best grade, $7.95 counts are noted after each group. 232, $14 do 
Oz grade doz a : 7 4 

Spade Handies.—D handles, best ie wih eo eee $17.50 emery SKATES. ae ore SS 
grade, $7.75 doz.; X grade, $6 doz. = 2 3 burners sear ache 22:50 changed. Sales are rather slow. 

y ail : No. 4 DUIMNeTS......-+eee eee ‘ We quote from jobbers’ stocks, 
HANDLES, TOOL. Business continues No. 75 5 burners.............- 39.50 f.o.b. Chicago: Union roller skates 
on a very satisfactory basis. Prices Perfection eg 30 and for boys, $1.40 per pair; for girls, 

; ® per cent on lots o or more; on $1.50 per pair. Chicago roller skates 
remain unchanged but firm. less than 10, 30 per cent, for boys, $1.30 per pair; for girls, 

We quote from jobbers’ stocks, | PURITAN (Improved Model)— $1.40 per pair. 

f.o.b. Chicago: No. 42 2 burners...........++- $17.50 é 

Ane re a 1 Hickory, $4 | — ‘s : burners ieveutsbeeess =. oe ROOFING AND PAPER.—Prices are 

doz.; No. 2, 0z.; second owth Oo EEE . . 

hickory, $5 doz.; finest selected sec- | Puritan discounts same as Perfec- rather strong. Sales are improving. 

ond growth hickory, $6 doz. | tion. We quote from jobbers’ stocks, 

Hatchet and Hammer Handles.— | NESCO— ' f.o.b. Chicago: Best grade slate sur- 
No. 1, 90c. doz.; finest second growth No. 211 1 burner............-.. $9.50 faced prepared roofing, $2.30 per 
hickory, $1.50 doz. oo op : —— tte cette ees ae as amegre best grade aint surfaced 

° OO DUET TICE De co ceeseesessss . er square; medium talc sur- 
HINGES.—Sales are good. No change | No. zit 4 4 burners eeckeneve<Nas 28.00 faced, $2 per square; light tale sur- 
4 . | a e GiDd D VULETICTS -ccccseecvesesee J.0U d, : uare; e rosin 
in price has been noted. | No. 1102 Fg = SE 5.25 = cote en waa 

We quote from jobbers’ stocks, No. 1103 high shelf only jabenee 6.50 
f.o.b. Chicago: Heavy | strap hinges, | — ee hoy ee —— te teeeee er ROPE. There has been no change 
i ; s, 4- _ .U3; je - a. 2: 4 0. » SMC OMY... ces io . ° : ° 
6-in.. $1.60: 8-in. cS Se: ean. “eaas Nesco dealers’ discount, 30 and in price made on rope, and it 1s ex- 
per doz. pairs; extra heavy T hinges, | and o per cent. pected that present prices will hold for 
in bundles 4-in., $1.56; 5S-in., $1.66; Ovens at least two months. Sales are only 
§-in., $2.08; 8-in., $3.56; 10-in., $5.10 | PERFECTION— . 
per doz. pairs. fair. 

No S11G i ee ose aa ey x Ww te f jobb tock 
=— a Oo. M surner glass door.... 2.70 e quote from jobbers’ stocks, 
ICE CREAM FREEZERS. Good busi | No. 121G 1 burner glass door.... 4.90 f.o.b. Chicago: No. 1 Manila Standard 
ness 1S reported in this line. No price a Ped 2 burners glass door... 6.00 =o page 3 25%c. per Ib.; Rug dela aus 
OR SS ee ee 6.15 24l4ec. per lb.; No. 1 Sisa c. per 
changes have been made. Dealers’ discount, on 10 or more, lb.; No. 2 Sisal, 16%c. per Ib. 

We quote from jobbers’ stocks, 30 and 5 per cent; less than 10, 30 . — 2 , 
f.o.b. g Chicago: White Mountain, — pyeen, cent. SASH CORD.—Business is improving. 
1-qt., 85 list; 2-qt., $5.65 list; 3-qt., — s : 
$6.75 list; 4-qt., $8.25 list; 6-qt., | No. 42G 2 burners glass door...$5.50 Prices remain unchanged. 
$10.45 list: 8-qt.. $13.50 list: 10-at.., Dealers’ discount, 10 or more, 30 We quote from jobbers’ stocks, 
$18 list; 12-qt., $21.55 list; 15-qt., | and 5 per cent; less than 10, 30 per f.o.b. Chicago: No. 7, standard 
$25.60 list; 20-qt., $33.20 list; 25-qt., | cent. brands, $8.45 per doz. hanks; No. 8, 
342.60 list; Arctic, 1-qt., $4 list; 2-at.. | NESCO— $9.65 per doz. hanks. 
$4.60 list; 3-qt., $5.55 list; 4- qt., $6.80 No. 05 1 burner solid door..... $2.10 , 
list; 6-at., $8.60 list; 8-qt., $11.10 list. | No. wk 1 burner glass door beaeel 2.25 TORCHES.—Sales are exceptionally 
All the above less 50 ~4 cent dis- NO. urner so OT ceces ode : 
count. Alaska, 1-at., $2. < 5 list: 2- a. No. 10 1 burner glass door..... 4.40 good. No price changes are noted. 
$3.45 list: 3- -qt., $4. 10 ~t ho -at., $2 No. 020 2 burners solid door.... 5.15 We ene from jobbers’ stocks, 
list: 6-qt., $6.30 list: 8-qt., $8.20 list : No. 20 2 2burners glass door.... 4.40 f.o.b. Chicag 
10-qt., $10.75 list: 12-qt., $14 list: | No. 030 2 burners solid door.... 5.40 Turner Master Line.—43-qt., $5.76 
i5-qt.. $17 list: 20-at.. $21. 50 list. A No. 30 2 burners glass door.... 5.70 each; 45-qt., $6.58 each; 47-qt., $7.08 
discount of 20 and 10 per cent on all | Dealers’ discount, 30 and 5 per each; 48-qt., $7.18 each; 49-qt., $8.54 
above prices. cent. Wat H each; 52-qt. (flat), $6.96 each. 

ICE SKATES. Owing to the lateness ater eaters Turner Standard Line.—Gasoline- 
Perfection No. 412 40.00 Kerosene, 9-qt., $5.33 each; 14-qt. 
of the season sales have declined. P . : ee ° thbbbdbds os $40. $5.76 each; 22-qt., $6.53 each; 30-qt., 
erreetrom No. GBh i cccccccecece 80.00 $6.91 each; 38-qt., $5.76 each: 39-at. 

We quote from jobbers’ stocks, | Perfection discount, 30 and 5 per $6.05 each: 92-qt : $6.79 each: 93-at., 
f.o.b. Chicago: Key clamp, Rocker, | cent in lots of 10 or more; less than $7.42 each: 105-qt., $4.88 each; 205- 
Men’s and Boys’, bright finish, T5c. | 19, 30 per cent. cou, ; 
pair. Half Key Clamp, Rocker, Wicks, Etc. Clayton & Lambert Torches.—No. 
Women’s and Girls’, $1 pair; Key | ; 32, $6.30 each: No. 144, $5.25 each. 
Clamp, Hockey, Men’s and Boys’, Perfection and ‘aaa $4 per doz. Fire Pots.—Turner Line No. 53, 
$1.20 pair; Half Key Clamp, Hockey, | nd $48 per gross $7.20 each: No. 63, $7.97 each: No. 66, 
Women's and Girls’, $1.40 pair; Discounts same as on Oil cook $10.18 each: No. 76, $7.13 each; No. 
Tubular Skates, Men’s or Women’s. stoves, ovens and heaters. 34. $8.67 each 
tacer or Hockey, $5.50 pair. Pai mae 

LANTERNS.—Sales are only fair. No PAINTS AND OILS.—The only price | WRENCHES.—Prices are unchanged. 
. , ° change noted is a decline of 25c. per| The demand is improvin 
change in price has been made. gallon in the price of shellac. The bal- “ 

We quote from jobbers’ stocks. ance of the stant . We quote from jobbers’ stocks, 
f.o.b. Chicago: Dietz D-Lite, $13 doz.: ce 0 e staples remains the same. f.o.b. Chicago: Agricultural wrenches 
with large fount, $14.25 doz.: Little Business is improving. 60-10 per cent discount; Coes’ 
Wizard, $8.50 doz.; Blizzard, $13 doz wrenches, 40-10 per cent discount; 

LAWN MOWER , , ; PP A —_ from jobbers’ stocks, ee BR pmnnny Pigg” A per a= 

IN RS.—J ue cago: scount off new list; mo, - 

. : ti = obbers are book Linseed Oil._—Raw, barrel lots, $1.06 per cent discount. 
ing a ys satisfactory volume of busi- ne Se Fy barrel lots, — ot gal. ae . a Ne 101 Mant = 
ness on lawn mowers nsee —Boile arre oe. electrical se o aster Ser- 
dealers lected t a . great apany $1.09 per gal.; 5- barrel lots, $1.0 vice Set, $15. 25; No. 202 Heavy Set, 
alers _ ecte : order earlier in the per Ra L ‘. . late diel $8 80; , Ne. 303 Ford Master Service 
season. No price changes are e E urpentine.—Barrel lots, per e oO. niversal Socket 
, - S - xpected gal. Set, $8.75: No. 505B Screw Driver 

We quote from jobbers’ stocks, Denatured Alcohol.—Barrel lots, Set, $3.40; No. 900 Square Socket 
f.o.b. Chicago: 65c. per gal.; steel drums, extra $6, Set, $3.70. All Snap-On Wrenches 

Lawn Mowers.—16-in. ball bearing, returnable. less 40 per cent. 
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—if its QUALITY youre after 


you want the 





AELLE'Y KAS 





“‘The Rolls-Royce of Coaster Wagons” 


KELLEY KAR was the first high KELLEY KAR has big, fat, oversize, semi-pneumatic Balloon 


1: . 2 Cord tires. They are long-wearing, extra-resilient, shock and 
grade disc wheel coaster, and is still noise absorbing, and dressy. They give an automobile-like look 
the first in QUALITY. 

































to the Kar. 

It has the easiest-running ball-bearing wheels in the world! 

They are of an exclusive KELLEY KAR type. Strong steel 
double discs, with no rivets or welds to pull out, and enameled 
bright green, with a red stripe. Exceptionally racy. 

It has a practical rubber-roller brake. 

Body of selected ash, round trim, ends mortised, nailed 
with cement-coated nails. Striped with green, and fin- 
ished with three coats of spar varnish. 

Channel steel chassis, enameled bright red. 

Boys who recognize the best want the KELLEY KAR. 


It is highest in quality of design, 
workmanship, materials and _ ad- 
vanced features. 


Selling the highest quality article 
pays. 


INDIVIDUALLY 
REGISTERED LICENSE- 
NUMBER PLATES 


No two numbers on KELLEY KAR 
plates are alike. A card comes with 
each Kar, by which the owner can 
register his number here with us. 


This is an exclusive KELLEY KAR 
feature. It enables the factory to 
render quick service, in case a repair 
part is ever needed, as we can tell 
by its mumber exactly what Kar 
needs the service. 

It 1s proven to be an effective pre- 
ventive of stealing Kars; and a sure 
means of identifying them and re- 
covering them if they are stolen. It 
makes ownership of a Kar more like 
ownership of an automobile. It is a 
big potnt of satisfaction to a boy. 











—or if it’s the big- 
you're after, you'll 


gest value, low-cost coaster 
like our 














—and the 
Skip-o-long 
SCOOTER 


with ball-bearing disc wheels, 

rubber-roller foot brake that 
works on the REAR wheel, rub- 
ber floor mat, and all the features 


that make it the QUALITY 


scooter. 












It has speedy disc wheels, 
and removable box, leaving 
a “buckboard.”’ 
















Send for Circulars! 


BURNHAM MANUFACTURING COMPANY 
CHARLES CITY, IOWA 
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Weather Retards Trade in Pittsburgh— 
District Retailers’ Stocks Are Low 


ELECTRIC LAMPS.— Lower prices 
have been announced by leading manu- 


(Pittsburgh office of HARDWARE AGE) 
ARDWARE business still leaves much to be desired in this 
H district. While the weather lately has been milder and the 
snow has pretty well disappeared from the city streets, con- 
ditions remain unfavorable to trading in the country districts, with 
the farmers still experiencing great difficulty in getting to town. 
Traveling salesmen are sending in very few orders and most of 
these are for goods for spring sale and carrying advanced datings. 
Beside the weather, the sudden ending of the anthracite strike is a 
factor in local business, since Pittsburgh jobbers serve such a large 
soft coal area. The end of the hard coal tieup means that during 
the remainder of the winter there will be little or no dependency 
upon either coke or soft coal and there has not only been a steep de- 
cline in coke prices, the result of extensive cancellations of orders, 
but already there is some tendency toward curtailment of soft coal 
production. Demands for hardware that might have developed 
threugh a continuance of the anthracite suspension and a demand 
for soft coal and coke as substitutes probably have been lost. 

Generally, however, the weather is regarded as more responsible 
than the ending of the hard coal strike for the quiet hardware busi- 
ness and the common belief is that with a period of mild, open 
weather there will be a material quickening in demand. There was 
something temporary about the prosperity that has been enjoyed 
by producers of coke and soft coal, since it was founded on the hard 
coal strike and the settlement of that dispute proves it. Dependency 
by the hardware trade for good business from the soft coal mining 
centers in this part of the country is idle so long as there is over- 
production, with its consequent part time operations. 

No important price changes have been reported in the past week 
and signs of changes are lacking. The sale of hardware like prac- 
tically all other products has grown short-ranged in recent years 
on account of the ample manufacturing capacity of the country and 
the ability of the railroads to move goods rapidly. Jobbers and re- 
tailers no longer find it necessary to stock up to the extent they did 
a few years ago. Lack of forward buying tends to prevent price 
advances, while with manufacturing costs remaining up, there is 
not much room for price cuts. Collections are rather slow.’ 


AWNING HARDWARE.—With the ap- BRUSHES-—Jobbers here continue to 
proach of spring, some demand is de- 
veloping for this line. Jobbers quote: 
Eye ends, % in., $5 per 100; % in., 
$8: clamps, % in., $6.50 per 100; % in., 
$8; hinges, $3.50 per 100. 
BATTERIES.—Brisk demand continues 
for radio batteries and there is also a 


very steady movement of flashlight bat- | 





orders. 

BOLTS, NUTS AND RIVETS.—Prices 
are very steady on these lines, but de- 
mands are steady rather than active. 


We quote out of jobbers’ stocks as 


follows: 
Machine bolts, small rolled threads, 


A 


teries. 
Jobbers’ quotations to retailers, 50 and 10 per cent off list; all sizes 
f.o.b. Pittsburgh: cut threads, 50 per cent off list; car- 
Broken Unit riage bolts, small rolled threads, 50 
Packages Packages per cent off list; all sizes cut threads, 
Each tach 45 per cent off list; stove bolts, 75 
- 7 e per cent off list; tire bolts, 40 and 
— os a cts ce ee et 10 per cent off list; nuts, hot pressed 
No. 768 nal cicik a tie Nalin 132 1.22 blank or tapped, 3.35c. off list, c.p.c. 
No. 766 sages shina 140 130 and t. blank or tapped, 3.35c. off list; 
No 767 aincsutciodsctetntinten 69 2°44 | rivets, small wagon and tinners’, 60 
No 279 PaaS ST? 2 vee 2 69 44 | per cent off list. 
IO. FIO cevsenseees 3.33 3.00 _CEL-O-GLASS.—Jobbers handling this | 
= mit hganaysancatale ms “35 product are well satisfied with the or- 
No. 6 dry cells, ignition type, unit | ders that are resulting from sales ef- 
packages, 32c. each; broken, 36c. forts. Finding so many uses, there is 
Flashlight.—No. 935, 9%c. each; e y , . 
No. 950, 10%c.: No. 790, 22c.: No. a good deal of interest among retailers, 
oes 21%c.; No. 750, 18c.; No. 751, | particularly those who cater to truck 
“tC. * 
Hot Shot.—No. 1461, $1.70: No. gardeners. Jobbers quote it at 12% 
1662, $2.35. per sq. ft. 


(Reading matter continued on page 76) 
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report a good movement of wall and | 
other kinds of brushes against spring | 
MILK BOTTLE HOLDERS.—Good call 





facturers, effective from Feb. 1, on 
few wattages. 


a 


On 25-watt lamps the 


price to retailers has been cut from 30c. 
to 27c. each and a corresponding reduc- 
tion is noted in 100 and 150-watt lamps. 


GARDEN 


IMPLEMENTS. — Releases 


against spring orders are incréasing as 


the spring approaches. 


Tools, so far 


have moved more freely than other 


lines. Jobbers quote: 


Tools.—Manure forks, first quality, 
long handled, $15.25 per doz.; bowed 
garden rakes, 14-tooth, $9 per doz.; 
spading forks, $10.80 'to $21.00 per 
doz.; haying forks, 3-tine, first qual- 
ity, "$12.75 per doz. ; German hoes, 
No. 3-0, $7.20 per doz. 

Hose.—In 250-ft. reels, % in., 9%c. 
. per ft.; % in., 10%c. to llc.; 
% in., 11%c. to 12c.; Gem spray noz- 
zles, $6.80 a doz. 

Sprinkling Cans.—4-qt., 
6-qt., $6.60; 8-qt., $7.50; — -qt., 
12-qt., $10; 16- -qt., $12.6 


GALVANIZED wane This line 


$6 per doz.; 
$8.10; 


is 


reasonably active for the time of year, 


but there is room for 


improvement, 


which is confidently expected as spring 


approaches. Jobbers quote: 


Washtubs.—With wringer attach- 
ment, No. 22, $8.50 per doz., No. 23, 
$10.00; without yee 


No. 2, 75, No. 3, $9.0 
Pails.—Water, 12-qt., $2.65 per doz.; 
14-qt., $3; fire, 12- -qt., $4; cement, 
2 $10; chamber, 10-qt., $7.20 
12-qt., $8; well buckets, 10- qt., $4.50 


Refrigerator Pans. —No. 2, $4. 50 per 
doz.; No. 3, $6; No. 4, $7. 50. 

Garbage Cans.—Cans with lids, Se- 
aay No. 1, $3 each; No. 2, 50; 
No. 3, $4; Hercules, No. 171, $3; No. 
181, $3. 25; No. 191, 60. 


INCUBATORS pray BROODERS.— 
Nothing in hardware items is more ac- 
tive than incubators and accessories at 


present. 


Jobbers quote subject to the regu- 
lar trade discount of 30 per cent. 

Incubators.—No. 14F, $16.50; No. 
16E, $27.50; No. 17E, $36.75; turning 
trays, No. 1, $7.50 per set; No. , $9; 
No. 3, $12; No. 4, $15; No. te 0; 
broode rs, blue flame, $17. 50 to $22. 50; 
portable, $11.75 to $19; coal burning, 
$21.50 to $30. 


is noted here for this line. 
Jobbers quote those to hold 6 quart 
bottles at $12 per doz. and 8 bottle 
holders at $15. 


MILK CANS.—Dairy farmers count on 
a good flow of milk this spring and the 
| demand for cans is increasing. 


Prices out of jobbers’ stocks fol- 
low: Security line: (Sunken covers) 
aves. No. 620, $3.60 each; No. 
; No. 740, $4.50; Tigers, No. 
No. 632, $4. 10: No. 640, 
732, $4. 20; No. 740, $4.50; 
Ohio, No. 620, $2.80; No. 632, $3.30: 
No. "640, $3.40; No. 732, $3.45; No. 
740, $3.55; Pittsburgh pattern, $2.70 
each. Umbrella covers 15c. per can 
extra. 


PAINTING SUPPLIES.—Prices estab- 
lished Feb. 5 on turpentine and oil 


are holding. 


Lead and mixed paint 


prices have been stationary for several 


months. Current demands are light 


> a 


fair amount of spring business has been 
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The Desirable Fence Line 


FOR THE MERCHANT 


HE fair and constructive policies under which Super-Zinced 
Fences are marketed make them the outstanding line of 
fences from the standpoint of both the merchant and the 


consumer. 


If you are not already handling this fence we believe you will 
be interested in our proposition. We protect your interests, 
build up the fence market, cooperate with our individual agents 
and force no undesirable features into our selling policies that 
may react to the agents’ disadvantage. 


We want to tell you about how our fences are made, how they 
are advertised to build up the fence business, how we safeguard 
the agents’ interest, how we cooperate with local sales efforts. 
Our fences are guaranteed to be unexcelled in quality and dura- 
bility, fully protecting the consumer, yet preventing any impo- 
sition or loss to the agent. Your inquiry will receive our prompt 
and courteous attention. 


Pittsburgh Steel Company 


PITTSBURGH, PA. 


New York +: Chicago * Memphis : Dallas »* San Francisco 
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booked, but individual orders appear 


somewhat smaller than those of a year 
ago. 

Prices to retailers: 

Ready mixed paints, best grades, 
$3.10 per gal.; lower grades, $2.50; 
white lead, 15%c. per Ib. in 100-Ib. 
lots, 10 per cent less in lots of 500 
Ib. or more and an extra 5 per cent 


less in lots of a ton or more; turpen- 
in barrel lots: 


tine, $1.16 per gal. 
linseed oil, 12.8c. per Ib. in barrel 
lots : 

POULTRY NETTING. — Releases 


against spring orders are gradually in- 
creasing, but there is evidence that re- 
tailers, believing they can get prompt 
shipments when they are wanted, are 
not stocking as heavy as they did a few 
years back. The discount still is 50, 
10 and 10 per cent on galvanized net- 
ting before and 50 and 10 per cent af- 
ter weaving. 


PRUNERS.—This line still is showing 
a fair degree of activity. Pruning 
shears are quoted from $2 to $24 per 
dozen and wood-handled tree pruners 
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gage black, or 4.50c., base Pittsburgh, 
for No. 28 gage galvanized. No change 
is noted in jobbers’ prices, but a re- 
flection of the decline in mill prices 
appears likely. 

Prices out of Pittsburgh jobbers’ 
stocks: Galv. flat, No. 28 gage, $5.60 
base per 100 lb.; corrugated No. 28 
gage, 2%-in., $4.74 per square; one 
pass cold rolled black, No. 28 gage, 
$4.35 base per 100 Ib. Armco ingot 
iron galvanized flat, No. 28 gage, 
$6. Toncan metal galvanized flat, 
No. 28, gage, $6.35; all for lots of one 
to nine bundles. 


STEEL AND IRON PIPE.—tThere has 
been no change since April, 1923, in 
mill bases on steel pipe, nor since Jan- 
uary of the same year in iron pipe. 
Jobbers’ prices, however, have reflected 
keen competition for business for more 
than a year and that is the condition at 
present, the quotations here given being 
subject to some shading. 
Prices out of jobbers’ stocks, f.o.b. 
Pittsburgh, follow: 
Welded Steel Pipe 
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DERM, sccvcesece 74.52 90.16 
CAE, scvccisvcces 88.20 106.82 
ma eee eee 102.90 124.46 
DOE, cosescseseces 119.90 145.04 
Pe. odesevecsders 155.50 188.16 


TIN AND TERNE PLATE.—These 
lines are very firm in price. Current 
demands are light, but much business 
has been taken for spring delivery and 
releases against them are expected to 
increase considerably as the weather 
opens up. 


Pittsburgh warehouse prices: 

Roofing ternes, 8- >, I. ; x 28- 
in., $13.90 per pxe -lb. $19; 
25- 1b. | $21; 30-Ib Soo. 80; 40. 1 “'L. > ae 
$25.2 Follansbee forg e roofing, 
$25. 78: furnace plate, I. rd L. 
in., $13. 50 per box of 112 sheets; 
I. X. L., $15.50. 


WIRE, NAILS AND FENCE-—Activ- 
ity in these lines still waits on more 
favorable weather. Mill prices are 
holding well and resale prices are at 
recent levels, except for some shading 
in nail prices. 

We quote from Pittsburgh jobbers’ 


stocks: 
Fence Wire: 








from $1.30 to $2.40 each. ey a (per 100 Ib.) Annealed Galvanized 
SCREEN WIRE CLOTH.—The move- Size Per 100 Ft. Per 100 Ft. = B to 9 gage....$3. a wer 
ment is good except for such interfer- My-in. ........+. $ 3.41 $ 4.90 ED veceacdeuaauvend 310 3.55 
ence as is set up by the bad condition} = vin 1005201) 3°36 4.98 t BBopeeeieese: Fc) 
of country roads. Jobbers quote: ME Sch udakeus 4.34 5.61 DEE - cisciubikenseae 3.35 4.00 
P96 ed6s660% 5.41 6.90 DE w¢ecavasbecnests 3.55 4.30 
~~ ye 00 ag. base, per 100 i. Cetesveeneee 7.65 ae SOME - s2veecencocesee 3.75 4.50 
sq. ft.; bronze, $5.75. CES Se 10.35 13. i . ; 
. ime "....ccc.. 12.38 15.95 gd eaian oer ee mee" be 
SHEET METAL.—Recent prices are) 2:im o.2.. 00020) 16.65 21.46 2-point hog. ..........ccccccusse, BS 
holding. Business is not very brisk, ere veacnrae ss a. 43 44.37 CEE SUED: 6.0 co cecccoess sages 3.22 
but sales with most jobbers are run- i Sg od enesdess 44.16 6.13 IE cattle ‘(epeciaiy 12022222. 23 
ning a little ahead of those at this time eg patente on te ap Field: Woven wire fence (per 100 
last year. BL, evcecen cones 71.04 90.28 rods): 
6-in 9° 16 117.10 Dh 6 cssguveeaueseaaeaens ee $39.00 
We quote sheet copper at 22%c. per Aaniptialeh Lapiadbinahaibaie eg LN A Ree nen 54.75 
oe —_ jobbers’ gtoens in -— of Welded Iron Pipe Poultry 
. or more an “4c. per Ib. in , N ie ee ee wou ke nea eee .60 
single sheets; sheet zinc, 14c. per Black Galvanized No. 1948 ou flere a wrue ee kc +7300 
Ib. in loose sheets; 13c. in 100 Ib. Net Net Dk ED .6ees000400006e+00000Nnl 48.50 
casks; 12%c. in 300 Ib. casks and Size Per 100 Ft. Per 100 Ft. — nails base per keg, $2.95 to 
12%c. in 600 Ib. casks. rere $ 7.20 $ 9.00 $3.0 
, | geeonpine 7.20 9.00 : 
SHEET STEEL.—Few of the mills now SS pee das 7.40 9.26 WOOD FAUCETS.—Some local job- 
are holding to the advances made late . agallaaheeaeate as 11.50 | bers now are offering an attractive line 
Saag  tadaen tscae 13.43 16.66 
last November; this amounted to $2 a nec eunns 18.17 22.54 of imported wood faucets and report a 
ton in black and galvanized sheets and —— se eseeeeee pt y+ fair sale of them. 
little business is being done at higher ow eeeaene 58.50 They quote: 4-in., $1.25 per doz.; 
than 3.25c., base Pittsburgh, for No. IL a ee aes 61.97 74.97 6-in., $1.50; 8-in., $2; 9-in 2.50. 
AMBRICAN HARDWARE MANUFACTURERS | CONVENTION AND EXHIBITION, ge N. - bama, Florida, Geore’e. and Tennessee) 
A. CONVENTION ITION, Atlanta, Ga., 


ASSOCIATION CONVENTION, ee 


Atlanta, Ga., May 4, 5, 6, 7, 
1819 


Hotel, 
F. D. Mitchell, secretary- treasurer, 
Broadway, New York City. 


mo Iron, STEEL AND HBavVY HARD- 
ARE ASSOCIATION CONVENTION, Ambassador 
Hotel, Atlantic City, N. J., May 25, 26, 27, 
1926. T. James Fernley, secretary, 5065 
Arch Street, Philadelphia, Pa. 


=. Sas RETAIL eee panegse- 

ON at oe Little scoretary, 616 | May, 
1926. age, Sore 15 Swathon 
Trust Batiaing, ttle Rock. 


CALIFORNIA RETAIL HARDWARE & IMPLE- 
MENT ASSOCIATION CONVENTION, Hotel 
Whitcomb, — Francisco, March 16, 1 
18, 1926. Le Roy Sn Smith, secretary, 112 
Market St., 


HARDWARB ASSOCIATION OF THE CAROLINAS 





June 8, 9, 10, 1926. a 

717 Commercial Bank Building, Charlotte, 
MISSISSIPPI RETAIL HARDWARE & IMPLE- 

MENT ASSOCIATION CO Biloxi, 

Miss., June 21, 22, 23, 1926. Guy Nason, 

secretary, Chamber of Commerce, Columbus. 


NATIONAL RETAIL HARDWARB ASSOCIATION, 
Congress, Claypool Hotel, Indianapolis, 
Ind., June 21, 22, 23, 24, 1926. Herbert P. 
Sheets, secretary, 130 E. Washington S&t., 
Indianapolis. 


SouTsa Daxkora Rerai HARDWARE ASSO- 
CIATION CoO on, Sioux Falls, reo 
23, 24, 25, 1926. Charles H. Casey 
retary, Nicollet Avenue and twenty fourth 
Street, Minneapolis, Minn. 


SOUTHEASTERN ReTraIL. HaRDW AND 
IMPLEMENT ASSOCIATION lesmneaed of of Ala- 





AND EXH 
May 10, iL, 12, 1926. Walter Harlan, sec 
og 4 701 Grand Theater Building, ‘Atlan- 
a, Ga 


SOUTHERN CALIFORNIA RETAIL HARDWARE 


ASSOCIATION CONVENTION AND EXHIBITION, 
March 10, 11, 12, 1926. mendeu Am- 
bassador "Hotel, ‘Los Angeles. EL lL. yd, 
secretary-treasurer, 61 Hellman Bark 
Building, Los Angeles, Cal. 

SOUTHERN HaARDW JOBBERS ASSOCIA 
TION CONVENTION, Atlanta-Biltmore Hotel, 


Atlanta, Ga., y 5, 6, 1926. John 
Donnan, secretary-treasurer, Velen Va. 


VIRGINIA RETAIL tes | neers 
CONVENTION AND EXH Jefferson 
Hotel, Richmond, Feb. 33, ry 26, 1926. 
Thos. B. Howell, secretary, 301 EK G 
Room 906, Richmond. 








Reading matter continued on page 78 
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: 
: Wickwire New Form Poultry Fence 





Beauty stands right out in this fence—strength 
is there, too. It requires no rail at top or bot- 
tom—hangs straight—stays put—is rigidly 
reinforced, and maintains its height. 


Now made in both grades—galvanized before 
and after weaving. The latter is recommended 
because of its greater durability and rust- 
proof qualities, 


Put up in bales of 150 lineal feet in 2 in. and 
| in. mesh in even inch widths from 12 to 


72 ins. 


Backed by a quality standard and reputation 
that has made WICKWIRE BROTHERS 


Products famous for over 50 years. 


Your Jobber Will Supply You. 


Stites 
wiitdais 


” ditisusl 


INCORPORATED 1692 
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February 25, 1926 


Sales Show Improvement in Cincinnati— 
Outlook Favorable for Spring Business 


(Cincinnati office of HARDWARE AGE) 


and spring goods, the jobbing trade in Cincinnati has not at- 


LTHOUGH there have been moderate sales of both staple items 


tained the proportions that jobbers had expected. The vol- 
ume of business up to the middle of February was considerably be- 


low that in the corresponding period last year. 


While some of the 


decrease is ascribed to the unfavorable weather, the hesitancy of 
the retailer in placing orders for spring delivery is a disturbing fac- 


tor. 
the next month. 


Jobbers believe that there will be a marked improvement in 


In most cases retail dealers are carrying small stocks and are re- 
lying upon the jobbing houses for quick deliveries when necessary. 
Retail trade has lacked the life that characterizes a prosperous con- 
dition and merchants are not eager, under the circumstances, to tie 
up much money in new stock. There have been orders placed for a 
liberal amount of spring commodities, but the bulk of the goods has 


not been bought as yet. 


The price situation is looked upon as favorable. 


Advances in 


roofing material and in screws are pending, while a slight increase 
in linseed oil has been registered. Otherwise, quotations are vir- 
tually the same as they were two weeks ago. 


AUTOMOBILE ACCESSORIES.—Job- | 


bers have been disappointed in the vol- 
ume of business that they have done on 
winter items. The call from the retail 
trade has been limited to small lots for 
immediate needs and, despite the fact 
that the weather has been favorable 
for the sale of winter merchandise, lit- 


tle interest has been shown. Spring 
goods are now appearing and their 
prices are given below. The cheap 


grade of tires for Ford cars, which was 
recently brought out, is selling well. 
We quote from Cincinnati jobbers’ 


stocks: 

Tires.—30 x 3% Ford cord tires, 
$8.25 each; in lots of 10, $8. 

Tubes.—30 x 3% st andard gray 
tubes, $2.25. 

Jacks.—No. 10 Ajax, 85c. each; No. 
9 Ajax, $1.05 each; No. 60 Ajax, $2.50 
each. 

Pum ps.—No. 11, 55c. each; Big 
Boy, $1. 55 each: Arvin, $1.85 each. 

Bumpers. —Marquette Ford front 
bumper in black, $3.32 each; Mar- 


quette Ford front bumper in nickel, 
$4.02 each; Marquette fender guards 
for Fords, $6.12 a pair. 

Fenders.—Ford fenders, $7.45 a set; 
commercial fenders, $3.10 a pair. 

Luggage Carriers.—I.uggage car- 
riers, 90c. each; 80c. in quantities 
of 24. 

30 x 3% Ford cord tires, $8.25 each; 
in lots of 10, $8. 

AXES.—Business has been holding up 
to a moderate level and retailers are 
carrying a fairly diversified stock. No 
change has been made in prices. 

We quote from Cincinnati jobbers’ 
stocks: Dreadnaught single bit base 
weight handle axe, $19.65. Dread- 
naught single bit base weight un- 
handled axe, $14.85; double bit base 
weight handle axe, $24.75; double bit 
base weight unhandled axe, $20. 


AGRICULTURAL HANDLES. — Or- 
ders for early spring delivery are com- 
ing in at a satisfactory rate, according 
to local jobbers. The agricultural dis- 
tricts are preparing for a year of ac- 
tivity on a broad scale nad present in- 
dications point to good business for the 






































rural hardware merchant. Quotations 
are firm. 
We quote from Cincinnati jobbers’ 
stocks: 
Hay fork, 5%-ft., $2.85; 5%-ft. 
bent hay fork, $3.30; long manure 


fork, $2. 45: cotton hoe handles, $1.85; 
wood D shovel handle, $4.89. 


BOLTS AND NUTS.—tThe price situa- 
tion remains undisturbed. Consumers 
are taking a fairly good amount of 
stock and retailers are buying rather 
freely. 

We quote from Cincinnati jobbers’ 
stocks: Machine bolts, large, 50 and 
10 off; small, 50, 10 and 10 off; car- 
riage bolts, large, 50 off: small, 50 
and 10 off; stove bolts, 75 off: se mi- 
finished nuts, 9/16 in. and smaller, 75 
off: larger sizes, 65 off. 


BUILDERS’ 
weather conditions, together with the 
fact that jobbers are in their dull sea- 
son, have given a sluggish tone to the 
market. Considerable effort, however, 
is being expended in preparing for the 
activities which will open up as soon 
as the weather warrants such a course. 
Prices have not been affected by the 
decline in sales. 


We quote from Cincinnati jobbers’ 


stocks: 
Hinges.—Heavy, 60, 10 and 10 off; 


a 

light, 60, 10 and 10 off; extra heavy 
T, 60 10 and 5 off. 

Hasps.—Common hinges, 70 off; 
safety hasps, 3-in., 95c., single per 
doz.; 4%-in., $1.25: 6-in., $1.75. 

Butts.—Steel, dull brass and an- 
tique copper, —— —- 3% x 3%, 
20c. per pair net; 28c. In less 
than case lots, sig x 336, 22c.; 4x 4, 


30c. 
Sash Weights.—Sash weights, 1.85c. 
inside Sets.—Square bevel inside 
sets in case lots, $5.10 a doz. 


CROQUET SETS.—Jobbers have an- 
nounced prices on croquet sets for the 
spring season. Retailers intimate that 
they expect to purchase merchandise in 
generous quantities. 

We quote from Cincinnati jobbers’ 


stocks: 
No. 5, four-ball set, $1.50; No. 10, 
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six-ball set, $1.85; No. A, eight- 

ball set, $2.15; No. 3, eight-ball set, 

$4.20; No. 1, eight-ball set, $3.15. 
EAVES TROUGH AND CONDUCTOR 
PIPE.—While sales have not been par- 
ticularly large, the volume of business 
has been steady and has reached nor- 
mal proportions for this time of the 
year. Jobbers are anticipating a lib- 
eral increase in their orders in March: 
Prices are fairly firm, although they 
show some fluctuations. 


We quote from Cincinnati jobbers’ 
stocks: 28- ~Zage, 5-in., eaves trough, 
$5.75 per 100 ft.; 28-gage, 3-in. corru- 
gated conductor pipe, $5.50 per 100 
ft.; 28-gage, 3-in. corrugated con- 
ductor elbows, $1.94 per doz.; 29-gage, 
3-in. corrugated conductor’ elbows, 
$1.51 per doz. 


FILES.—The retail trade is interested 


solely in covering its immediate re- 
quirements which are confined to small 


lots. Retailers are well stocked to sup- 
ply regular customers. Prices are the 
same. 


We quote from Cincinnati jobbers’ 
stocks: Black Diamond files, 40, 10 
and 10 off list; Keystone files, 70, 10 
and 5 off list. 


GALVANIZED WARE.—The demand 
from the dealers in this territory is 
strong. Both January and February 
have proved to be profitable months 
for the local jobbers. Quotations re- 
main unchanged. 

We quote from Cincinnati jobbers’ 


stocks: 
Galvanized Pails.—10-qt., $2.30 per 
14-qt., 


doz.; 12-qt., $2.55 per doz. : 
$2. 90 per doz. : 1-qt., $3.40 per doz.; 
galvanized tubs, No. 1, $6.50 per doz. 


GARDEN HOSE.—Retailers are delay- 
ing their purchases because the winter 
weather has not been conducive to 
thoughts of spring and summer. A fair 
amount of business has been placed for 
March and April delivery, but the bulk 
of the season’s orders are yet to be 
placed. Firmness is shown by prices. 


B- , quote from Cincinnati jobbers’ 
stoc 

Rubber Hose. —5-ply, %-in., 8c. 
per ft. in 50-ft. len — 6-ply, %-in., 
10c. per ft. in 50- lengths; 


14-in., 12c. per ft. a 50-ft. lengths; 
double braid in %-in., 500-ft. coils, 
10c. per ft. 


GARDEN TOOLS.—Here again the sit- 
uation is not as favorable as jobbers 
had hoped for. Postponement of spring 
buying has been the most disturbing 
factor, but jobbers are confident of a 
pickup in sales in the next month. 
Prices are firm. 
We quote from Cincinnati jobbers’ 


stocks 

Fork — 035% Iowa hay forks, 
$12.25 doz.; 044% owa manure 
forks, $15.60 doz.; OHW Iowa spad- 
ing forks, $19.80 doz. 

Rakes.—14SM rakes, $5. a | wae 


No. 314 Peerless rakes, $9.84 d 
GLASS.—No perceptible Scaniabiaihieh 
in sales is noted. The market remains 
exceedingly quiet and it is unlikely that 
there will be a definite upward trend 
in business until well into March. 
Meanwhile prices are holding well at 
the schedule quoted two weeks ago. 


(Reading matter continued on page 80) 
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6,000,000 Women Will 
Read About 
Aunt Sarah’s Oven 


No matter where your store is located 
many of your customers will read about 
the economy, convenience and baking 
comfort of Aunt Sarah’s Oven. Then the 
popular $1 price clinches the sale. We 
are advertising this new article to reach 
and convince 6,000,000 women. And of 
course, attractive tie-up literature goes 
with every order. 





Patented 


Construction 


Diameter—11% in.; 8 in. high. Made 
of rust-resisting polished steel. Double 
wall ventilated cover and bottom, pro- 
viding uniform heat circulation. Cover 
lined with tin to secure proper heat 
radiation. Double rack for either fast 
or slow baking. 
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Reg. U. S. Pat. Off. 9-8-25. 
Other patents pending 


ERE’S a new leader for you—a baking utensil 

that is used over the single flame of any type 
stove (gas, oil, gasoline). Not only does your cus- 
tomer bake pies, biscuits, roasts, puddings and 
scores of other tasty dishes with it; but she uses it 
for broiling, browning and toasting as well. Only 
3 to 5 minutes needed for preheating—that means 
for 1/3 to 1/2 less fuel. Heat from only one flame 
—that means baking comfort in the summer time. 
Tens of thousands already are in use. Your cus- 
tomers want them too, especially at the amazing 
price of One Dollar ($1.25 West of the Rockies). 


LET US SEND YOU ONE—Let us send you an Aunt Sarah’s 
Oven for inspection. After 10 days’ free test, you can send initial 
order or return oven. We pay postage both ways. 


Jackes-Evans Mfg. Co. 


Serving the Hardware Trade Since 1887 


1946 Main St. St. Louis 


The New *]] Leader 
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from Cincinnati jobbers’ 
stocks: Single strength A first 
bracket, 87 per cent discount; single 
strength B first bracket, 89 per cent 
discount; single strength A second 
and third brackets, 85 per cent dis- 
count; single strength B second and 
third brackets, 87 per cent discount; 
single strength A over the _ third 
bracket, 83 per cent discount; sin- 
gle stre ngth B over the third bracket, 
85 per cent discount; double strength 
A, 85 per cent discount; double 
strength B up to 54-in., 88 per cent 
discount; double strength B over 54- 
in., 87 per cent discount. 


HAMMERS AND HATCHETS.—Or- 
ders have been flowing in at a moder- 
ate rate. Dealers are having a steady 
call from the public and are eager to 
keep a liberal stock on hand to meet 
all requirements. Quotations are strong, 
but unchanged. 


We quote 


We quote from Cincinnati jobbers’ 
stocks: Hatchets, No. 1, $12.50 
doz.: hammers, No. 81, $12 doz.; Boy 
Scout, $11 doz. 


HOSE REEL.—Jobbers are now quot- 
ing spring prices on hose reels which 


are given below. 


We quote from Cincinnati jobbers’ 
stocks: Wooden hose reels. $14.75 
a doz.: Victor iron hose reels, $2 
each. 


ICE CREAM FREEZERS.—Only a few 
scattered orders are being received, but 
an increased demand is expected next 
month. Retailers generally wait until 
fairly late in the spring to cover their 
needs and, consequently, buying on an 
extensive scale has not yet started. 


We quote from Cincinnati jobbers’ 
stocks: 

Peerless.—2-qt. $3.45; 3-qt., $4.10; 
4-qt., $5; 6-qt., $6.30; 8-qt., $8.20. 


Peerless dealer’s discount is 25 and 
10 per cent off above list. 

White Mountain.—2-at., $5.65; 3-qt., 
$6.75: 4-qt., $8.25; 6-qt., $10. 45; 8-qt., 
$13.50. White Mountain dealer’s dis- 
count is 50 per cent off above list. 


LAWN MOWERS.—New prices for the 
spring season are given below. 
We quote from Cincinnati jobbers’ 


stocks: 

Cheap grade with plain bearings, 
12-in., $5 each: 14-in., $5.25 each; 
16-in., $5.50 each. 

Better grade with plain bearings, 
12-in., $6; 14-in., $6.25; 16-in., $6.50. 

Cheap grade with ball bearings, 
14-in., $7.25; 16-in., $7.75 


Medium grade with ball bearings, 
“x $8.25: 16-in., $8.85; 18-in., 
0. 


Best grade with — bearings, 14- 
in $11; 16-in., $11.50; 18-in., $12; 
20-in., $12.75. 


LAWN SPRINKLERS.—Business has 
been quiet in the past week and there 
is no indication of an improvement in 
the immediate future. Retailers are 
not expected to buy heavily until late 
in March. 

We quote from Cincinnati jobbers’ 


stocks: Fountain ring sprinklers, $6 
doz.; Rain King sprinkler, $28.20 doz. 


MOPS.—The volume of sales in Janu- 
ary and February has been normal. Re- 
tailers are carrying a fair amount of 
stock and prices are steady. 

We quote from Cincinnati jobbers’ 


stocks: O’Cedar line with handles, 
No. 3, $12: No. 4, $8: No. 5, $10; 
No. 8, $12: No. 15, $6. 


NAILS.—There has been a consistently 
good demand from the retail trade and 
prices have been well sustained. Some 
reports come in from nearby markets 
telling about concessions made from the 
quotation of $2.95 a keg, but retailers 
locally are unable to purchase nails un- 
der that figure. 
We quote from Cincinnati jobbers’ 


! 
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stocks: Common wire nails, $2.95 per 
keg: cement coated nails, $2.25 per 
eg. 


OIL STOVES, OVENS AND WATER 
 HEATERS.—With the approach of 
spring jobbers are looking forward to 





increased business. Orders are com- 
ing in at a satisfactory rate, but an in- 
crease is expected in March. Prices are 
steady and unchanged. 


These are list prices. Dealer's dis- 
counts are noted after each group. 


Oil Cook Stoves 
PERFECTION— 


— rT $17.50 
a, Ct dp Gin. ceadeccces ee 22.50 
ek, ee Ge) IS oe ce dbe cee eé 28.50 
ek Se ae acc ce ane oe ces 39.50 


Perfection dealers’ discount 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 
PURITAN (Improved Model)— 


ee 8 ll Se ee $17.50 
MO. 4B S DUAFMOTB. nc cccccccccc + Bae 
Bee, Dee BS Gln bs 0 65.060 6 000k 28.50 
Puritan discounts same as Perfec- 
tion. 
NESCO— 
No. a  h dedens ces 00% $ 9.50 
ee 17.35 
No 213 3 burners... teece Bao 
No 214 4 burners............ 28.00 
No OE 39.50 
No. 1102 high shelf only....... 5.25 
No. 1103 high shelf only....... 6.50 
No. 1104 high shelf only....... 8.00 
No. 1105 high shelf only... 9.75 
Ovens 
bn ty ee 
No. 211 1 burner plain door...$2.50 
No. 211G 1 burner glass door... 2.70 
No. 121G 1 burner glass door... 4.90 
No. 122G 2 burners glass door.. 6.00 
Pe: cate eeccus Juan CeGReO 6.15 


Dealers’ discount on 10 or more, 
per cent; less than 10, 30 


PURITAN— 
No. 42G 2 burners glass door...$5.50 


Dealers’ discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 

NESCO— 
No. 05 1 burner solid door..... $2.10 
No. > 1 burner glass door..... 2.25 
No. 010 1 burner solid door..... 4.15 
No. 0 1 burner glass door..... 4.40 
No. 020 2 burners solid door.... 5.15 
No. 20 2 burners glass door.... ! 5.40 
No. 030 2 burners solid door.... 5.40 
No. 30 2 burners glass door.... 5.70 

Dealers’ discount, 30 and 5 per 
cent. 

Water Heaters 
ee ee ee ery ere $45.00 
Perfection No. 412.............. 40.00 
Perfection No. 241.............. 80.00 


Nesco discount, 30 and 5 per cent: 
Perfection discount, 30 and 5 per cent 
in lots of 10 or more; less,than 109, 


30 per cent. 
Wicks, Etc. 


Rtockweave wicks, 25c. each. 

Perfection and Puritan, $4 per doz. 
and $48 per gross. 

Discounts same as on 
stoves, ovens and heaters. 


PAINT.—There has been a decided im- 
provement in the sale of paint and job- 
bers believe that they are going to ex- 
perience a very profitable season this 
spring. The local Chamber of Com- 
merce is already getting under way the 
annual clean-up and paint-up campaign 
which should prove beneficial to the 
trade. Linseed oil has advanced 3c. a 
gallon in single barrel lots, while tur- 
pentine has dropped 5c. a gallon in two 
barrel lots. 


We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.50 per gal.: linseed oil, single bar- 
rels, 90c. per gal.; turpentine in 2- 
barrel lots, $1.02 per gal.; white and 
red lead in 500-lb. kegs, 15%c. per 
Ib. less 10 per cent. 


POULTRY AND WIRE NETTING.— 
Orders for spring delivery have been 
encouraging and prospects in the rural 


oil cook 
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districts are excellent. Prices are un- 


altered. 


We quote from Cincinnati jobbers’ 
stocks: 12 mesh black wire netting, 
$1.75 per 100 sq. ft.; 12 mesh opal 
wire netting, $2.05 per 100 sq. ft.; 
14 mesh opal wire netting, $2.45 per 
100 sq. ft.; poultry netting galvanized 
after, 571% off list; poultry netting 
galvanized before, 571% and 10 off list. 


RADIO BATTERIES.—tThe situation 
remains unchanged, with retailers plac- 
ing a fair number of fill-in orders. Quo- 
tations are firm. 


We quote from Cincinnati jobbers’ 
stocks: 22% volt B radio battery, 
$1.30 each: two cell tubular flashlight 
battery, 19%c. each; three cell tubu- 


lar fiashlight battery, 27%c. each; 
small monocells, 8%c. each; large 
monocells, 944c. each. 
A battery, 35c. each; ignitor dry- 
cell battery, 32c. each. 
REFRIGERATORS. — Announcement 


has been made of the new prices for 
the coming season. They are given be- 
low. 

We quote from Cincinnati jobbers’ 


stocks: 

No. 264 white enameled refrig- 
erator, $33.25 each; No. 764 porcelain 
refrigerator, $52 each; No. 964 stone 
white refrigerator, $55 each. All of 
the above models are of the three- 


door front icer type. 
ROLLER SKATES.—Retailers are or- 
dering a considerable amount of stock 
to care for spring requirements. Prices 
are the same. 


We quote from wag ee ares. 
peeps: Nos. 4 and 5, $1.45; No. 6. 


ROOFING MATERIAL.—A lthough 
there has been no change made in 
prices, local jobbers state that an ad- 
vance is pending. There has been a 
slight improvement in business, but 
sales are still small in volume. 


We quote from Cincinnati jobbers’ 
stocks: 

Roofing Paper. — Light, standard, 
$1.05: medium standard, $1.30; heavy 
standard, $1.55; light Holdfast, $1.30: 
medium Holdfast, $1.55; heavy Hold- 
fast, .80; red and green slate 
surface, $2. 

Roof Coating. — Coal tar, refined, 
in barrel lots, 24c. per gal. ; in half 
barrel lots, 27c. per gal.; in half 
crude, in barrel lots, 25c. per gal.; 
in half barrels lots, 28¢e. er 1. 

Roofing Cement. —In 1-Ib. ome, 32 


to the case, 15c. per Ib. net; in 3-Ib. 
cans, 12 to the case, 13c.; in 5-lb. 
cans, 12 to the case, llc.; in 10-Ib. 


cans, 10c.; in 25-Ib. cans, 9c. 
ROPE.—Recent sales have been neg- 
ligible, as most retailers contracted for 
their needs several months ago and 
will not be in the market again for a 
considerable time. Prices are the same. 


We quote from Cincinnati jobbers’ 
stocks: Best grade Manila _ rope, 
Ocean brand, 25%c. per Ib.;: Plym- 
outh brand, 26%c. per Ib.; sisal rope, 
15%c. per Ib. 

SAWS.—Business is fair, stocks are 
ample to care for immediate require- 
ments and prices are unchanged. 


We quote from Cincinnati jobbers’ 
stocks: Disston D8 iine, 
$24.40; 22-in., $26.20; 26-in., 
Atkins junior Mechanic, 20- ‘in., 


SCREWS.—A steady call from the re- 
tail trade is noted. Quotations are 
firm. 


We quote from Cincinnati jobbers’ 
stocks: 

Flat head bright screws, 85 and 
7% off list; flat head blue screws, 
85 and 2% off list; flat head brass 
screws, 80, 10 and 10 off list; round 
head blue screws, 80, 20 and 2% off 
list; round head brass screws, 80 
and off list; round head nickel- 
plated screws, 75, 10 and 5 off list. 


(Reading matter continued on page 82) 
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Tom-Tom 
the rouser 
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Tom-Tom 
iltmalinias 


OXON WAXETOIW, 
“Truce‘ Jime‘ Jellers 


Tidy -Tot 


Tick-Tock 


ote hee ay 


Tick -Tock 


Tip-Top 
Octagon 


NATIONALLY ADVERTISED 


OCTAGON True Time Tellers 


TIP-TOP OCTAGON WATCH 


The new octagon-shaped watch, 14 size, thin model, neat and 


TOM-TOM 
Height, 5% inches; Width, 4% inches; 4% inch dial 
Convex glass, nickel-plated octagon case, 
40-hour movement, back bell, 
intermittent alarm with shut-off, removable springs 
Plain Dial $3.25 Radium Dial $4.25 


TIDY-TOT 
Height, 3% inches; Width, 2% inches; 2% inch dial 
Convex glass, nickel-plated octagon case, 
40-hour movement, back bell, 
intermittent alarm with shut-off. 


Plain Dial $3.25 Radium Dial $4.25 


THE EW oo 
EST. EW VEN 


NEW YORK CHICAGO 


compact. Stream line design, nickel polished, semi-octagon 
bow, substantial antique pendant corrugated crown, easy to 
Cubist numerals and skeleton hands. 


wind, pull-out set. 
Radium Dial $2.75 


Plain Dial $1.75 
TICK-TOCK 
Height, 4% inches; Width, 3% inches; 3% inch dial 
Convex glass, nickel-plated octagon case, 40-hour 


movement, back bell, long alarm with shut-off switch. 
Plain Dial $2.50 Radium Dial $3.50 


LOCK CO. 
ONN. 1817 


SAN FRANCISCO 





TORONTO 
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Tapping the National Sugar 
Tooth 


By Arthur H. Van Voris 


any dentist. 
If he could swing the proposition he’d be a 
billionaire. 

This “sugar tooth” exists in old and young. 

It isn’t shed in youth or extracted in old age. 

It’s a positive fixture. 

It’s a pleasant luxury. 

It costs money. 

Real money. 

And it pays some of this good money to the hard- 
ware man. 

In the very early spring things begin to happen. 

Old Winter is beginning to pull his last stakes. 

For instance, there’s the maple tree. 

Mighty good wood for the fireplace, and lots of us 
were glad enough to introduce it to the furnace and 
kitchen range during this non-anthracite season. 

Did you notice how nice and dry this maple wood 
was, as it came to you from the farmer outside of 
town? Even “green wood” split up easily when you 
applied the axe in the cellar, and even if it sizzled 
in the fire, it didn’t seem very wet as length after 
length was lopped off from the slab. 


[es national “sugar tooth” was never made by 


The Heralding of Spring 


But the advance heralding of spring, with its warm, 
sunshiny days and cold, frosty nights, brings about 
a new state of affairs in the maple tree. 

Sap appears. 

Tap the tree and you can soon fill a bucket. 

Boil it down and you have maple syrup. 

Really, this is where the story begins. 

The hardware man’s story. 

The making of maple products is quite an industry 
today, running into large figures as to outfit and out- 
put. 

The outfit is where you can make some money and, 
if you have a “sweet tooth,” a bit later you’ll have 
a chance to spend some of it on the output. 

And this outfit. 

If maple trees grow in your section, just so sure 
as warm, sunshiny days and cold, frosty nights pre- 
vail—maple products will be made and you can fur- 
nish certain equipment to the makers. 

Certain sections have long stood out in prominence 
as centers for the making and sale of maple products. 

Other localities, while not as well known, produce 
worthwhile amounts of maple syrup, sugar and honey 
and all of them need equipment for the making. 

Your store may not be located in one of these 
“best” localities, but if there are a reasonable num- 
ber of local sap-bushes, so called, within striking dis- 
tance, right now it is well to check up on the items 
which these maple product farmers will require. 


Beginning with the tree, in tapping it, a special 
auger bit is in vogue. 

This bit is a short, stubby fellow of 7/16 in. size. 

The hole is bored in the tree and the sap spout (or 
spile) is in serted in it. 

Experience leads us to suggest a moderate stock of 
two general types of spiles—the one with a hook cast 
onto the spile and the other with a detachable wire 
hook. Both are equally usable and useful but user- 
preference commends this little variety of stock un- 
less you know your local trade excellently well. 

Onto the sap spile is hung a sap bucket. 

If he be a regular big sap-bush farmer, he will 
probably call for a regular tin sap bucket, but if his 
tree-area is smaller, it is quite possible that you can 
hit two nails on the head with one stock ordering— 
namely—galvanized pails. 


Sale for Pails the Year Around 


These pails can be punched for insertion of hook 
in your tin shop and the advantage of this type of 
purchase is that the pail has manifold uses between 
seasons and need not be laid up when sap ceases to 
flow and the buds appear. 

Also, on your side, if you carry over some of these 
pails, there is a sale for them throughout the rest 
of the year. 

Your larger producer will require a gathering tank. 

An average tank contains from three to five barrels 
and is made of galvanized iron or heavy tin stock, 
with square or round ends, well reinforced. 

Next, the storage tank and the evaporator. 

These are larger items and they should be pretty 
well balanced in capacities for the reason that au- 
thorities assert that the desired light, amber colored 
syrup is produced in this manner, whereas the syrup 
is quite apt to turn out dark and sluggish in ap- 
pearance if a large storage tank is used in connec- 
tion with a small evaporator—a point well worth 
bringing to the user’s attention when securing his 
order. 

Next, after straining the syrup through felt 
strainers, it is made ready for the market in one 
gallon syrup cans. 

Breaking a case shipment means extra work for 
you, so why not suggest that the user make his pur- 
chase in case lot, if he can use this number, at least, 
for this season’s output and many of your customers 
will ship out a much larger number than this? 

Of course, the maple syrup season is a short one 
and in a large measure, depends upon weather con- 
ditions, but if it is passed by in the hardware store, 
a certain business will be lost to some other dealer 
and all of these “thumbs in the pudding” make the 
sauce at the end of the year more pleasant. 


Reading matter continued on page 84 
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SPECIFY THE UNION ELECTRIC WELDED 
ALL-PURPOSE BASKETS 
FOR SPRING SALES 


MARCH and APRIL are the big 
clean-up months. Display this bas- 
ket along with your garden tools 
and it will practically sell itself. 





EVERY CUSTOMER with a home 
can quickly see how the All-Purpose 
Basket will eliminate the disagree- 
able labor of disposing of trash. 
The most convenient way to keep 
the basement, garage and yard 
clean; no second handling. 


Endorsed by Fire Authorities for 
SAFETY. Does not require watch- 


ing, for fragments will not fly. 


UNION ALL-PURPOSE BASKETS 





are made of Heavy Steel Wire, Electric 
Welded in every joint. The Welded Construc- 
tion prevents sagging or wires spreading ex- 
perienced with the woven type. Look for the 

_ convenient patented cover which hangs on the 
side and can be removed with one motion. 
They nest to save cost. 


SELL THEM FOR $2.00 
OR MORE AT A 
NICE MARGIN 
Manufactured in two sizes 


with a galvanized wire or 
green enamel finish. 


No. 2 


Height 24”, Diameter, Top, 18” 


No. 3 


Height 28”, Diameter, Top, 20” 





Ask Your Jobber or 
Write for Prices 





Strong and Durable 


UNION - STEEL PRODUCTS CO., Albion, Mich. 











84 


Duco Products Now 
Available for Home Use 


E. I. duPont de Nemours & Co., 
Inc., Wilmington, Del., has announced 
plans for marketing its product, Duco, 
through paint jobbers and dealers for 
general use, in and about the home. 

This announcement is the culmina- 
tion of three years of research and 





experimental work in adapting Duco 
for brush application, and is in answer 
to the thousands of inquiries that have 
been received by dealers everywhere 
for the distinctive qualities of the prod- 
uct which have been so much admired 
on automobiles and furniture. The 
product in its new form—for handy 
home uses—is supplied in sixteen popu- 
lar colors, black, white and clear. It 
will be packaged in quarts, pints and 
half pints with a distinctive label of 
two-tone green, the characteristic 
duPont Duco oval being prominently 
shown in red. 

Duco for home use is designed to 
possess all of the properties that have 
made the spray product so popular, 
with the addition of easy brushing 
properties—making it possible for any- 
one to apply it. It may be used every- 
where about the house for woodwork, 
walls, floors, autos, furniture and meta! 
work—right over the old finish. 

“Get-started assortments” have been 
set up to meet the requirements of 
every type of trade. These assortments 
include the necessary store helps such 
as window trims, counter displays, 
store cards and color cards. All of 
this material is unusually attractive 
and distinctive—in fact, is of an en- 
tirely different type from the usual 
dealer-helps material. 





Spare Tire Lock for Fords 
Affords Surety 


A practical and convenient locking 
device for the 1926 model Ford cars, 
that affords complete protection 
against theft of spare tire, rim and 
carrier has been announced by the 
Cooper Mfg. Co., manufacturer of 
automobile accessories, Marshalltown, 
Iowa. 

Known as the Cooper Spare Tire 
Lock, its unique feature is that it not 
only locks the tire to the rim, but locks 
the rim and carrier to the car, as well. 

It consists of an L-piece of steel 
which slips over the third or lower 
bolt, between the carrier “Y” and the 
main bracket and is locked in place 
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when the long bar of the lock is 
screwed into position on the lower 
bolt, while the bar is locked to the 
wing nut which holds the spare tire 





and the rim on the carrier. It is so 
designed that when the lock is in place 
it is impossible to remove either the 
tire, rim or carrier, except by picking 
the padlock. 


Lawn Weeder of 
All Steel Construction 


Of all steel construction, Hoeft & 
Co., Inc., manufacturer of poultry sup- 
plies and equipment, North Chicago, 
Ill., has recently placed on the market 





It has a 
slotted steel prong which firmly holds 
the weed and a slight pressure on the 
handle removes the weed and root com- 


pletely. 
It is attractively finished in baked 


black enamel. 


the Moe’s Lawn Weeder. 


Screwdriver Knife Has 


Lock-Back Feature 


Designed especially for electricians, 
mechanics, motorists and farmers, the 
Schrade Screw Driver Knife has been 
developed and placed on the market by 
the Schrade Cutlery Co., Walden, N. Y. 





additional 























The screwdriver blade 
is locked when the knife 
is open, and in order to 


release it, — anene se tae 
blade is pressed into the ae 
handle, which automatical- | Driver Blade Ke 
ly releases the screwdriver “se 
blade. This blade also has |, 10...) Ag 


a cutting edge and a wire 
scraper and the _ knife 
makes a practical tool for 
everyday use. 





Press Down to unlock 
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Merchandising Cabinet for 
Husky Wrench Sets 


A new cabinet in which to display 


| its complete line of standard socket 
_ wrenches has been placed on the mar- 


ket by the Husky Wrench Co., manu- 
facturer of automotive and industrial 
wrenches, 928 Sixteenth Ave., Milwau- 
kee, Wis. 

New items announced by the com- 
pany are a heavy duty ratchet, 20 
in. in length, of strong and compact 
construction, and two sizes of speeders, 
with up-set forged, mill ends and 
swivel grips. A line of square sockets 
from % to 1 in. square and four 
large hex sockets, from 





113/16 to 2% in. Hex, for heavy duty 
work complete the new items. 

The cabinet is finished in three colors 
and is both a display and stock cabinet. 
This cabinet was designed to meet the 
requirements of the dealer selling to 
garage mechanics and car-owners. Out 
of the assortment of units contained in 
the cabinet socket wrenches for every 
purpose can be selected. 

Socket Tables and a complete list 
of car-owner sets for any make of car 
are conveniently shown on the hinged 
cover of the Socket Box. 

The cabinet represents a complete 
wrench department to take care of any 
socket wrench need. 














screw Driver he 


Wire Scra 
per 's 
Extra Heavy Rivet NO 
RS 
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LANTERNS 


DIETZ 
SELF SERVICE 
SALES STAND 


New And Improved Design 


HIS Display reminds 
Torwets customers 
that they need new lan- 
terns. It enables cus- 
tomers to pick their own 
from various popular 
styles. It saves clerks 
time. Requires little 
space. 


Dietz improved Self Service Stand 
displays 12 Lanterns as follows :— 
One each “Little Wizard” white 
globe and solid ruby globe** One 
“Hy-Lo” with solid ruby globe** 
One “Monarch’** Two No. 2 
“T)-Lite”** Two No. 2 Large Fount 
“D-Lite’** Two No. 2 “Blizzard’’** 
Two No. 2 Large Fount “Blizzard.” 


Order From Your Jobber 


R. E. DIETZ COMPANY 
NEW YORK 


Largest Makers of Lanterns in the World— 
Founded 1840. Output Distributed Through 
the Jobbing Trade Only. 


‘DIETZ. 


LANTERNS / 
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Practical Sash Supporter 
Is Easily Adjusted 


Simple in construction and easily 
adjusted is a sash supporter manu- 
factured by the Sash Supporter Co., 
Kingston, Pa. The device, which is 
called the “Ideal,’”’ comprises a bracket 
and a roller, made of spring brass, so 








arranged that the roller moves horizon- 
tally and laterally with the bracket. 

Four supporters are placed on each 
sash. When the sash is raised, the 
rollers press downward and freely 
move horizontally with the brackets, 
and when the sash is released its own 
weight presses the rollers upward and 
causes them to tilt against a lip on the 
bracket and one of the guide strips, 
holding the sash in the position to 
which it has been moved. Frictional 
contact between the sash and the guide 
is not sufficiently great to prevent the 
sash being lowered with ease. 





New Chick Brooder 
Conserves Fuel 


The Automatic Incubator Co., 450 
Lake St., Delaware, Ohio, has recently 
placed on the market a new device for 
better brooding of baby chicks which 


Si1OE Co.iaR - > 
COWF AND TIGHTEN : — 


wit SCREW ORIVER u _ CANOPY 


Sur? SvPTR HCATER 
THROUGH OFF 





has been welcomed with a large de- 
mand by poultry raisers and hardware 


dealers serving the needs of the 
poultryman. It is known as the Auto- 
matic Super Heater Oil Burning 
Brooder. 


Designed primarily for heat reflec- 
tion on the backs of the baby chicks, 
it also is a great fuel conserver, re- 
quiring considerably less oil to pro- 
duce an even temperature of fresh 
warm air. 

Constructed from black and galvan- 
ized iron, it is slipped through the 
canopy opening and fastened rigidly 
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with a slide collar, resting tightly over 
the canopy. 

The Automatic Super Heater radi- 
ates all the heat elements to the rim of 
the canopy, placing the heat on the 
baby chicks’ backs. This affords an 
abundance of warm fresh air without 
any fumes, and with less fuel consump- 
tion per hour. 

It will fit all standard make Oil 
Brooder Canopies and will serve ideally 
to operators who realize the advan- 
tages of a clean and inexpensive 
method of chick-brooding. 





Door Latch Features 
Automatic Operation 


The Simm-Pull Latch Co., 916 
Chemical Bldg., St. Louis, has an- 
nounced an automatic door latch, de- 
signed for simplicity, which is assured 











from the construction. It is easy to 
install without cutting. At this sea- 
son it will appeal to dealers especially 
for screen doors. The automatic fea- 
ture holds the door closed, yet it is 
easily opened, with no rebound, pre- 
venting insects from getting in. It is 
finished in old copper on a lead base, 
a finish best suited to stand outside 
exposure. 

Sim-Pull Latch is being marketed 
through the jobbers, with a success 
that is surprising to the company. 





“Bonny Blue”—A New Form 
of Kitchenware 


A new form of kitchenware has just 
been announced by the National Enam- 
eling & Stamping Co., Inc., Milwaukee, 
Wis., known as “Bonny Blue” in the 





trade. A special feature of this new 
product is its artistic decoration in a 
very pleasing shade of blue, fired right 
onto a white enamel coating, which not 
only completes the beauty of the uten- 
sil, but also increases its durability. 


Reading matter continued on page 88 
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Convertible Saw Frame Is 
Time Saver 


K. D. Manufacturing Co., 510 North 
Plum Street, Lancaster, Pa., has placed 
on the market the “K-D” convertible 
saw frame. It is designed to save 
hours of time on difficult jobs. The 
gap between the 3-in. blade and the 








CONVERTIBLE 
SAW FRAME 


handle allows the spanning of obstruc- 
tions, or reaching behind projections 
wherever space will permit a two-inch 
stroke. 

The blade adjustment is quick and 
convenient from 3-in. to 12-in. blade. 
Solid nickel-plated frame extends to 
tip of steel pistol grip handle. It is 
noted that the solid steel frame carries 
clear to pit of handle. The frame does 
not collapse when the blade breaks. 
Broken blades can be used to advantage 
by simply drawing temper on broken 
end and drilling a hole. 

This saw frame comes packed in 
heavy cardboard box with 3-in. hack 
saw blade and 12-in. wood saw blade. 





Portable Hoist Features 
One-Man Operation 


The outstanding feature of the Man- 
ley Portable Hoist, recently placed on 
the market by the Manley Mfg. Co., 
York, Pa., is that the chains may be 
positioned from the floor anywhere 








within the uprights, which makes it 
possible to locate them to exactly suit 
the work, so that a vertical pull may 
always be obtained. 

In order to use one chain in the 
middle of the hoist for motor work, 
etc., it is not necessary to climb upon 
it to remove the chain from one pulley 
and shift it to another. This hoist has 
been designed so that the mechanic, 
standing on the floor, can instantly 
position the chains. 
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Lionel Always Reuds! 
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Boys will experience all the thrills of real railroading 
when operating the 


NEW LIONEL 
100% Electrically Controlled 
Railroad 








The 1926 Lionel Line 
is the Supreme Achievement 
of Twenty-Six Years 


HE new 1926 Lionel Line includes 
in addition to many other stan- 
dard items: 


12 typesof Electric Locomotives with 
mechanical reverse 
6 types of Electric Locomotiveswith 
electrical control 
26 different sizes and styles of Pull- 
man coaches, many of which have 
illuminated Observation plat- 
forms and red Janterns 
44 sizes and styles of Freight Cars, 
including the new Operating 
Dumping Ballast Cars, and Rail- 
road Crane 
65 Automatic and Non-Automatic 
Railroad Accessories, including 
the new Electric Semaphore 
2 New Power Stations for housing 
transformers 
A new Switch Signal Tower from 
which the electrically controlled 
Lionel railroad can be operated, 
and the marvelous 
Lionel Automatic Train Control 











HE American boy expects Lionel to introduce 
every new desirable feature that will make 


Electric Trains more thrillingly real. 

He will jump for joy when he learns that by simply 
manipulating a small lever placed at any distance 
from the track, he can start Lionel Trains, run 
them at any speed, bring them to a stop, and 
reverse them. 

With another small lever he can switch trains from 
track to track with the wonderful 


New Lionel Electric Switches 
And both these levers can be placed in the 


New Lionel Switch Tower 


which can be set at any distance from the track. 


As if by magic, these new electrically controlled 
Lionel Trains will respond to the mere touch of 
these levers, just like a-real train. 


The Demand for Lionel Trains 


will be greater this year than ever. Dealers’ profits 
are substantial. Lionel Trains will be nationally 
advertised to a greater extent than ever before. 
Watch for the 4 color broadside now on the press, 
describing fully the many new numbers. 


THE LIONEL CORPORATION 
48-52 East 21st Street, New York 


Western Coast Office, Showroom and Service Station, 788 Mission Street, San Francisco—M. Sweyd, Representative 


“STANDARD OF THE WORLD SINCE 1900” 











[IONEL!22“ TRAINS 


‘MULTIVOLT TRANSFORMERS 

















88 HARDWARE AGE 


Steel—By Saunders Norvell 


(Continued from page 45) 





jobber, being necessary to catch red-hot rivets and 


pass them along! 
* + + 


Another man who seems to have a snap is the gen- 
tleman who stands on a high platform watching the 
steel beams handled by the crane. He directs the 
engineer who handles the crane by moving his arms 
and hands. No doubt it is necessary for him to be 
careful. He must have a good eye, the power of con- 
centration and a clear head, but like all experts, he 
seems to take his job as a very simple matter and in 
between times he dances the Charleston on a six-inch 
steel beam. I formed quite an affection for this par- 


ticular fellow. 
¥* % ra 


The riveting was done by a man on each side of 
the steel beam. One man seemed to hold the red-hot 
rivet while the other manipulated the riveting ham- 
mer. The riveting machine makes an excellent alarm 
clock. Every morning at exactly eight there is a 
sharp, shrill whistle. Immediately afterward, rat- 
tat-tat, the riveting starts. When I have glanced out, 
I have noticed that every man seemed to be on the 
job. I did not see any rushing in late, telling the 
superintendent about the snowstorm and delayed 
trains. They all seemed to be there, not only on the 
job, but dressed in their working uniforms and ready 
to go to work when the whistle blew. While it ap- 
peared to me they worked slowly, they did work 
steadily. They all seemed to know exactly what to do. 
They did not get into each other’s way. When the 
whistle blew at closing time, they all stopped on the 
instant. There was instantaneous silence. I do not 
know whether they stopped riveting a rivet and fin- 
ished it afterward or not. It seems to me that if 
it grew cold, there would be some difficulty in finish- 
ing that rivet. Possibly the workmen kept a weather 
eye on the time and did not put a hot rivet in place 
just before the whistle blew. 

* *% ¥* 

Now all of the first floor is covered over. Heavy 
lumber has been placed over the steel beams and we 
can not see the trains coming and going. These trains 
are sealed up. I wonder how many years or centuries 
it may be before this building that I have seen slowly 
growing will be demolished. It is rather sad to think 
that while I have the pleasure of being present at 
the beginning of this building, I am not likely to be 
here when this building is removed! Building for 
years, these workmen, in a sense, have a right to 
build slowly. When their work is once done, it is 
not like the work of business men. They do not have 
to do exactly the same work in the same place day 
after day. They can see their progress. It seems 
slow—rivet by rivet—but progress is just as inevit- 
able as the rising of the tides. They are now working 
on the second floor. Every day the trucks come with 
the steel girders and they are deliberately but surely 
lifted into place. The trucks depart to bring more 
girders. Every steel beam is numbered. Every beam 
seems to fit in its appointed place perfectly. 
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What an illustration this building is of intelligent 
planning and execution! Somebody, once upon a time, 
conceived the idea of a building over these tracks. No 
doubt some banker or financier was consulted. Plans 
were laid down and possibly income was discussed. 
There could be so many rooms in a certain building— 
so many, upon the average, would be occupied—so 
many, upon the average, would be vacant—such a 
building would produce a certain income. The archi- 
tect and engineers figured out exactly how much it 
would cost. Long before this building was started, 
it was known, almost to a dollar, what the income 
of the building would be. First the idea, then the 
financial question, next the building; steel orders 
placed with far-away steel mills, steel workers in these 
mills working from blueprints for a building that they 
will probably never see, the loading of this steel on 
trains, the delivery in New York, the loading on 
trucks, the delivery to its place in the building. This, 
to my mind, is a delightful study in intelligent co- 
operation. I regret to say, however, that I do not 
think these steel constructors use many tools. A few 
forges, a few blacksmiths’ pincers, a few wrenches, a 
few hacksaws, and that seems to be all. After awhile, 
when the plasterers and woodworkers appear on the 
scene, we will see kits of tools and those of an inquir- 
ing turn of mind can find out why each workman 
prefers this hand saw or that hammer or that square. 
I am afraid my investigations will not go that far! 


+ + 


Some of these apartment houses and office buildings 
in New York house from 5000 to 10,000 people. One 
office building is said to daily house 25,000 souls. A . 
large apartment building was erected in one of the 
suburbs. Immediately a moving picture theater was 
established across the street. The movie theater 
owner remarked that his theater could exist on the 
patronage of this one apartment house alone. Imme- 
diately shops started in the neighborhood of this 
apartment. These small shopkeepers of various kinds 
could live on the business that came to them from 
the occupants of one apartment house only. These 
colossal apartment buildings of course provide for 
more people than many good-sized towns. 

* %* * 


All this makes the problems of the retail merchant 
in New York city entirely different from the prob- 
lems of the merchants in other parts of the United 
States. New York’s merchandising problems belong 
entirely to New York. In our own business, for in- 
stance, we have one sales manager for Greater New 
York alone. We have a New York force of salesmen. 
We have another sales manager for the rest of our 
United States business. He has a separate force of 
salesmen under him. We found from experience that 
it did not work to have one sales manager for both 
New York City and the rest of the United States. 
Selling problems are too different. Besides that, the 
New York City salesman is an entirely different char- 
acter of man from the country salesman. The New 
York City buyer must be approached and handled in 
an entirely different manner from those in the rest of 





(Continued on page 91) 
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- This 24-page booklet with its illustrations will help The most important room in the home can also be 
you select the proper bath room trimmings for either the most beautiful by equipping with ‘“SSNO-WITE”’ 
the humble bungalow or mansion. Our ‘‘“SNO-WITE”’ Bath Room Trimmings. 

products, numbering more than 200 items, include “SNO-WITE” trimmings are made of enameled 
both surface and recessed type trimmings, medicine iron, finished in glistening, vitreous porcelain enamel 


cabinets and mirrors. 


Originators of Porcelain Enameled Bathroom Trimmings 


AMERICAN ENAMELED 
2101 INDIANA AVENUE 
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under a special process originated by us. 












PRODUCTS COMPANY 
CHICAGO, ILLINOIS 




















GRIFFIN— 


the hinge that is designed 
and made for lasting beauty 
of finish, pleasing simplicity 
in design, lifelong endur- 
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Griffin Hinges are made in We also manufacture 
a wide variety of sizes and 


ance in service—the r esult designs—each butt wrapped Cellar Window Sets. Hasps 


in moisture proof paper and and Safety Hasps. Door 


of more than thirty years of sacked one pair in a box ‘Handles and Door Holders 


with screws to match. Brackets, Push Pilates, 


experience in the manufac- write today for our price Drawer Pulls Door Stops 


ture of hinges. 


list and the catalogue of the 


complete Griffin Line. rel Bolts. Corner Braces, 


Corner Irons, Washers, ete. 


GRIFFIN MANUFACTURING CO. 


WARENMOUSE 


45 Warren St.,New 


York ERIE,PENNA. 74w.LakeSt.Chicago,Iit. 
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Hog Pan of One Piece 
Galvanized Steel 


Hoeft & Co., Inc., manufacturer of 
poultry supplies and equipment, North 
Chicago, Ill., has developed and placed 





on the market a galvanized steel Hog 
Pan. It is of sturdy construction, 
formed of a single piece of heavy gal- 
vanized steel, a feature of which is the 
elimination of seams, rivets and solder. 

The corrugated sides are designed 
to add to its strength and to make it 
practically indestructible. It is 17 in. 
in diameter and 3% in. in depth. 





Improved Portable 
Electric Cooker 


A portable electric cooker, designed 
for attaching to any light socket, has 
recently been announced by the Swartz- 
baugh Mfg. Co., Toledo, Ohio. It has 
been constructed and designed so as 

















not to use any more current than the 
ordinary electric toaster. 

It may be used for roasting, baking, 
steaming, stewing or boiling. It keeps 
food either hot or cold, and when the 
current is not on may be really used 
to freeze ice cream, according to the 
company’s literature. 





Colt’s Patent Fire Arms Mfe. 
Co., Announces New Revolver 


To meet the demand of shooters for 
a heavier caliber .22 revolver than any 
now on the market, the Colt’s Patent 
Fire Arms Mfg. Co., Hartford, Conn., 
will have ready for distribution very 
shortly a model of the same general 
description as their popular Police Pos- 
itive Target but made on a heavier 
frame of the .38 caliber police model. 

This new model, which weighs 26 oz. 
in the .22 caliber and 23 oz. in the .32 
caliber, will be supplied with 6-in. barrel 
only and is equipped with either Bead 
or Patridge sights, the front sight being 
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adjustable for elevation and rear sight, 
with binding screw, adjustable for wind- 
age. The arm is full blued finish, fitted 
with checked walnut stocks and is 





adapted to three series of cartridges, 
i. e., the .22 Short and Long Rifle, the 
22 W. R. F., and in caliber .32 for the 
.32 Colt Police or S & W. cartridges. 
That this new model is accurate was 
proved at the National Shoot, Camp 
Perry, Ohio, when one of the experts 
tried it out at 50 yards and scored 89 
standard count without preliminary 
practice to get the “feel” of this new 














model. 


New Wrench Kit with 
Assortment of Tools 


Made in a variety of sizes, each 
fitted up with a carefully selected as- 
sortment of handles and sockets for 








garage mechanics, chauffeurs, farmers, 
etc., the Blackhawk Mfg. Co.; manu- 
facturer of socket wrenches and tool 
grinders, Milwaukee, Wis., has recent- 
ly placed on the market what is known 
as the Blackhawk Wrench Kit. 

It is a compact kit containing 43 
tools and is attractively ‘finished in 
lustrous black, baked enamel, with 
rounded edges. 





Improved Spiral Ratchet 
Screwdriver 


A new spiral ratchet screw driver, 
with an improved patented mechanism 
which increases the strength and bear- 
ing surfaces at points where the wear 
is greatest, has been placed on the mar- 
ket by the Millers Falls Co., Millers 
Falls, Mass. Having fewer working 





parts than the regular double action 
spiral tool, makes for greater construc- 
tion strength and longer life. There 
is one spiral action—right hand for 
driving screws, but the spiral may be 
locked and the tool used as a solid screw 
driver to withdraw screws. It is made 
in three sizes, Nos. 57, 51 and 52, 
12 9/16-in., 20%-in. and 27%-in. long 





when extended and 9%4-in., 13%-in. and 
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18-in. long when closed. The com- 
pany also has placed on the market 
another spiral ratchet screw driver, 
made in three sizes, Nos. 570, 510, 520, 
1011/16 in., 16in. and 20% in. long 
when closed, which is the same as the 
first mentioned except that there is a 
spring in the handle, by means of 
which the spiral is automatically ex- 
tended for the next stroke after each 
push of the handle. 


Ten Inch—3 Speed 
Oscillating Fan 


Powered with a well-insulated and 
ventilated Wagner induction motor, 
cool and quiet in operation, with no 








brushes or commutator to wear out, 
the Wagner Electric Co., St. Louis, 
Mo., has just announced a new 10-in. 
oscillating electric fan. 

The three speeds of this new fan are 
regulated by a lever switch in the base. 
The bearings are of bronze. It has 
been designed to oscillate in an arc of 
90 degrees and is furnished with a 
bracket joint that permits a forward 
tilt of 22% degrees, with clamps to hold 
it at any desired angle. 





Stepladder for General 
Purposes 


The W. W. Babcock Co., Bath, N. Y., 
has recently placed on the market its 
“Victor” stepladder, designed for gen- 
eral all-round purposes. It is sturdily 
constructed of white spruce, with wide 





and strong side rails and wide steps 
between the rails. 

The steps are reinforced by steel 
truss rods. The top is wide and se- 
curely riveted to steel top irons. The 
back or legs are supplied with dowels 
opposite each step. The rungs are rein- 
forced in the center. Ladders four feet 
and over are equipped with a shelf for 
a bucket and with improved side 
spreaders. This ladd2r comes in lengths 
from 4 to 12 ft. 
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the country. All this is an interesting study and all 
of it is a result of the crowding in this city. 


&¢ + 


What effect does this crowding have upon our popu- 
lation? Of course, I have heard the crowding in our 
cities very much deplored by certain social workers. 
On the other hand, when I meet some of these people 
living in small apartments, they seem to be unusually 
happy and satisfied. One friend remarked—‘What I 
especially like about New York is the fact that there 
are no small gossips and neighborhood scandalmon- 
gers. The laundry goes to a great steam laundry for 
attention. It is delivered back in large pastboard 
boxes. The neighbors do not count and comment upon 
the quantity and variety of each week’s washing.” 
While there are unusual opportunities for lonesome- 
ness, so we hear, in a large city, on the other hand, 
the consensus of opinion among the city dwellers in 
these great apartment houses is that there are also 
unusual opportunities for personal freedom—some- 
thing that is missing in a good many parts of our 


beloved republic. 
* * * 


Well, well! There is a campaign on in New York 
for courtesy between taxicab drivers. It is surpris- 
ing how courteous they are to each other. One taxi 
company have a sign in the back window of their taxis 
to “look out as they slow up at crossings.” Another 
taxi company have a sign to the effect that there must 
be “no compromise with safety.” Still another taxi 
company advertise: “Courtesy pays.” The world is 
certainly progressing. I was out in the snow the 
other night and a taxi in front of mine backed down 
on us. My taxi man stepped out into the snowdrift. 
He walked forward and put his arms around the neck 
of the other taxi man. He whispered in his ear. 
I could not hear exactly what he said, but I am sure 
he was trying to educate him in some of the new 
rules of taxi courtesy. 

% * % 

We are told it cost $2,000,000 to remove the recent 
snow from the streets of New York City. They are 
now using regular steam snow shovels. No sooner 
was one lot of snow cleaned up than we had another 
snow storm. Again the Street Cleaning Department 
went to work without the slightest signs of discour- 
agement. The work was certainly very quickly done. 
All the main boulevards were kept open. 

* * % 


New York can very appropriately be called the 
City of Steel. 





Something Wrong Somewhere 


“What are those buckets for on the shelf in the 
back room?” asked the new hardware clerk. 

“Can’t you read?” It says on them “For Fire Only.” 

“Then why do you put water in them?” demanded 


the new clerk. 
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Business 
Hinges 
on 
Quality 


Merchandise 


In the olden days, the motto “We Serve” was probably 
given more consideration than in the present day. How- 
ever, it has never been lost sight of through all the 
passing years. For over half a century ARCADE 
Spring Hinges have served as a part of the well-equipped 
home. Handsome in appearance and serviceable, they 
are absolutely the highest tvpe of cast hinge construc- 
tion. It will be to your profit to handle these hinges. 


Arcade Jack Sets Will Boost Your Sales 
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Arcade Manufacturing Co., Freeport, Ill. 
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Retail Efficiency at New York Convention 


(Continued from page 43) 


Sales and Expenses 

Sales and expenses are the two vital forces 
demanding the attention of the retail hardware mer- 
chant today, Louis S. Raymond, of Syracuse, N. Y.., 
told the convention at the opening session of the 
last day. 

The two elements, said Mr. Raymond, are di- 
rectly opposed to each other but must be regarded 
in their relationship, one to the other if profitable 
results are to be obtained. 

In sales, we have a productive or positive force, 
while expense represents a destructive or negative one. 

Failure to coordinate or bring them together is 
one of the chief causes for the unsatisfactory show- 
ing of business during the past five or six years. 


Lessons of the Week 


“Summary and Lessons of the Week’s Meetings” 
was the subject of the next address by Rockwell 
C. Boyce, Boyce Hardware Co., Wellsville, N. Y. 
Mr. Boyce stated that he had personally received 
many ideas that could be put into practical use 
in his own store. He stressed the importance of 
what had been said about the chain store compe- 
tition and their methods and urged that the sug- 
gestions advanced for meeting this competition be 
put into practise. He also recalled some of the 
points advanced in the talks on installment selling 
and recommended that this topic be given careful 
consideration. Mr. Boyce’s remarks on this subject 
developed a discussion participated in by many 
members and brought out the fact that some were 
opposed to the use of finance companies and to 
the undertaking of installment selling on a large 
scale. 

Following the talk by Mr. Boyce, R. W. Hatcher, 
of Milledgeville, Ga., and president of the National 
Retail Hardware Association, delivered a stirring 
address on Abraham Lincoln. The Honorable James 
W. Wadsworth, United States Senator from New 
York State, had been scheduled to speak at this 
time, but was unable to be present. 

R. J. Atkinson, director of the National Associa- 
tion and one of its representatives in the Hardware 
Council, was the last speaker and he spoke briefly 
on the accomplishments of the convention. Mr. 
Atkinson compared the convention talks to a college 
course and urged all members to take advantage 
of the practical information they contained. Mem- 
bers, he said, when home should take a program 
and pad and try to recall the lessons of the con- 
vention. 

Resolutions 

Resolutions were adopted directing attention to 
the injury which court interpretations of some of 
so-called anti-trust laws are doing to the business 
of the country, and urging that Federal legislation 
be passed legalizing the right of any producer of 
identified merchandise who is in fair and open 
competition with other producers of similar or com- 


peting merchandise to enter into enforceable con- 
tracts, at wholesale or retail, or both, for the 
protection of resale prices upon his own identified 
merchandise. 

As a result of present court interpretations, it 
was stated in the resolution, merchants and manu- 
facturers have against their will been driven to a 
state of ruthless uneconomic and wasteful methods 
of distribution which have resulted in vast damage 
and loss to all branches of our trade and commerce, 
obviously enhancing costs of distribution and creat- 
ing a situation not paralleled in any other civilized 
country, and a resolution was adopted, recognizing 
the need for reorganization in the departments and 
bureaus at Washington, to the end that unnecessary 
and useless employees should be dispensed with in 
the interest of economy, and placing the convention 
on record as favoring the Davey bill (H.R. 4796), 
which has for its purpose enlarging temporarily the 
powers of the President of the United States for 
the purpose of the reorganization of the Govern- 
ment employes, officials, divisions, bureaus and 
commissions and providing for the temporary ap- 
pointment of an Advisory Reorganization Board. 

The convention also went on record as indorsing 
the resolutions adopted at the 1925 convention of 
the National Retail Hardware Association at its 
26th Annual Congress in Philadelphia. 

In recognition of the fact that the exposition of 
hardware at the convention is not only a source 
of revenue to the association but of interest and 
education to the membership, a resolution was 
passed urging that members be encouraged in the 
buying of merchandise and the study of the lines 
there displayed, mindful always that proper prepa- 
ration should be made in advance of convention 
time in order that purchase may be intelligently 
conducted. 

' The Theater Party 

One of the most enjoyable events of the conven- 
tion was the theater party, financed and arranged 
by the associates committee. The program con- 
sisted of a burlesque show, having a decidedly 
hardware flavor, and which packed the Eastman 
Theater to the doors. 

W. J. Roys, of the Richardson Boynton Co., was 
chairman and was assisted in the arrangements for 
the event by M. T. Kinney, Mathews & Boucher; 
C. E. De Visser, of the National Lead Co.; G. F. 
Collins, of L. S. Starrett & Co.; F. W. Pruner, of 
Weed & Co.; C. H. Laird, Rochester Can Co. 


Hatcher Speaks at Banquet 


A feature of the banquet, held on Thursday eve- 
ning in the Grand Ballroom of the Seneca, was an 
address by W. R. Hatcher, president of the National 
Retail Hardware Association. Mr. Hatcher selected 
“Character” as his subject, and in conclusion made 
a few extemporaneous remarks on the lessons to 
be derived from the life of Abraham Lincoln. 
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RINGCO BATH-ROOM FIXTURES 
“Dress Up” the Bath-Room 


The beautiful, heavy nickel finish and the pleasing 
designs of RINGCC Fixtures add more than utility to 
the bath-room—they add attractiveness. This is the 
reason why thousands of women who take pride in a 
well appointed bath-room choose RINGCO Fixtures. 

Made from heavy brass the only metal that really 
gives service in bath-room fixtures. 

Our 94-page catalog describes over 300 designs. May 
we send you a copy? 











Write for Our Big Catalog 
AMERICAN RING COMPANY 





Waterbury Connecticut 
BRANCH OFFICES: 
New York, 2 Hudson St. Boston, 170 Summer St. 
San Francisco, 116 New Montgomery St. Chicago, 29 E. Madison St. 
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Electric Match, Utility Lamp and Bracket—lists complete 
at $7.00; other models as low as $1.25. 


“A Price for Every Pocket Book—All Models Fit Every Car ” 
THE CUNO ENGINEERING CORP. 


83 South Vine St. Meriden, Conn. 


Canadian Representatives 
Colonial Traders Limited, Chatham, Ont. 

















No. 662 “Out-O-Site’’ Ash 
Receiver. Clamps to wood or 
metal dash with single screw. 
Large opening to readily per- 
mit deposit of ashes. Large 
receiver, removable for emp- 
tying. Can be pushed back 
under dash when not in use. 
Handsomely finished in 
as and black enamel. 
Each $1.00. 
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Pipe Couplings 
Scratch Brush Wire 


Rivets 


Roofing Nails 
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BRIDGEPORT, CONN. 


Trade Mark 


THE BRIDGEPORT SCREW CO. 


Bridgeport, Conn. 


Representatives: 


Milton Pray Co., San Francisco, Los Angeles, Seattle 
George E. Quigley, Detroit 
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‘Perfect 
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The “Long Distance” Customer 


The fact that a certain station is hard to 
get on his radio makes no difference to 
him—it’s the “programme” he’s after and 
he’s going to get what he wants. 


The fact that your store may be a little 
farther for him to go—isn’t the point— 
“Perfect” Brand Screen Cloth is what he’s 
after and the dealer who has what he wants 
gets the business. 


Your Jobber stocks “Perfect.” 
ERVULIAUUAANUUALASL 
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LUDLOW-SAYLOR WIRE C 
St. Louis, Mo. 
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(Steel Wool in Readi-Form) 


The new self-seller! 


| 
This new Handi-Rolls package puts new life into Steel Wool 
sales! It’s American Steel Wool in its most convenient form. 
Convenient for the consumer, because it gives hand comfort and 
it?s not necessary to pull steel wool apart to get enough to use. 


\ . 
Just show your customers how these convenient rolls fitthe hand 
and fitthe work and your sale is made. These rolls are patented and 
are just right forthe many uses for which Steel Wool is employed. 


American Steel Wool Mfg. Co. Inc. 
’ 9-11-13 Desbrosses St., New York, N. Y. 


_Write for samples, 

mentioning your 

jobber’s name. se a 7. me 

Display and show j, 

cards, electro; and 
circulars for 
mailing fur- 
nished free. 









































Handi- Rolls come in 
three grades-—fine, 
medium and coarse. 
Packed one dozen in 
attractive cantainer, 
12 dozen to the case, 
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BABCO 


SPRUCE LADDERS 
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SPECIALLY 
DESIGNED 
FOR THE 
SPARE 
TIRE 
CARRIER 





which is regular equipment with many of the 
popular price cars such as Ford, Buick, Dodge, 
etc. Case hardened shackle assuring protection 
against hack saw or file. The closely notched 
shackle permits an unusually snug adjustment. 


By all means stock No. 04491. 
The Eagle Quality Line 


Night Latches Front Door Sets 
Cabinet Locks Store Door Sets 
Trunk Locks Padlocks 

Wood Screws 


Eagle Lock Co. 


General Sales Office 
26 Warren St. New York 
Branches—521 Commerce St., Philadelphia, Pa. 
177-179 N. Franklin St., Chicago, IIl. 
114 Bedford Street, Boston, Mass. 
Works at Terryville, Connecticut 





“*% © ue @arorFr 














~ 
























































| 





















































LUT 


AAAAMUUOADAAANAAALAAADADADAAAAAAAMAAAAAMAAAAAAAAAAIAAAAMMAAMMAAMMAAAMMAMOANND 








pS 


mil 





R&S 
O 






A? quality is always a first considera- 

tion with us we know that the metal 
used in our rivets is absolutely “right” 
to start with. This is also true of the 
fabrication of the metal into the fin- 
ished product. As proof of these state- 
ments we invite a comparative test of 
the driving and setting qualities of our 
rivets with those of other make. 


Coast Representative 


J.T. McDEVITT 


Postal Telegraph Building 


SAN FRANCISCO, CALIFORNIA 





dhe largest 
the 
world devoled 








lo the manu~ 
facture of 









TUBULAR RIVET & STUD 
COMPANY 


BOSTON 
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Folding Steel Saw Vise 


Easy to sell because it is easy to use and wears 
well under hard service. 

Made of channel steel finished attractively in 
black japan, baked on. 

This vise will take care of any saw because 
the end loops are high enough. The saw is held 
firmly by a thumbscrew at each end. Front jaw 
is faced with rubber to prevent vibration. Length 
of jaws, 1134 inches. 


E. C. STEARNS & COMPANY 
Syracuse, N. Y., U. S. A. 


Sales Representatives: 
W. R. vo & CO 
1 


7 Market St., San Francisco, Cal. 


THOMAS A. TROY 


150-152 Chambers St., New York, N. Y. 


GEO. J. B. RAMSDEN, 


Canadian Representative, St. Thomas, Ont. 
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Sfizant, MATCHLESS 
Reversed Lever 
SAW SET 


This saw set combines the revolving anvil and 
indicator dial. The lever is operated by the fin- 
gers only, a feature that means greater speed with 
less effort. 


The gauge screw is provided with a check nut 
which keeps it tight at all times. The revolving 
anvil has the required bevel and length of all saw 
teeth from 4 to 16 to the inch. The dial indicates 
the number of teeth to the inch. 


You can sell the Matchless Saw Set to the most 
critical customer because of its high quality and 
unusual constructional features. 
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You, Too, Can Sell This Set! 


A quality socket wrench set that will stand all kinds of use and 
Not a cheap set, but a good 
set of bargain counter value and at a profit producing price. 
This set has taken the lead in sales, although on the market but 
a short time. Get in an order for a sample carton of ten sets 
and see how quickly you’ll have to order more. 


E BETTER 
)Socket Wrench Sets _ 


abuse, priced to meet competition. 





No. 3000 
Set 
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any car. 
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The New Britain Machine Company 
198 Chestnut St. 


New Britain 


Connecticut 
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Socket sizes— 
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Allsteel Safes | | 
L $+ can insure many things— a 

but the best insurance will never Raat 
replace your business records. pee 

























GF Allsteel Safes, tested and ap- ga 

proved by the Underwriters’ Labo- Kf Tne | ¢ 
ratories, have brought their con- Bae Hf y FT} 
tents, uninjured, through countless severe fires. Bete Qo 


The Allsteel mark on office equipment is Bag 
your guarantee of permanent satisfaction. Rr 


Write for a copy of the GF book: ‘‘Safe- 
guarding the Vital Records of Business.” 


THE GENERAL FIREPROOFING CO. 


Be Youngstown, Ohio 
$i: Dealers Everywhere « Canadian Plant: Toronto, Ontario 
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Better 
Machine Screws 


for the 
Hardware Trade 
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Link your efforts 
with a winner 


When you sell your customers Ney 
Dairy Barn Equipment and Haying 
Tools you sell them 100 cents value for 
every dollar you invest; you sell them 
46 years of honest effort to build the 
best equipment for their particular re- 
quirements; you sell them theNeyiron- 
clad guarantee of absolute satisfaction. 


Doesn’t that set-up square with your 
ideas of a profitable line? Isn’t that 
the kind of line that deserves the 
pressure of your selling energy? 


You can make more dollars with the 
same effort, attract new customers— 
and build your business by linking 
up with the Ney value line of Dairy 
Barn Equipment and Haying Tools. 


























Original~Genuine 





Passes es fach this coupon to your firm letterhead ‘*8FFFFFe22 


t 

, The General Fireproofing Co., Youngstown, Ohio (HA) ; 

: Ke Please send me without obligation a copy of your beck ' 

: ventana the Vital Records of Business.” ; THE NEY MANUFACTURING CoO., Canton, Ohio 
‘ 9 06006900566 KS 6O9S 45166 666 60 06566465S6604600066660-CC60 t Minneapelis, Minn. + Established 1879 + Council Bluffs, Ia. 
: sto : $006 666. 00 CESUREES SS 600060604604 560S5 000466660606 : ein gat = Sgn 4 Equipment and Haying Tools 
RED... -sonennenvevencnannsonnsuanenntnnpnanicnsenons —- yh Th, oT aoe 
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big sellers. Write for catalog. 





Tips For Hardwood and Marble Floors | 


Stetson’s Combination Cushion Chair Tips 
are made from selected sole leather. 
chair is able to move about freely without 
noise or scratching the floor. The felt washer wots 
acts as acushion. This line is only one of our lof 


The 


@talo 


on page 763. 


Elastic Tip Co. 370 Atlantic Ave., Boston, Mass. 























ARMSTRONG’S 
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Improved Nipple Holder 


No. 20 for No. 2 Stock 
Range i%4—1" Right or Left 
No. 30—for No. 3 Stock 
Range 1—2” Right or Left 








The right nipple is always on the job 
when you carry one of these tools. 


The Armstrong Mfg. Co 
Bridgeport 


Conn. 








COES 


Steel Handle 


WRENCH 


For more than half a cen- 
tury this wrench has been 
the standard equipment of 
machine shops, leading 
railroads, mining com- 
panies, etc. 





It withstands the severest 
service. 


Seven sizes: 6” to 21”. 


Order through your regu- 
lar Jobber. 


COES WRENCH CoO. 


“In Business Since 1841” 
Worcester Mass. 


SELLING AGENTS 





J. C. McCARTY &CO........ 29 Murray Street, New York 
JOHN H. GRAHAM & CO.....113 Chambers St., New York 
FENWICK FRERES....... 8 Rue de Rocroy, Paris, France 








Growing demand for 








Ne. 1111—6 inches Wide Heel Cut Back 





W. ROSE Tools 


is the result of our use of choice ma- 
terial and skill. 


Wm. Rose & & Bros., 


Sharon Hill, 
Pa. 


Wiebusch & & Hilger, Led. 


New York 
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ANNULAR BALL BEARINGS 
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Double Acting Pantry Floor Check Adaptable to all classes of service. Used in any 
No. 10 and No. 15 product where an industrial bearing is needed. 

Moderate cost and high efficiency are the out- 

standing characteristics of this bearing. 


Sustains thrust loads of 
50% of radial load as 
well as radial and thrust 
loads simultaneously. 














Send for Catalog, 


Prices, Discounts 


The Schatz Mfg. Co. 
Poughkeepsie, N. Y. 





This check was especially designed for Pantry Doors, Gates 


in Office Railings, etc.; it brings the doors quietly to rest 
at center without any of that nerve wrecking “Flip-Flap.’ 

Can be furnished either with or without AUTOMATIC 
DOOR HOLDER. When opened to 90 degrees it auto- 
matically holds the door in that position so that no extra 


holder is needed. 


Circular upon request. 








THE OSCAR C. RIXSON CO. 


4450 CARROLL AVE. CHICAGO, ILLINOIS 
NEW YORK OFFICE, 10! PARK AVE., N. Y. 

















Increase Your 
1. ALLEN Safety Set Screws | | Paint Turnovers 


= - 30% Extra Strength over broached hollow screws 
m=. —the only other kind made. By a tented 
process we increase the density of e stee) 


around the socket-holes, so that even the smaller The quickest and surest way to do this is to 
sizes will stand all the strain the best made d h her deal doi 
wrench can apply. The Allen process makes keep posted on what other dealers are doing. 
deep, perfectly-formed socket-holes—no s in 
anil . * a. Lp — length - oo = ' 
utilized either for solid metal at e point, or depth of socket . ° 
for the wrench. All sizes in stock from % in. to 1% in.; One tried and proven way to increase your 
any length. point or thread. Also Socket-Head Cap Paint Turnovers is to dress your show windows 
Screws, Tap Extensions and Socket Wrench Sets. Dealers: : 8 
Write for catalogue and sales proposition. so they will positively TALK PAINT. 


The ALLEN MFG. CO.1tikrtrorb. CONN: 








Another plan is to hold a Demonstration Day 
and get the people to your store. Still another 
plan that is very successful is to “follow up” 
every building prospect in your locality. 





All these methods and many others are inter- 
estingly presented in the Special Paint and 
Varnish Issues (the fourth issue of each month), 
in Hardware Age. It will pay you to read the 
articles on Increasing Your Paint Sales in these 
Ferrule crimped—can’t loosen. Strong, issues. 
easy-gripping tools of the right width, ! 
thickness and taper. 

See our Catalog 


Tue Vicnex Toot Co. Cleveland, Ohio WH ARDWARE AGE 


EASY TO SAY VELCH 


VLCHEK TOOLS 239 West Thirty-ninth Street, New York 


” MADE BY THE WORLD'S LARGEST PRODUCERS OF TOOL KITS 


OUND Shank Screwdrivers that can’t 
turn in the handle. Forged lugs lock 
shank securely in wood without pinning. 
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Here are a few AD ‘ With a few of 
of the many A “A Z re fv tin 


can swing this trade 
eo* your way. 


“Y ANKEE” Drills 
carpenters 
are buying 







ad 






competitor. 


BETTER STOCK ’EM 
Your Jobber has them. 


eee” Do not pass it up to your 
so 


NORTH BROS. MFG. CO., Phila., Pa. 

















DROP FORGED WELDLESS | f] jade b Ghammes 
EYE BOLTS 3 aa 


ROLLED THREAD 
GALVANIZED OR PLAIN 


Qa 


3, Diam. with Eye %. Inside 
Va 


Boos ik: 














Card or Label Holders 
—a quality line, for greater profits 
RAMMES Line has an established reputa- 
tion among your industrial trade. Our 
line includes a style for every purpose. Facil- 
ities for quantity production keeps our prices 
lower. The above is one of our popular stock 
styles. (Brass-plated.) 


No. 47 Card Size 1 x @ inicne-deeenda $3.25 gross 
No. 82 Card Size ] ee Mikinebaweens 3.80 gross 
Same style without pull. 
. 79 — — 1 x oe Mibenntiseces $3.00 gross 
io. 83 Card Size 1 Pe Mihbetcneewnes 3.10 gross 
Quick Shipment No. 262 Card Size 1% x 4 hte scent wd 4.50 gross 


Prices are net and f.o.b. Allentown, Pa. 
Your trade uses them—Why not sell them? 
Ask for catalog and prices of our other styles. 


<F Grammer Mons 


327 Union St., Allentown, Pa. 
New York Office—25 W. 43rd St. 
Are you handling Grammes Shoe Nails? 


If not let us submit our interesting proposition. 


Oliver Iron and Steel Corp. 


1001 Muriel St. 
PITTSBURGH, PA. 


ESTABLISHED 1863 
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Copperand Bronze 
FLY SCREEN CLOTH 


If any dealer has never seen this per- 
fectly woven, most durable fly screen 
cloth, he should send for a Sample 
and Prices. It sells on its merits. 


SPARGO —— CO. 


ROME N. Y. 
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THE BRAINERD LINE 
QUALITY — SERVICE 








No. 610, Reduced Size 


Refrigerator Hardware 


HINGES 
CATCHES 
LATCHES 

FASTENERS 
LEVERS 
LOCKS 
PULLS 


A COMPLETE LINE 


THIS IS THE TIME OF YEAR TO STOCK 
UP ON THIS CLASS OF HARDWARE 


THE BRAINERD MFG. CO. 


EAST ROCHESTER, N. Y. 





“BrusheNu Bill’ says:~ 


Why Not Cash in on the Fastest 
Selling SPECIALTY of the 
Paint Business? 


@sre rush sh°Nu 


$1.50 For Two Dozen. 

ORDER A SAMPLE CARTON OF 

YOUR JOBBER OR WRITE DIRECT. 
BrushvNu Co. 


BALTIMORE MARYLAND 
WAREHOUSES CHICAGO | SAN FRANCISCO 
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American Steel & Wire 


Chicage, New York, Bosten, 
5 TER 
National, U. S., Banner, 


Denver, Birmingham, Dallas. 
U. 8. Steel Products Ce. 
BANNER (formerly Arro STEEL POSTS. 
o w 
CONCRETE rmerly Arrow) STI 
BALE TIES: Old reliable brands. 
TELEPHONE WIRE. 
WIRE for every purpose. 


Quick Delivery. Write us for selling plans. 























On lor taal] 


Made in all types for every ae harvest- 
ing and handling requiremen 
LASTS bsg Wehe for price tit and discount chest. 
GIFFORD-WOOD CO. 
7 Hill St.. Hudson, N. Y. 


A New York Chicago Boston Pittsburgh 
x oT 
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EDGER 4 Great Labor 


Lawn Mowers and Lawn Trimmers 


GRANITE STATE MOWING MACHINE CO. ¢ 
HINSDALE, NEW HAMPSHIRE 








business paper. 





Why Are Good Buyers In Such Demand? 


Because a good buyer who watches the market closely can save 
a store hundreds and sometimes thousands of dollars in a year. 


The Weekly Market Reports in Hardware Age are an authorita- 
tive source from which successful buyers get their information. 


Watch them carefully—they are an outstanding feature of your 


Hardware Age, 239 W. 39th St., New York City 
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ANCHOR BRAND 


FLYER 


FOR SPECIAL SALES 


< > <3 











(Reg. U. 8. Patent Office) 


670 PRINCESS 
Also 670S Princess for Square Tubs 
and 670B Princess Bench Wringer 


WOOD SCREWS 
MACHINE SCREWS : 

DRIVE SCREWS 

STOVE BOLTS 








Ask Your Jobber or Write Quality Service 
Lovell Manufacturing Co, Erie, Pa. Sete Se See 

Branch Offices and Warehouses: CONTINENTAL WOOD SCREW CO. 
raBOsTON sal, GHW YORE, New Bedford, Massachusetts, U. S. A. 























ZION HELLER’S ADVICE 


SIMPLE. On proper store arrangement, display and storage 


FLAT OPENING problems can absolutely be depended upon. 


Duplicating Books 





<8: 
EEE OEE TO OS OS Moe CR ORS 





Lie flat when open 
—easy to work on. 


Extra size tickets 
—easy to write 
on. 


Patented thumb 
notch—no _  hunt- 
ing for page. 


Bond  originals— 
yellow Manila du- 
plicates. 


Pinhole _perfora- 


tions—tear easily, 
straight. 


a ore par — Make Book 
rinte in 1 e- 
ied. Work Easy! 

















Extra _ carbons The simplicity, yet completeness 
bound in back. of records with Zion Simplex 
» F msm p.. , ge Dy oo 
. great favorites w ardware . . . 
ie eeatier bhnck dealers everywhere. The line is There as & little booklet ‘The Heller System of sony 
Skytogen cover. complete—a book for every pur- Profits” which will help you. Send coupon today 
. sem = yr outstand- your Cony; 
ee . C. HELLER & COMPANY 
W. C. HELLER & Co., Montpelier, Ohio 31A 
ION INSTITUTIONS Please send the new book, “The Heller System of Larger 
@ INDUSTRIES Aon 








Office Supply Dept. Wilbur Glenn Voliva Zion, Ill. Pe detec etene vevaweseRameersedssees cocoeoee a 
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WANTED AGENTS 








tHE STEWART IRON WORKS Co. 


NCORPORATED 


CINCINNATI, OHIO 

















225 STEwaRT BLOcK 


WINSLOW'S 
Skates 


The Samuel Winslow Skate Mfg. Company 
Worcester, Mass. 




















Waste — Mops — Wicking 
Cleaning Cloths 
Caulking Cotton — Chemical Cotton 


Send for samples and prices 


MASSASOIT MANUFACTURING CO. 
Fall aver, meen. U. 8. A 
New York Office - - 

Chicago Office ae 





350 Broadway 
189 West Madison St. 








Plug Counterbore 
Made m two sizes, 
3%, and! inch. 
The Conn Valley 


Mfg. Co. 
Centerbrook, Conn. 
e A. 





A Labor Saving Tool 








QUALITY SERVICE 
UNIFORMITY OISTINCTION 


BAND "LE NOX” saws 
o—=_ 





“The Joots in Lhe Paid Bow . 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS - BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 











Robertson “Horse Shoe Magnet” Hammers 


Permanent magnet which holds 
the tack in position for driv- 
Awarded the ged — 


off 
Good profit. Write for price list. 


Name and 
ARTHUR R. ROBERTSON 94 Portland St.. Boston, Mass. 























Tetra 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Ete. 
Enameling, both baked and oir dried. 


STRATTON MFG. CO. Stratton, Maine 


» The Mark of Dependability 
On GOOD TOOLS means sales and 


quicker 
more repeat aa a 30 years of fine tool 
reputation behind every sale you make. 


ARMSTRONG BROS. TOOL CO. 


314 N. Francisco Ave. CHICAGO 


























Makers of Every Kind 


oo AYA 
a of Screw, Nut and Bolt 
The Corbin Screw Corporation 
The American Hardware Corporation, Successor 
229 High Street New Britain, Conn. 


Western Factory: Dayton, Ohio 

















“A BETTER WIRE CLOTH” 





Oatalog Ne. & AB Metled Grete 


“BUFFALO WIRE WORKS CO., INC. 


(FORMERLY SCHEELER’S SONS 
518 TERRACE NS) ALO. N. Y¥. 





THE FOWLER & UNION 
' HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant of 
i000 MILITARY RD., BUFFALO, N. Y. 




















A FAST-SELLING LINE— 
REICHARD 
MAGIC WEEDERS 
A Magic Weeder Customer is an_ ultra- 
satisfied customer—one that will va!ue highly 
both product and dealer. 
The Spring Tooth Feature ‘‘sells’’ imme- 
diately. 
E. H. Reichard Mfg. Co. 
Bangor, Pa. 




















Get an ‘‘Edge’’ on Sales! 


Dealers are doing it with the Dazey 
“Sharpit.”” It puts a keen edge on any- 
thing—knives, scissors, sickles, tools. A 
quick and ready seller—and a profit 


producer. 
DAZEY CHURN & 
MFG. CO. 
4301 Warne Ave. 
St. Louis, Mo. 
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BROWN & SHARPE TOOLS 
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TRADE-MARK 


SAMSON CORDAGE WORKS 
BOSTON, MASS. 


SASH CORD 


SAMSON SPOT, PHOENIX, and SACHEM BRANDS 


Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc. 


Send for catalog and samples 


BRAIDED CORDS + COTTON TWINES 


AGE 











(Patented April 21, 1925) 


Ro 
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Sales Representatives—Surpless, Dunn & Co. 
New York 


KEYSTONE AUTO “SOC-KIT’”’ 
Seven different size sockets, socket screw driver and 
8 in. hex. steel handle—all in neat pressed case of 
heavy gauge nickel plated steel. Ready seller to auto 


mechanics and car owners. ‘ 
“Keystone quality.” Write for Discounts. 


The Keystone Manufacturing Co. 


PEESERETI HE> ROSS PEO 









Ra ame at tthe EON: x BENS 


OS I Re 








Buffalo, N. Y. 
Chicago 




















Osborne High Grade Punches 


Belt Punches Arch Punches 
Spring Punches Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: Leather 
Workers’, Trimmers’ and Upholsterers’ and Plumbers’ Tools of superier 


quality. 
The above tools will please your customers, as well as our famous Round 


and Oval Punches. 
Remember we have had 99 years of successful manufacturing experience, 


employ only skilled workmen and use the finest quality of materials in 


making our products. 
We stand back of every tool we make. Try us. Write for Catalog 


and Prices. 
Cc. 8S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 
























“The 


It takes steam to make the engine ‘‘Go’’ and it takes more than good 


materials to 


New York City 
396 Broadway 


‘Go”’ as well as Quality into the complete line of ‘‘Threadwell’’ 
Tools. Get the Catalog. 


The THREADWELL TOOL CO., Greenfield, Mass. 





roam Plate Sets 
Line That Keeps Moving”’ 


keep tools moving. 


Offices : 

Philadelphia Chicago Cleveland San Francisco 
809 Harrison 300 Wrigley 135 St. Clair 604 Mission St. 
Bldg. Bldg. Ave. N.E. 














of QUALITY 


Manufacturers of the finest line of Garage Door Hardware. 
Recommend Allith products for satisfaction. Let us send 
you our new Catalog. It is considered the most complete 
ever published—a request brings it FREE. 
Representative jobbers distribute A-P 
products throughout the United States. 
Door Hangers Fire Door Hardware 
Garage Door Hardware Overhead Carriers 
Rolling Ladders Spring Hinges 


- ALLITH-PROUTY CO., Danville, Ill. 


Breve) for hive full name 


Russell Jennings 


Ne trelewe on the round of our 


Auger Bits 


— . 1% : ee eal ; f | . 
The original doubie twist aude r pit, Pare;nees a 


Mr. Russell Jennings in 1855 


Russell Jennings Mfg. Co. 
Chester, Conn. 

















ha cemand 


PAINE STOVE BOLTS 





As Good as the Best 


One hundred bolts and nuts 
in a strong, substantial box. 


In bulk if you wish. 
Prompt deliveries. 
Sold to jobbers only. 


Samples and discounts on request. 
No charge. 


THE PAINE COMPANY 


2949 Carroll Avenue, Chicago, IIl. 
33 Warren Street, New York, N. Y. 
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BUSINESS OPPORTUNITIES 


POSITIONS WANTED 





GENERAL HARDWARE AND AUTO SUPPLIES located in fast 
growing section of the Bronx, New York City. Store is 25 x 80; 6 room 
apartment; annual average business $40,000. Stock and fixtures are 
worth $15,000. Will sell building, also adjoining property to expand, 
which we feel will be necessary within next few years. Terms to reliable 
concerns. Address Box G-971, care of Harpware Ace, New York. 





PURCHASING AGENT having ten years’ experience with large ma- 
chinery manufacturer, desires position as purchasing agent, salesman or 
sales correspondent in con district of New York. Mature execu- 
tive with broad busimess background. Address Box G-974, care of Harp- 


ware AcE, New York. 





YOUNG MAN OF BROAD EXPERIENCE IN hardware and plumb- 


FOR SALE—GENERAL HARDWARE, stoves, paints, etc. Clean, ing lines, at present employed by one of the largest concerns in the West, 
up-to-date stock. Live, going business, very prosperous. Fine county desires position as manager of medium size store in West or Middle West, 
seat town of 6,000, farming community, little competition. Over 30 with object of ultimately becoming a partner. Address Box G-988, care of 
years in this location. Invoice $25,000, can be reduced. Sales $100,000. HARDWARE AGE, New York. 

Average earnings over $10,000. Failing health. Wonderful opportunity 
for hustlers. Address Box G-986, care of HArpware AGE, New York. 





FOR SALE—GENERAL HARDWARE, housefurnishing and paint 
store. Oldest, most progressive and most up-to-date store in town. Has 
two entrances and four show windows. New Heller Fixtures now being 
i Five year lease included 


installed. Stock inventoried at about $10,000. 
in sale. Suitable and easy terms to quick buyer. Must sell on account 
of health. Apply Box 676, Lindenhurst, L. I. 





EXPERIENCED SELLER OF NOVELTIES, familiar with cutlery, 
would be willing to buy into going manufacturing concern, to the extent 
of about $50,000, making low priced line of flatware, or take over entire 
small plant. Must have good possibilities. Address Box G-976, care of 
farpware Ace, New York. 


WHITE ENAMELING—WE SOLICIT CONTRACTS for white 
enameling articles on quantity basis. Beautiful china-white finish ob- 
tained by our special process. Address Department H. E. H. TITCH- 
ENER & COMPANY, Manufacturers of “Bathwhite’’ Fixtures, Bingham- 
ton, New York. 


FOR SALE—STOCK OF GENERAL HARDWARE, paints, house- 
furnishings, established since 1845. Located in a county seat of 6500 
people in Central Ohio. A good farming community, and a city of manu- 
facturing. Stock, fixtures and equipment will inventory $15,000. Ad- 
dress Box G-964, care of Harpware Ace, New York. 











FOR SALE—GENERAL HARDWARE in prosperous community, 
county seat town, in Southeastern Iowa. Stock and fixtures will invoice 
about $6,000. Good clean stock. Address Box G-981, care of Harpware 


Ace, New York. 





have several old established 
All good paying propositions. 
No auctioneers. Address 


RETIRING FROM BUSINESS—We 
hardware and paint stores on [Long Island. 
Purchaser must have about $10,900 in cash. 
Box G-984, care of Harpware Ace, New York. 





FOR SALE—NUMBER OF SETS Allith-Prouty and Richards sliding 
door hangers for single and double doors. Also single and double sliding 
door locks. Attractive prices. BENGENER BROS., Austin, Texas. 





FOR SALE—HARDWARE and = 9 store in Chicago. 


Good growimg business. Opportunity. reason for selling. Lon 
hease. Address Box G-962, care of Harmpwarze Acz, New York. 





HELP WANTED 





ENAMELWARE AND ALUMINUM SALESMEN wanted to sell high 
grade lines direct to dealers. Good commission, also full commission on 
repeat orders. Give experience and territo fully in first letter. Address 
Box G-852, care of Harpware Acz, New York. 





SALESMAN WANTED TO SELL a superior line of mechanics’ 
teel en commission. No objection to non-conflicting lines. State 
territory and ether information regarding yourself in first letter. 

A. FISS COMPANY, 3939 Olive Street, St. Louis, Mo. 


EXPERIENCED ALL-ROUND MAN, about 28, able to do locksmith- 
fe Be 


re and all kinds of hardware repairs; Gentile preferred; Brooklyn, N. 
Address Box G-987, care of Harpware Acre, New York. 








UNDERHILL, CLINCH & CO., 84 White St., New York City, require 
the services of an experienced salesman for the Boroughs of Brooklyn, 
Manhattan and Bronx. A good opportunity for an active man. 


EXPERIENCED AND SUCCESSFUL hardware and housefurnishing 
salesmen wanted by large New York jobber; all territories open. Address 
Box G-990, care of Harpware Ace, New York 





SALES ACCOUNTS WANTED 


MANUFACTURERS NOW MAINTAINING selling staffs in New 
York City at a high overhead or considering this market will do well to 
communicate with our organization. House established over 80 years, own 
office and warehouse. Amply financed and equipped with complete sales, 
storage and delivery departments, seeks selling agency for metropolitan 
New York City and adjacent territory, including export. Would consider 
unrestricted territory on some lines. Later on would assist in financing 
if mutually agreeable. Give complete information regarding your products 
in first letter. Address Box G-975, care of Harpware AcE, New York. 








YOUNG MAN WITH 10 YEARS’ experience selling to wholesale and 
large retail trade in and around the Metropolitan District would like to 
take on one or two additional lines. Prefer padlocks, latches or carpenters’ 
tools, but would consider any standard or staple and established lines. If 
you have such a line and desire a ~» —% experienced and hardworking 
ala ner gaa in this district, address Box G-961, care of HAnpwars Aeéz, 

ork. 





New 





MANUFACTURER’S REPRESENTATIVE OPENING DISPLAY and 
sales room on one of the principal streets of Detroit, Michigan, wishes an 
additional line. Only high grade line considered. Address Box G-985, 
care of HaArpware Ace, New York. 


SALES REPRESENTATIVES WANTED 


SALESMEN WANTED (by manufacturers rated over $300,000.00 and 
in business over twenty-two years) to sell high grade, mod y priced 
line of aluminum cooking itensils to retail trade. Have choice territory 
open. Exclusive territory. Full commission paid woely,, Ene com- 
mission on mail orders. We give salesmen real cooperation and have a 








splendid proposition for the right men. Will only consider men who have 
made good in the ooming: field. State fully your selling experience and 
erritory you cover. -EYSE ALUMINUM COMPANY, Kewaunee, 


isconsin. 





A LARGE MANUFACTURING CONCERN making an _ extensive 
variety of standard items called for by hardware, tool and ay staging. 
trade is contemplating extending their present sales efforts by means o 
commission salesmen, aoe a well established trade and with reputable 
lines and calling on the trade at regular intervals. They will receive ap- 
plications from salesmen qualified as above who must in applying give 
ull details of routine and territory, together with lines carried and class of 
trade solicited. Address Box G-989, care of HArpware Ace, New York. 





REPRESENTATIVES WANTED TO HANDLE the newest thing out 
im glass; a Bent Glass Towel Bar. be carried as a side line by sales- 
men calling on buyers of bathroom fixtures and housefurnishing wares. 
Exclusive territory available to big producers. Address Box G-932, care 
of Harpware Acz, New York. 





REPRESENTATIVES WANTED—MANUFACTURERS’ AGENTS 
calling on jobbers, department stores and large dealers to represent us on 
a quality line of mops. A RICAN MOP & SUPPLY COMPANY, 12 
North Third Street, Philadelphia, Pa. 





SALESMEN WANTED TO SELL Mephisto tools, for the States of 
Indiana, Missouri, Wisconsin, Tennessee, Mississippi, Alabama, Georgia. 


Address Box G-982, care ef Harpware Ace, New York. 











OrKk. 
HUSTLING SALESMEN wanted to sell on liberal commission basis 
our re line of labor saving Magic Weeder Hoes to hardware trade. 
REICHARD MFG. CO., Bangor, Pa. 


WANTED—LIVE WIRE, EXPERIENCED SALESMAN to ocligieod- 
al line of sliding door hardware in Boston and vicinity. Add ox 
G-959, care of Harpware Acz, New York. 


WANTED—EXPERIENCED HARDWARE MAN. Apply by letter 
in handwriting, stating experience and salary. Address Box G-967, care 
of Harpware Ace, New York. 


WANTED—SALESMEN CALLING on 
hardware dealers to carry side line of high powered air ri 
MAN ARMS CO., Rochester, N. Y. 











ll comes suite and 
owered air rifles’ CROSS- 





Are You Looking for 
REAL Sales Representatives? 


The Classified Opportunities Section of Hardware 
Age is read every week by the kind of men you 
want to get in touch with. 

It costs little to tell them your story. 
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FORSTNER BITS 


are of @ ciscle and can be guided in any direction reg 








One of the Most Remarkable Tools for Wood 
Working Ever Invented for Brace and Machine 


The Forstner Labor-Saving Auger Bit, unlike other bits, is guided by its Circular Rim instead of its center, consequently it will bore any 

ardiess of grain or knots, leaving a true polished surface. 
expeditious than chisel, gouge, scroll-saw, or lathe 
boxes, fine and delicate patterns, vencers, screen work, scalloping, fancy 
scroll twist columns, newels, ribbon moulding and mortising, etc. 


THE PROGRESSIVE MFG. CO. .-- 


referable and more 
for cere- 


It is 


TORRINGTON, CONN., U.S.A. 








CUSHION 
Bs RE 





MYERS 


ar Insure perfect shelf service for any line of merchandise. 
ft — soe tread steps, properly apy with convenient full 
length handholds on both sides of ladder permit mounting 
or descending with ease. hands free to remove or 
replace stock without danger of falling. Cushioned Tired 
Trolley and Truck Wheels. eliminate noise and prevent 
]| vibration. Erection as simple as A, B, C. Utilize 
J small space. Make top shelves safely available ’ 


for stock Owl tne One style--neat of 2k f 
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seats L AN. 








ARE YOU EQUIPPED TO PRINT 


announcements, dis- 
play cards, streamers 
and special sale prices? 










WRITER today and 
have your own sign- 
shop in which to do 
this work. The sav- 
ings effected by 
printing your own 
cards more than 
off-sets the 
cost of the 
equipment in 
the first thirty 


days. 

Write for illus- 
trated folder 
and prices. 


National Sign Stencil Co. Sey —_ 

















patty. = gee 
request, 
is shown by 20,000 re 


Tungsten Lampe 
tailers and 50D. jobbers who sell them. 
Consenaees EBleetrie 
Lamp Co. 
DanVere, Mass. 
‘‘Ldoonsed under the General Miectrie 
Company’s Incandescent Lamp patents.’’ 


pa eny Sone nished--any 
Confidence in bampin, Brand 
Se 











@ 


The New Design 
of) WHITE MOUNTAIN 


Triple Motion Freezer 
Backed by a half century of success 


THE WHITE MOUNTAIN FREEZER CO. Inc. 


NASHUA, NEW HAMPSHIRE 














STANDARD SINCE 1865 


For 58 years Priest’s Clippers 
have given universal satisfac- 
tion. None sell so readily to 











make both kinds. 
American Shearer Mfg.Company Retails for 75 Cents 
Nashua, N. H. THE HART & COOLEY CO., New Britain, Conn. 








Handy Craft 


The New Steel Building 
Toy for Boys 














Says this advertiser,— 





“We are pleased to advise that we have succeeded 
in getting compilers from the advertisement we 
ran in your publication, and we give it as our 
opinion that for anything connected with the hard- 
ware business, HARDWARE AGE is, without a doubt, 


& Sons Co., Milwaukee. 


It pays to use the Classified Opportunities Section 


the best medium for advertising.”—J. H. Yewdale 
of Harpware AGE. 

















Fe i 1912. 


| RIXFORD 2SiSgingecve 


Axes since 1880. 





American Can Company 


Oil, Molasses and 
D Gates 
Perfection Pattern. 
Made in Ali Styles. 


Syracuse Stamping 
€o 


Syracuse, New York 


























“They Have a 
Bull Dog-Grip” 


Manufactured by 
U. 8S. Clothes Pin Ce., Monsneiien, Ve. 


|_2015 


J. L. THOMPSON 





Sales Dept 
Unien Bank Bide. Pittsburgh, Pa. 


Waltham, Mass. 
Tubular and Bifurcated 


—~ (2) % fe — 





MFG. CO. Send for our Catalogue of 
GRANITE 
CUTTING TOOLS 


Trow & Holden Co., Barre, Vt. 




















ELEVATORS 
DUMBWAITERS 


Write for our catalog 
Energy Elevator Ce. 
911 New St. Philadelphia 


CARPENTER’S 
—CHALK— 
STANDARD CRAYON 


Danvers, Mass. 


Co. 
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INDEX TO ADVERTISERS 


convenience and not as @ part of the advertising contract. Every care will be taken to index correctly. 


allowance will be made for errors or failure to 


insert. 
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Be Sure to Stock 


Up-to-date Mowers 


Modern Mowers are Silent 


HEN you order lawn-mowers remem- 

ber that your customers do not want 
the noisy, clattering type today. Noise is the 
sign of an out-of-date mower. The modern, 
Hyatt roller bearing equipped lawn-mower 
runs silently and easily. 


Investigate the advantages of any of the 
Hyatt bearing equipped mowers built by the 
manufacturers listed here. Their mowers are 
easier to sell, more profitable to you and 
more satisfactory to the customer. It will pay 
you to handle these makes. 


The mowers illustrated are Hyatt roller 
bearing equipped. They are the brands 
your customer will want. Remember them 
when you buy your lawn-mower stock. 


HYATT 


ROLLER BEARINGS 





HYATT ROLLER BEARING COMPANY 
NEWARK DETROIT CHICAGO SAN FRANCISCO 
Pittsburgh Worcester Philadelphia Cleveland Charlotte 
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“Ideal” putting green mower, manufactured[by 
the Ideal Power Lawn-Mower Co., Lansing, 
Michigan—a mower designed especially for use 
en putting greens and places where close, clean 
cutting is necessary. It is Hyatt equipped. 





Hercules lawn-mowers, manufactured by the 
Blair Manufacturing Co., Springfield, Mass. This 
mower is Hyatt equipped and is one of the finest 
mowers made, and leader in the Blair line. 





Coldwell’s Imperial, manufactured by the Cold- 
well Lawn-Mower Co., Newburg, N. Y. Hyatt 
equipped, a leader in the Coldwell line and one 
of the most satisfactory and best selling mowers 
on the market. 
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Pennsylvaniaroller mower, manufactured bythe 
PennsylvaniaLawn-Mower Works, Philadelphia. 
A Hyatt equipped mower designed for putting 
greens, tennis courts and lawns requiring a 
mower of exceptional merit. 





Lawn-Vac, manufactured by the Lawn-Vac Co., 
Sacramento, Cal. The Lawn-Vac is an electric 
mower, Hyatt equipped, designed to meet the ex- 
acting needs of the modern home, and is without 
doubt the finest electric mower manufactured. 











HARDWARE AGE February 25, 1926 
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AKE two sales instead of one. 
Whenever you sell paint, 
lacquer, varnish, or enamel, sell 
a Wooster Brush. The Wooster 
Selling Chart will actually help 
you do this. The Wooster Sell- 
ing Chart and the complete selling 
aids are furnished to every mer- 
chant who wants the extra profit 
that Wooster Brushes will bring 
him. You are supported by nation- 
wide sales promotion and adver- 
tising that reaches _ practically 
every user of paint brushes in. 
your trading territory; painters, 
householders, and industries. 
Write today for a Wooster Brush 
Selling Chart and folders, listing 
all Wooster selling aids. Sell a 
Wooster Brush whenever you sell 
painting materials. 




























The Wooster Brush Company 
Ohio 







Wooster 












ge for , 
Wooster mer- 
chants. 


Against a background 
of brilliant yellow, 
Wooster brushes snap 
to attention in this 
window and counter 
display. 
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For Painting, Varnishing, Enameling, Lacquering, Kalsomining 














